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The Editor. 
AMERICAN LUMBERMAN, 
Chicago, Il. 
Dear Sir: 

Upon returning from a short vacation I found your issues of 





The Voice of Youth Is Heard 


Vibrant with youthful euthusiasm, and voicing a suggestion meriting careful consid- 
eration, comes this unsolicited and spontaneous letter from an incipient lumberman— 
18-year-old Leonard Sykes, a junior office employee of Beaver Alberta Lumber (Ltd.). 
Calgary, who is in training for a possible future sales position: 


Calgary, Alberta, Aug. 13, 1935. 
The Editor, 
AMERICAN LUMBERMAN, 


Chicago, Il. 
Dear Sir: 

The last paragraph of the article in your mag: 
azine of Aug. 3, “Boy of Today—Man of Tomor- 
row, invited comments or suggestions from 
your readers. While I have been employed in the 
yard office of a lumber company for only a 
month, I trust you will pardon my audacity in 
accepting your invitation. 


I am an ardent worker in the Boy Scout move- 
ment, having five years’ service in England and 
in Canada. I have now risen to the rank of 
Troop Leader and it has been my experience, 
throughout, to notice the lack of practical train- 
ing in modern necessities. Your plan, as out- 
lined in the afore-mentioned article offers, to my 
mind, one way out of the problem. Scouting 
offers a wonderful course in outdoor life, which 


is essential in the training of young citizens of 
any country. But, like all other concerns, it 
must modernize its program, and what better 
way than to adopt a plan akin to that suggested 
in your article? 

This coming winter I see, all being well, an- 
other promotion for me, into a rank where I 
shall have the power in our troop to co-operate 
with any practicable scheme you may have to 
offer, or to begin any suggestion that may arise 
from that most interesting and vital article. The 
Boy Scout movement today embraces most of the 
cream of this young generation. What better 
place to advance your plan than where organiza- 
tion already exists? 

Again I realize I am a very small part of the 
lumber industry as yet, and doubtless my voice 
will never be heard, but I am willing to work 
for the mutual progress of the Boy Scout move- 
ment and the AMERICAN LUMBERMAN. 

Yours very truly, 
LEONARD SYKES. 


--and the Voice of Maturity 


Also of vital interest is the following unsolicited and spontaneous letter from a prac- 
tical lumberman of wide experience and keen insight into the problems of the industry: 


Kansas City, Mo., Aug. 21, 1935 


harnessing this desire of the boyhood of America to a most 


practical purpose and at the same time providing an absorbing 
interest for thousands of boys—the men of tomorrow—than the 
building of exact sealed mini:tures of residential and farm struc- 


tures and appliances of all kinds. 


Social workers, parents and 








Aug. 3 and 17 on my desk. The title “Boy of Today—Man of 
Tomorrow!” caught my attention and I was compelled to take 


time out to read it through carefully; 
and then, of course, I read “A Plan for 
Promoting Lumber” in the Aug. 17 issue. 
It is my candid opinion that the sugges- 
tions set forth in these two articles con- 
tain tremendous possibilities for the en- 
tire industry. If properly followed 
through, far-reaching results can be 
achieved through application of the essen- 
tial ideas presented. 

There is inherent in practically every 
normal boy a desire to build, to con- 
struct, to create something with his 
hands, aided by just a few tools. I can 
conceive of no more splendid way of 


teachers are constantly on the lookout for 
for youth during these days when “leisure” time is becoming 








"CARRY ON!" 


It is altogether fitting and 
proper that the lumber industry 
should undertake a program of 
this kind. There is much yet to 
be done—and so I say to you most 
emphatically—“Carry on!” 

H. A. HorrMan, 
Foster Lumber Co., 
Kansas City, Mo. 





‘spare time” activities 


a menace. This certainly would make 
a splendid “spare-time” activity, espe- 
cially in the small urban and rural dis- 
tricts. The remarkable progress made 
by the 4-H Builders’ Clubs of Oregon 
is ample proof of what can be done 
under proper supervision and guidance. 
These clubs have already accomplished 
the pioneering and experimental work 
and should be able to furnish much use- 
ful data for future guidance. It seems 
to me that this phase of restoring “the 
pristine popularity of wood” should be 
made through a special committee cho- 
sen from the industry, [Turn to page 24] 
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GOOD 
Win: 


For Dependable 
Value and Service... 


Complete and continued satisfaction for customers 
down through the years, is the basis on which the 
Winton business reputation has been built. You can 
safely order your requirements, large or small, in Idaho 
White Pine, Ponderosa Pine, White Spruce, Douglas 
Fir, Western Hemlock, Red Cedar Siding and Shingles 
from Winton—and know that you'll always get good, 
honest lumber values and prompt, reliable service. 
Just let us prove it! 


yes 
(SMELLS 


Le 





WHITE PINE MILLS: Winton Lumber Company, Gibbs, Idaho: PONDEROSA PINE MILLS: Ewauna Box Company, Klamath Falls, 
| SPRUCE MILLS: The Pas Lumber Co., Ltd., The Pas, Manitoba. Oregon — Somers Lumber Company, Somers, Montana. 








Buying Problems? . PONDEROSA 


--- Let White River Solve Them! 
Whenever you need Fir, Spruce, Hemlock or Red Cedar items just try 
sending a sample order to White River. 


We have been supplying the trade for forty years and know the wants’ 
and worries of Lumber Dealers—and are unusually well equipped for 


taking care of their requirements. We have an abundant supply of choice, That Will 
old-growth timber—a fine, up-to-date plant manned by an alert, progres- 3 


sive organization that's always eager to satisfy your needs in: 


Please Your 
YARD AND SHED STOCK, FIR TIMBERS, BEVEL Z 
SIDING, LATH, MOULDINGS, SHINGLES, ETC. ye Customers 


When you order from 
Anaconda you get reli- 
able quality, soft-textured, 
easy-working stock 
— carefully milled 
andaccurately 
graded — real value 
to pass on to your 
customers. We Mix Cars, load carefully and ship 
promptly. 


LUMBER —LATH — MOULDINGS — BOX SHOOKS 


Anaconda Copper Mining C 


LUMBER DEPARTMENT, 
WHITE RIVER LUMBER COMPANY BonneR, MONTANA. 
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back in the market. He is in the 
market for business; money in his 
pocket, credit at the local bank. 

He likes that situation. For years he 
has been patching fences with rusty wire 
and nailing scraps of boards over the 
holes in the barn doors. He has set tubs 
under the leaks in the roof, has skinned 
his shins falling through the broken porch 
floor and has said words he did not learn 
at his mother’s knee. 

When all the exceptions have been 
noted and all his peculiarities allowed for, 
farmer is a shrewd and practical 
person. He doesn’t like worn-out tools 
or broken-down buildings. But he has 
the idea that things bought must be paid 
for ; and he buys with an eye to his actual 
and probable resources. He is afraid of 
too much debt, for he has seen too many 
farms lost by that route. If he made 
his cold hog house and his drafty cow 
barn do, knowing all the while he was 
wasting feed just to keep animals warm, 
it was because he didn’t have anything he 
could use for money. 

Well, he has it now; not as much as 
he’d like to have, but who has that much? 
A long trip through the farm area has 
convinced your present announcer that 
the farm picture has changed sharply 
for the better. Counties that last year 
were brown and bare with drouth are 
now heavy with crops. Some wind-eroded 
sections which experts said would pro- 
duce nothing for a generation are yield- 
ing as usual. Hogs have been selling at 
around $12, and corn prices, despite the 
fine prospect for this season’s yield, are 
staying at high figures. Farms are chang- 
ing hands; not by foreclosure but for in- 
vestment and operation, and prices per 
acre are advancing. The AAA program 
has put millions into farm pockets; but 
not so many millions as have been put 
there by better markets for produce. 
Those whose business it is to know about 
these things, because their own profits 
depend upon the accuracy of their opin- 
ions, are saying that farm conditions are 
not only better at the moment but will 
remain good for a long time to come. 

If Missouri-minded persons ask to 
be shown, let them round up the figures 
of the farm-machinery manufacturers, the 
mail-order merchants and others like 
them who depend directly upon the farm 
markets. These people are tremendously 
active and confident. Let them note the 
heavy increase of advertising carried by 
the farm journals. Let them observe the 
new cars owned in the country. 


your 


Friend Farmer is being cultivated in- 
dustriously by mercantile and_ service 
specialists who look before they leap. 

The farmer needs about everything. 
But he'll not buy everything; not all at 
once. His resources, much as they have 
been increased, need to be applied with 
care. Like everyone else, faced with -a 





Echoes From Washington 


From the debate in the U. S. 
Senate on the recently enacted 
share-the-wealth tax bill, these re- 
marks are taken: 


We chatter about revenue in 
millions while we confront deficits 
in billions. . . . If we would 
show half as much zeal in de- 
mobilizing dead bureaus as we do 
in taxing dead citizens, it would 
be better for all concerned.—SEn- 
ATOR VANDENBERG, Mich. (Rep.) 


% * ue 


I am wondering where we are 
going to get the revenue to liqui- 
date these deficits, because the in- 
come tax field will largely be ex- 
hausted by amendments similar to 
that of the Senator from Wiscon- 
sin. Where are we going to get 
the remaining five-sixths of the 
annual deficit?—-SENATOR TYDINGS, 
Md. (Dem.) 


oo % 


This particular bill was con- 
ceived in political intrigue. It is 
a cross between a spendthrift and 
a social revolutionist. It has for 
its principal purpose the presi- 
dential election of 1936. It intends 
to drive out of the Democratic 
party whatever is left of the 
wealthy class—SeENATOR HaAstIncs, 
Del. (Dem.) 


* * * 


To my mind it is grotesque— 
certainly little short of that—to 
think about this tablespoonful of 
revenue having any relation to the 
balancing of the budget or the 
wiping out of the National debt. 
—SENATOR COPELAND, N. Y. 
(Dem.) 


* ce 


Introduced to Vice President 
John M. Garner, a clown from a 
circus playing in Washington 
said: “I am the head clown with 
the circus here in town.” To this 
the Vice President replied: “I am 
Vice President of the United 
States. You better stick around 
a while because you might get 
some ideas.” 
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Salesmanship Harvests Increased Farm Revenues 


O's GOOD friend, the farmer, is 


necessary choice, he is influenced by 
honest and constructive salesmanship, 

There’s no use getting mad if a farme; 
takes his family to the State Fair or eye, 
if he buys a new car in which to take 
them. A lumber dealer considers a car 
necessary for his comfort, convenienc 
and efficiency ; but the chances are jt; 
more of a luxury and less of a necessit; 
to him than it is to a farmer. And when 
John Granger bought that car he didn’ 
go to town and hunt up an indifferen; 
salesman who held that a farmer is a false 
alarm without adequate purchasing 
power. John didn’t have to beg the motor 
dealer to talk with him. The chances 
are about a thousand to nothing tha 
most of the motor dealers in the town 
went to see him, driving new cars, before 
he even mentioned to his wife that the 
old wagon wasn’t quite so good as it used 
to be. These motor merchants told him 
the story of the high; cost of repairs on 
old cars, the safety factors and low ga 
consumption of the new machines and the 
payment plan made available by the ac- 
ceptance corporation, 

The lumber yard ought to be near the 
top of the farmer’s list. Repairs, new 
buildings and fences are necessities in 
farm economy ; needed in order to make 
the plant profitable. If the farmer con- 
tinues to make some of this worn-out 
apparatus do, the while he spends money 
for less reasonable things, the fault may 
not be wholly his. If he patches an old 
fence that ought to be replaced, probably 
no lumberman explained to him simply 
and honestly the high cost and the 
dangers of patched fence. If he keeps his 
cows in a drafty stable, probably no one 
has told him the scientific difference be- 
tween drafts and ventilation or the cost 
in increased feed and decreased milk pro- 
duction of a cold stable. 

Farmers are buying. Already their 
purchases have pulled whole industries up 
into the profit column. Farms have the 
biggest deferred market for lumber that 
the oldest inhabitant can remember 
Building materials are of primary im- 
portance to the farmer; and for that 
reason they should be the easiest thing: 
to sell him. But for good or for ill, the: 
must be sold. In the meantime, compe- 
tent salesmanship in other fields is bus) 
harvesting the farmer’s increased rev- 
enues. There probably never has beet 
a time when honest, energetic and shrewd 
salesmanship of building materials in the 
country was more important both to seller 
and to buyer or when it promised eat! 
party to the transaction better returns 
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Furniture Manufacturers Expect 
Capacity Production 
Rest of Year 


The July bulletin of_the National Hardwood 
Lumber Association, Chicago, mentioned a re- 
quest made to the furniture industry for infor- 
mation on its hardwood requirements the rest 
of 1935. Twenty-two furniture manufacturers 
contacted have reported, and six of this num- 
her state that their entire requirements for the 
remaining four months of the year have been 
covered either by stocks on hand or contracts 
placed. The other sixteen concerns, which are 
considered a fair cross-section of large, medium 
and small factories, contemplate capacity pro- 
duction during the next six months, The Na- 
tional Association of Furniture Manufacturers, 
which conducted the survey, got the reports 
from the North, South and East, the sections 
where most of the furniture is made. 

Some interesting facts are contained in the 
figures submitted. The twenty-two manufactur- 
ers estimated that they would require about 
5,820,000 feet, an average of 265,000 feet each. 
When this average is multiplied by the 545 mem- 
bers in the association, the result is approxi- 
mately 145 million feet. All of the furniture 
producers in the United States do not belong 
to the association. 

The following totals taken from the reports 
received may reflect in some measure the pro- 
portionate quantities of species requirements, 
the items being listed in order of the total vol- 
ume of each kind: 


’ 


M. M,. 
a ee 900 Qtd. Black Gum. 250 
Plain Sap Gum. 725 Mahogany ...... 235 
are 595 Qtd. Red Gum... 125 
0 ee 565 S. W. Chestnut... 95 
Qtd. Sap Gum... 455 Mamnotia ....ss 80 
Sr 450 I acer Oh rina Wi Ga 
Northern Soft Sycamore . - 45 
ee .». 4865 Rock Him ......- 40 
eae 415 Hackberry ...... 25 
WE. wiscceees 310 


The publication tells its readers that it 
must be remembered that the figures submitted 
by the manufacturers are estimates. It may be 
concluded from the figures that although there 
undoubtedly will be an active demand from the 
furniture industry the rest of 1935, the facts 
are not bullish enough to justify any unusual 
increase in production. The association feels 
that it might be necessary to continue a con- 
servative production program in the interest of 
a stabilized market, keeping production on a 
par with monthly shipments. Also that the fig- 
ures may warrant adjusting production to spe- 
cies wanted by furniture manufacturers and for 
keeping well balanced inventories in the grades 
and sizes usually used by them. 


PWA to Test Wood, and Steel 
Sash 


[Special telegram to AMERICAN LUMBERMAN] 
Wasurncton, D. C., Aug. 28.—It is reported 
that PWA will make tests of wood and steel 
sash some time in the near future. While the 
place has not yet been decided upon, it is prob- 
able that the tests will be held at the Truscon 
Steel Co.’s laboratories in Ohio. 








Large Hardwood Distributing 
Organization Formed 


New YorxK, Aug. 26.—Announcement has 
been made of the organization of the Amazon 
Lumber Corp., which has taken over the 
Charles R. Partridge Lumber Co., one of the 
oldest lumber concerns in the metropolitan dis- 
trict. This new company has leased the yards 
formerly occupied by the Indiana Quartered 
Oak Co. in Long Island City, and has pur- 
chased for cash a half million feet of Brazilian 
hardwood lumber, which is now being trans- 
ported to its yards. The company, of which 
Charles R. Partridge is president, is handling 
foreign and domestic hardwoods, as well as 
white pine, spruce and fir. It has kiln drying 


AMERICAN 


and mill facilities, and Mr. Partridge announces 
that the Amazon Lumber Corp. proposes to 
become the largest distributor of hardwood 
lumber in the metropolitan district. 


LUMBERMAN 





Echoes From Washington 


From the interesting debate on 
the Guffey coal bill in Congress, 
these excerpts may be of particu- 
lar interest: 


I want to tell you, my friends, 
that any attempt to amend or re- 
write the Constitution to satisfy the 
demands of these so called “Brain 
Trusters,” Socialists, or Commu- 
nists, is going to meet with a just 
repudiation at the hands of the 
people of the United States in 
every State in this Union.—Rep. 
Futuer, Arkansas (Dem.). 

* * * 


This bill means that the man 
who will not permit himself to be- 
come subject to the Code will be 
driven out of business. I do not 
think that the taxation power of 
the Constitution can be exercised 
for such purpose.—Rep. Cooper. 
Tennessee (Dem.). 

* * * 


This is a march of Fascistic Fed- 
eral Farleyism into coal pits and 
coal bins of every American in 
every State of the Union.—Rep. 
Cuurcn, Illinois (Rep.). 


* * * 


If it is constitutional to regulate 
the potato growers through a tax, 
why, in the name of high heaven, 
is it not constitutional to regulate 
the coal business by the same 
method?—Rep. FLANNAGAN, Vir- 
ginia (Dem.). 

* * * 

The anti-trust laws would apply 
to all citizens of the United States 
except a group selected by this 
board, which would be exempt. I 
venture to say that there may not 
be found in the history of civiliza- 
tion in any nation where the rule 
of law obtained in any respect 
whatever any such provision as 


this enacted into law. — SEN. 
Borawn, Idaho (Rep.). 
* * * 


I do not say it is morally dis- 
honest, but I mean to say it is in- 
tellectually dishonest. Every sen- 
ator knows that an effort has been 
made to do by indirection some- 
thing which the Constitution for- 
bids. In my humble judgment the 
bill at best is nothing more than 
a futile gesture—filled, for numer- 
ous depressed and unfortunate 
men, with a hope which will be 
blown away like autumn flowers at 
the first wintry blast from the Su- 
preme Court. — SEN. TYDINGS, 
Maryland (Dem.). 
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Menominee Indian Case Goes 
to Court of Claims 


WasuHincTon, Aug. 26—On Aug. 23 the 
House passed a bill known as H. R. 8165, to 
refer the claims of the Menominee Tribe of 
Indians to the Court of Claims with the abso- 
lute right of appeal to the Supreme Court oi 
the United States. The bill separates the claims 
into four parts. No. 1 is a claim for damages 
for the failure of the Indians to obtain all the 
land within the exterior boundaries of the 
Menominee Reservation, by reason of a prior 
grant to the State of Wisconsin of* all the 
swamp lands within the State. No. 2 covers 
claims for alleged unlawful expenditures of 
tribal trust funds. No. 3 covers claims for 
damages allegedly caused by the United States 
unlawfully cutting timber belonging to the In- 
dians. No. 4 covers claims for damages al- 
legedly caused by mismanagement by the United 
States of their timber and lumber enterprise. 
It is estimated that should they recover judg- 
ment for their claims, the amount involved 
would be $2,420,000. The bill includes the 
statement that “the net amount of any judg- 
ment recovered shall be placed in the Treasury 
of the United States to the credit of the said 
Indians and shall draw interest at the rate of 
4 percent per annum and shall be thereafter 
subject to appropriation by Congress for the 
benefit of said Indians, including the purchase 
of lands and building of homes, and no part 
of said judgment shall be paid out in per capita 
payments to said Indians.” 

A complete forest survey for the purpose of 
determining the amount of timber damage in- 
curred through clear cutting of certain areas 
is being conducted by the James D. Lacey Co.. 
under the direction of E. A. Sterling. 

In its report, the Committee on Indian Af- 
fairs in Congress said: 

It has always been understood by the 
Indians and apparently by the Department 
of Agriculture and Congress, that this 
statute (a law passed by the sixtieth Con- 
gress) meant that in cutting timber on the 
Menominee Reservation, the Forestry Service 
of the Department of Agriculture— the only 
Forestry Service then existing—was required 
to selectively cut the same so as to assure 
forest perpetuation. Notwithstanding that 
purpose, however, the attorneys report that 
a forest survey, which they have caused to 
be made, demonstrates that the United States 
in violation of the statute actually clear cut 
thousands of acres of land and improperly 
eut other thousands of acres. Further that 
most of the designations for cutting have 
been made by the Forestry Service, of the 
Bureau of Indian Affairs, rather than by the 
Forestry Service of the Department of Agri- 
culture, to which the Act referred. If the 
timber has been thuscut,or if the Forestry 
Service of the Department of Agriculture, 
without specific Congressional action, abdi- 
cated in favor of the newly created Forestry 
Service of the Bureau of Indian Affairs, the 
Indians should be compensated for the ful} 
amount of any damages they have suffered. 





Tax Not Applicable on 


Sales to Processors 


Litre Rock, ArKk., Aug. 26.—Lumber sold 
by one firm to another for conversion into au- 
tomobile framework parts, is not subject to the 
Arkansas sales tax, but when such lumber is 
sold at retail the tax applies, Assistant Attor- 
ney General Thomas Fitzhugh has held. The 
ruling was requested by the revenue department 
after an attorney for the Chicago Mill & Lum- 
ber Co. had reported that the company sells 
lumber under contract in wholesale quantities 
to the Pekin Wood Products Co., a subsidiary 
of the Chrysler Corp. Such sales are not sub- 
ject to the sales tax for two reasons. First, 
materials sold to be further processed are ex- 
empted from the tax by Section 3 of the sales 
tax act; and second, the materials are ingredi- 
ents which go into and form a part of tangible 
personal property for re-sale by the buyer, and 
are therefore exempted under Paragraph 1 of 
Section 3 of Act 233. Retail sales, however, 
by the Chicago Mill & Lumber Co. are subject 
to the sales tax levy, he ruled. 








Front of the office and display building. Barry C. James, sales manager, is 
seen at right; Mary T. Daley, secretary-treasurer, in center, and Donald E. 
Wright, vice president at left. Note display panels of shingles on the sidewall 


Recently a member of the Chicago staff of the AMERICAN 
LUMBERMAN, making a hurried trip eastward, with New York 
as his destination, stopped at Ashtabula, Ohio, just long enough 
to look over the uptodate retail plant of the Dodge Bros. Lum- 
ber Co. J. P. Dodge, the moving spirit in the concern, was 
absent, attending the wedding of his son in Pittsburgh, but 
Donald E. Wright, vice president; Barry C. James, sales man- 
ager, and Mary T. Daley, secretary-treasurer, very courteously 
showed the visitor about and answered his numerous questions. 

Ashtabula, situated on the shore of Lake Erie, is not only an 
important industrial city of over 23,000 population, but is also 
noted for its beautiful homes. 

3esides the retail business operated under the above name, 
J. P. Dodge also is a manufacturer and wholesaler of hardwood 
lumber. 

He recently decided that the old office and display room 
needed modernizing, in keeping with the trend of the times. 
The results were so satisfactory that considerable attention has 
been attracted thereto from far and near. In fact, it was an 
inkling of the character of these improvements that caused the 
AMERICAN LUMBERMAN representative to include a stop there 
in his rather crowded itinerary. 

Not much in the way of detailed description will be attempted 
in this story, as the accompanying photographs and captions 








Opposite side of the display room, showing the attractive cabinets in which 
hardware is stored and displayed 
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OHIO YARD IS 
A MODEL 


give a very good idea of the convenient and uptodate arrange. 
ment of the modernized quarters of this concern. All members 
of the organization are justly proud of them, and feel that the 
investment was well made. 

Mr. Dodge’s private office deserves special mention because 
it is finished with different kinds of wood, so that a customer 
can see how any desired wall would look in his own home. One 
wall of the office is of cypress sheathing, another of yellow pine, 
and another of white pine. The ceiling of the display room is 
covered with different kinds of paneling, including plywood, 
The sales counter is topped with various kinds and grades of 
hardwood flooring. On the outside wall of the office building 
are various panels showing different kinds of coverings, includ- 
ing asbestos and wood shingles. 

Mr. Dodge has a beautiful home, built about eight years ago, 
situated in what is generally conceded to be the finest com- 
munity development along Lake Erie, in establishing which this 





Display of paints in the Dodge sales room. The canopy is covered with 
asphalt shingles in various colors 


lumberman had an important part, as he was the original owner 
of the property where the Ashtabula Country Club is now 
located. A photograph of Mr. Dodge’s home accompanies this 
story; also another showing the type of houses being built there. 
Naturally, the Dodge yard gets first call for materials when 
new houses are being put up, although no stipulations are made 
when lots are sold. 

The Dodge retail lumber business was founded about 1900 
by W. F. Fuller, now deceased. J. P. Dodge came to Ashtabula 
in 1906, and entered partnership with Mr. Fuller. In 1910 
the business was incorporated, Mr. Fuller retiring. At that 
time a brother, Warren L. Dodge, came to Ashtabula and 
became secretary and treasurer of the company, which post he 
held until his death two years ago. The present official personnel 
of the company has been named earlier in this story. Miss Mary 
T. Daley, secretary-treasurer, has been connected with the bust- 
ness since about 1905, and Mr. Dodge accords her credit for 4 
good part of the success attained. Barry C. James, sales man- 
ager, joined the organization at the close of the war, and has 
been a tremendous help all along. Donald Wright, vice presi 
dent—a very capable young man who has devoted his best 
efforts to the business—is the nephew of J. P. Dodge by mar- 
riage, being a son-in-law of his deceased brother, Warren. 

The company’s employees are of a high type, with long rec 
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Embodies Useful Ideas 
for Displaying and Mer- 
chandising Its Wares. 


ords of faithful service. Ed H. Carey, although still a young 
man, has been in the company’s employ for more than thirty 
years. R. H. Sturdevant has served nearly as long, as has also 
W. L. Meaney, the efficient yard foreman. It is to men of this 
type that any organization owes a good measure of its success, 
and Mr. Dodge is a man who recognizes loyalty and efficiency 
in his organization. 

And, by the way, although Mr. Dodge was not present when 





Beautiful home of J. P. Dodge in the high-class residential community 
mentioned in the story 


the reporter called, the latter uncovered the fact that he is a 
very busy man, engaged in many civic activities in addition to 
his extensive business interests. He is an ex-president of the 
Chamber of Commerce, and has served on practically every 
committee of that organization, although no longer particularly 
active therein, his time being fully occupied by various other 
duties, which include membership on the finance committee of 
the People’s Building and Loan Association; and, incidentally, 
chairman of the building committee at the time its fine new 
structure was erected. He has also been actively connected 
with the Ashtabula General Hospital, as vice president for fif- 
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teen years and at present serving as acting president. 
goes to show that here, as in many other cities and communities, 
a lumberman is found among the leading citizens, doing his 
share to make his community a better place in which to live, 
to do business, and to own property. 





This shows the sales counter, located in the rear of the display room, sep- 
arating the general offices from the display. Mr. Dodge's private office is 


directly back of this, to right of the clock 


All this 





Shows the type of home being built in the community settlement. Land- 
scaping adds beauty to the setting 


Club Creates Demand for Power Tools 


Because of a “You-Can-Make-It” club and power tools, 
Tuttle Brothers, Westfield and Cranford, N. J., stock a 
wide assortment of ready-cut lumber, in more than fifty 
different sizes, from thin plywood to heavy stock, eight or 
more feet in length. Every purchaser of power tools or 
ready-cut lumber is enrolled in the “You-Can-Make-It” 
club, his name being registered on a filing card (size 3x5 
inches) which reads as follows: 


“YOU-CAN-MAKE-IT” CLUB—NO DUES 


spa EOE, WOE 6 ees ees on teweds od rere rere 
ee MEE atawenes |, eee _ Merrere 
Do you use hand tools?.....Do you use power tools?..... 
Send free copy of “You Can Make It Booklet” .......... 


This registration puts you on our mailing list for sug- 
gestions and helpful literature of special interest to the 
home craftsman. 

_ This card is filed alphabetically. Literature of interest 
's mailed periodically. At this writing the firm has more 
than 300 “You-Can-Make-It” club members enrolled. Each 
new member receives the booklet entitled “You Can Make 


It For Profit,” issued by the Department of Commerce, 
under the auspices of the committee on wood utilization. 
This book shows plans for making many articles of wood 
for the home, and creates a demand for ready-cut lumber, 
power tools, paint and other building supplies. 


“We find that it pays to keep the home owner working 
with wood because he thereby becomes more likely to make 
repairs, remodel and build additions to the home,” said 
George G. Force, manager of the firm’s hardware depart- 
ment. “By means of the ‘You-Can-Make-It’ club and the 
power tool we achieve this purpose, and sell not only a 
large quantity of ready-cut lumber with which the pur- 
chasers can make racks, cupboards and countless other 
things of wood, but also a substantial volume of modern 
ization materials. 

“We hold four or five demonstrations during the winter 
season, which all club members are invited to attend. No 
sales pressure is used, but we do a nice volume of business 
as a result of these demonstrations. Sometimes more than 
100 club members are present. There is a big interest in 
power tools, and these demonstrations make contacts with 
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home owners who are construction-minded. These en- 
thusiasts come from all classes—physicians, truck drivers, 
wealthy, poor, young, old, white-collar workers, mechanics 
and even cripples. Usually we employ a manual training 
school teacher, paying him $5 a night to conduct the 
demonstration. We try to get a different teacher each time 
so that we can make as many profitable contacts as pos- 
sible. These teachers help us sell woodworking supplies 
and power tools to manual training students in their 
classes, and very often through the youngsters we contact 
parents who get the power tool ‘bug’ and make substantial 
purchases of woodworking supplies and modernization 
materials.” 


MANUAL FOR EMPLOYEES 


familiarizing new employees with company methods and 
policies is accomplished in a remarkably short time by the 
Whiting-Mead Co., of San Diego, Calif., through a unique 
‘Employees’ Co-operative Manual.” 

Purpose of the manual is outlined in four points of the 
preface: (1) To set forth policies and principles of the com- 
pany; (2) to define the responsibilities of the company to em- 
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ployees and the responsibilities of employees to the company; 
(3) to promote uniformity of service and policies; (4) to 
help everyone in the organization to develop his own strength 
and promote himself. 

The 46-page booklet is surprisingly complete. Divided into 
40 sections, each covering one specific point, it gives the new 
employee a fund of knowledge that would ordinarily require 
him weeks or months to gain. Here are some of the impor. 
tant subjects covered: Absence, accidents, addresses, advertis- 
ing, appearance, approach, bonds, buying, cashiers, cash sales, 
charge accounts, checks, collections, complaints, complimentary 
services, co-operation, courtesy, credit, debts, department man- 
agers, deposits, employee purchases, employment, fire, friend- 
ship, garnishee, good will, history of company, helping new 
employees, insurance, loyalty, marking stock, meetings, office 
employees, pay days, physical examinations, procrastination, 
promises, promotions, salesmen, sales tickets, smoking, spare 
time, suggestions, and a good many more. 

‘“‘We consider a manual of this type a decided asset,” says 
General Manager Glenn M. Miner. “Without something of 
the sort, starting a new employee is a costly proposition, as 
he is likely to make some bad mistakes, and training him takes 
up a lot of the time of older employees.” 





HOUSE OF 3 


(he accompanying illustrations show 
three steps in the recent construction of a 
house which employs waterproof plywood 
is the exterior wall material. This is a 
week-end lodge in a wooded plot north- 
west of Long Grove, Chicago suburb; it 
was designed by Howard M. Fisher, chief 
irchitect General Houses (Inc.), for 
Glen A. Lloyd, of the Chicago law firm of 
Fisher, Boyden, Bell, Boyd & Marshall. 

Plywood, each piece cut to size and 
marked to indicate its place in wall or 
ceiling, was brought out and placed in the 
contractor’s tool house. The framing of 
the house, also, was cut to size at the ' 
lumber yard and brought to the scene 
ready for assembling. : 

With the frame built it was a compara 
tively simple matter and a short job to 
put on the exterior walls, because of the 
size of the plywood panels. These panels 
ire Of Douglas fir, bonded with phenol 
resin instead of glue. In a winter’s expo 
sure the exterior veneer on each panel 
checked and weathered, but it was stated 


\ 
4 ay up’ 
r ee ; 


tem which produced the cozy little week-end house shown at 
lower right. Both the framing pieces and the waterproof 
plywood panels were fabricated at the shop, not cut on the job 
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Plywood panels cut to size were stored in 
the contractor's tool house (above) until 
ready to be put in place after the house 
was framed (lower left), a construction sys- 


I PLYWOOD 


that this checking did not go beyond that 
one layer of veneer—that it did not pen- 
etrate the bond. 

While this is the first structure of its 

kind that General Houses (Inc.) has 
built, there was nothing amateurish about 
it, for the company is experienced in home 
design and hired an experienced con- 
tractor for the construction job; nor was 
it too experimental in nature, for the 
waterproof plywood previously had been 
subjected to exacting tests. The result is 
that Mr. Lloyd is quite delighted with the 
place, and with the low cost of heating this 
five-room house (plus basement recrea- 
tion room) with oil-fired hot air heat. The 
plywood walls with rock wool insulation 
proved to have excellent insulating quali- 
ties. 
: The unusual shape of the chimney has 
“y attracted considerable attention. The 
: house has a wood burning fireplace in the 
living room and another in the recreation 
room in the basement, and with a chimney 
like this there need be no scantiness of 
flue for either fireplace. 
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Goods Well DISPLAYED are HALF SOLD 


his is a story illustrating the fact that 
ertain goods must be seen to be sold. It is 
based on an interview had with Hower & 
Stender, of Scranton, Pa., a well-established 





Pyramid" display of small tools, with special back- 
ground, in store of Hower & Stender, Scranton, Pa. 


retailing company that has a handsome and 
spacious plant. Like many other able mer- 
chandisers of an earlier day, the owners had 
assumed that people wanting lumber and mill- 
york would go to the places where such things 
vere sold; a theory which worked well enough 
vhen lines were not so numerous as now. 

Eventually the company bought a stock of 
urtis cabinet units; the kind which can be 


used to build up a series of kitchen storage 
compartments. Floyd Hower, of the second 
generation, and who, it seems, had urged taking 
on the new stock, wanted to arrange a display. 
This did not fit in with the old theory that 
people would ask for what they wanted, so the 
request was passed over without action. At 
the end of several months none of the units 
had been sold; and young Mr. Hower was 
asked some questions which implied that his 
idea of stocking the stuff had not been so good. 
Again he repeated the request for a display, 
which again was passed over. 

It began to seem probable to him that it 
would get to be a habit—this thing of being 
called onto the carpet periodically. So when 
no one was looking he measured up a small 
space in the office, planned a display, got the 
units together in an out-of-the-way place in 
the shop, had them painted; planned and built 
a suitable background of wallboard, and shopped 
for linoleum in harmonizing colors. When the 
plan was ripe, he had some of the men come 
back in the evening and install the display. It 
was all polished off and ready to go. 

“The next morning,’ Mr. Hower said, “I 
was on the job early. I wanted to be there 





The spacious office and 
warehouse of Hower & 
Stender, Scranton, one 
of the well known and 
long established 
concerns of eastern 


retail 


Pennsylvania 





Tells How New Missouri Sales 


Aansas City, Mo., Aug. 27.—The new Mis- 
souri one percent sales tax became effective 
today. “How it works” is explained in the 
iollowing letter of instructions mailed by a 
ineyard company of this State to its branch 
yards—copies of which also have been relayed 
by E. E. Woods, secretary Southwestern Lum- 
sermen’s Association, to all members: 

To Yard Managers: 

In the credit sales you will, at the end 
of the month, go through your ledger and 
harge every customer who has bought ma- 
terial between the 27th of August and the 
‘0th of September, one percent of the amount 
of his purchases, and credit Sales Tax. You 
an carry this account on your report in one 
if the blank spaces. You will have to make 
4 journal en‘ry to each amount. 

Any time during the month that your cus- 
‘tomer pays his account you are to collect the 
‘mount of the State tax then due. 

In your cash sales you will collect the 
‘ax when the sale is made. You will be able 
to get the tokens either from the bank or 
the county clerk. In towns where there is 
neither a bank nor a county seat you will 
fave to go to the nearest bank or county 
seat and get the tokens. We would suggest 
that you buy twenty-five cents worth of the 
-mill tokens and fifty cents worth of the 
mill tokens. 

If a customer makes a 10-cent purchase he 
would Pay you 11 cents and you in turn 
would hand him back one 5-mill and four 
mill tokens. You could set this sales tax 
which you have collected on cash sales on 
‘our report in a column where you could 
“aly keep track of it. 

"ear in mind that the tokens are not good 





for purchases, the only thing that you would 
take them for would be the tax. 
Your cash, of course, will be automatically 


charged and your merchandise credited, in 
these cash transactions. At some period, 
either at the end of each month or every 


6 months, the general office will send you a 
charge for this tax and you will then charge 
your tax account and credit General Office. 
At the end of the month charge Merchandise 
and credit Sales Tax with amount of cash 
collected. 

Where a contractor takes the job for a 
completed house or for repairs, at a stipu- 
lated price, it is treated as a contract job 
and you will so mark it on your report. In 
that case the contractor has to collect the 
tax. You do not charge it to the contractor, 
but you must explain to him it is up to him 
to charge the customer this tax and collect 
it himself, as he will have to pay it. 

On any CCC camp or U. S. Government 
work, where the Government pays direct, 
there will be no tax. Where Government 
funds are used only in part, the tax must 
be collected. Enter the total tax collected 
on cash sales at the bottom of your cash 
sale items and not on each individual item. 


Summing the whole thing up, we will have 
to pay the State one percent of our sales, 
and it is up to each yard to collect it from 
the customer, because this office will charge 
you with the amount. Any sales you make 
to another yard, whether to one of our own 
or some other, would be termed for re-sale 
and not subject to the tax, and you would 
make notation of this kind on your report. 

If the customer should object to paying the 
tax, simply tell him it is the law and that 


vou have no alternative but to collect it. It 


when the results were discovered. Eventually 
‘the chief’? came in, and of course instantly saw 
the display. It was located where a person 
entering the door couldn’t miss it. He stood 
still and looked, for fully five minutes, during 
which neither of us said anything. Then he 
remarked quietly, ‘Floyd, I think you might 
extend the display clear to the rear wall.’ Well, 
that was that. And before the day was over, 
I had made the first sale of those units ; amount- 
ing to about $150. 

“Since then we’ve made a continuous use of 
these displays; perhaps chiefly of cabinet work, 
but also of many other items—tools, wallboard 
and the like. Not long ago I was trying to 
sell a customer a cabinet, and wasn’t getting 
very far, when he happened to notice another 
that wasn’t painted. He got interested, asked 
the price, and bought it. I’m convinced that 
such goods have to be seen to be sold. I’m 
sure, from our experience, that many customers 
visiting an average yard to buy certain things 
would buy other items if they knew the con- 
cern had them for sale. If they don’t see these 
things they buy only the things they had on 
their minds, and neither dealer nor customer 
knows that a potential sale has been lost.” 





Tax Operates 


would be as much a violation of the law to 
refuse to pay the tax, as to violate any other 
State law. 

To this information Secretary Woods adds: 

There is no officially prescribed method of 
bookkeeping set up. 

Rules and regulations relating to this Act 
have been printed. If you do not have a 
copy, write to Forrest Smith, State Auditor, 
Jefferson City, and obtain one. 


~ 


Article 7, explaining the provision for se- 
curing permission to file monthly returns 
and to remit the tax imposed on the basis 
of the gross amount of sales, instead of gross 
receipts from sales, should be carefully 
studied by dealers. 





"Smidgets" for Sales Tax 


Kansas City, Mo., Aug. 26.—Missouri ma- 
terial and lumber dealers this week were re- 
ceiving their first shipments of “smidgets’”— 
printed milk bottle caps which will be used as 
tokens for payment of the Missouri sales tax. 
The merchants purchased the “smidgets” from 
their banks and the money used to pay for 
them will be placed in a trust fund for redemp- 
tion of the tokens when the law goes out of 
effect. Eight million of the caps already have 
been mailed to all points in the State outside of 
St. Louis, St. Louis county and Kansas City. 
Technically, the “smidgets,” which are in vari- 
ous mill denominations, are merchants’ receipts 
for the fractional change of less than one cent 
due the customer for his tax payment. 
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Head office of the Merritt Lumber Yards (Inc.), Reading, Penn. 


“The chief difficulty in the way 
of lumber retailing at present,” 
said Fred H. Ludwig, president 
of the Merrit Lumber Yards 
(Inc.), “is a general lack of pub- 
lic confidence in the real estate 
market.” 

This department was sitting 
beside Mr. Ludwig’s big desk in 
his general offices in Reading, 
Penn. We asked him if dealers 
could help create such a confi- 
dence and, if so, how. 

“I think much can be done,” 
he answered, “if dealers will 
work with, instead of against, 
general tendencies. To know 
what these are, a dealer must 
look at some background facts. 

“It’s usually like this. Values 
started down when the depres- 
sion appeared. Houses that were 
renting, say, at $40 presently 
were bringing only $20. At that 
figure no one wanted to build 
houses. Certainly the owner of 
rental properties did not, for 
that return would perhaps pay 
the taxes and only part of the 
interest on the usual mortgage. 
The renters don’t want to own 
their homes, for at such a figure 
it is cheaper to rent. 

“But in the meantime young 
people continue to get married, 
and houses continue to wear out. 
We have an actual shortage of 
houses in this city; with the per- 
centage of vacancies almost at 
the vanishing point. Families 
that are living together natu- 


rally want to end that unsatis- 
factory arrangement. So assoon 
as general conditions improve, as 
they are doing, there will be a 
growing demand for _ houses. 
Rents will begin going up. That 
$20 rental goes up to $25 or 
$27.50 or $30. 


Bolstering Local Real 
Estate Markets 


“It is at this point that skill 
and shrewdness begin to count. 
I deal with a big insurance com- 
pany that has loaned millions 
of dollars on real estate, and 
that has had much more experi- 
ence in handling houses for sale 
than any local real estate man 
can have. This is what it does. 
It knows it can’t sell houses that 
look old; but it can and does 
take a 5-year-old house, for ex- 
ample, and put it in better-than- 
new condition. I make that 
statement advisedly. At the end 
of five years all the settling and 
shrinkage are out of the build- 
ing, and all the weaknesses have 
shown up. So this company re- 
conditions the house completely. 
It checks and renovates the 
heating, plumbing and wiring. 
It refinishes floors. It paints and 
decorates it completely, inside 
and out; and when it gets 
through, the building is actually 
in better than new condition. 
There is nothing left for the new 
owner to do to it. 





A display sign of the Merritt Lumber Yards (Inc.), Reading, Penn. 
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real estate men, with used 
houses on their hands, make a 
serious mistake here. They try 
to get by with as little expendi- 
ture as possible; and when the 
house goes onto the market it’s 
still an old house. The buyer 
knows that, if he is to put it into 
first-class condition, he’ll have to 
spend more money. He doesn’t 
know how much; but he does 
know that to do this extra work 
he’ll have to arrange more financ- 
ing, and that’s hard to do when 
he has already taken on the ob- 
ligations of purchase. To have 
completed the job before the sale 
was made would usually have in- 
volved only a little more money; 
perhaps a few hundred dollars; 
and that additional amount 
could have been included in the 
original price and arranged for 
systematically under the original 
plans of payment. Lacking it, 
the only partly renovated house 
does not interest the renter who 
might become a buyer. 


Selling the 
Reconditioned House 


“When the insurance company 
has reconditioned the house com- 
pletely, and has added this cost 
to the sum it needed to get for 
the original building, it is ready 
to interest a renter in purchas- 
ing. This renter has seen his 
rents going up. He can purchase 
the house for a down payment of 
10 percent and the rest in 
monthly payments over a period 
say, of twenty years, in sums 
that will just about equal his 
rental costs. 

“But this insurance company 
makes another statement, based 
upon its long and wide experi- 
ence. Reconditioned houses do 
not sell unless there is new con- 
struction going on in the city. I 
think you can understand why 
that is true. There is usually no 
exact knowledge among possible 
buyers about the house market 
and as to whether or not there is 
a real pressure for houses. They 
see their friends moving from 
one rental house to another; and 
they are inclined to believe that 
there are plenty of houses avail- 
able. They may think that ris- 
ing rents are the product of 
some collusion among owners. 
But once they begin to see a new 
house, here and there, they con- 
clude that there must be a real 
need; and they begin to think 
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REALM of the 
RETAILER 


“A good many bankers and 


seriously of buying before the 
supply is gone. It may be Dsy- 
chological or what not; but this 
experienced company says that 
reconditioned houses do not gel] 
readily unless and until there are 
new structures being built. 

“So this company is quite will. 
ing to loan money to build new 
houses, in those very cities where 
it has reconditioned homes for 
sale. In fact it has increased 
the percentage of its loans from 
the old level of 60 percent to 
6624 percent. 


Financier and 
Real Estate Market 


“Once rentals have started up, 
as they have here and as I be 
lieve they are doing in most 
places, they don’t have to reach 
the old 1926 level before people 
can figure out that they can af. 
ford to build. For at the present 
time building costs only about 
85 percent of what it did in 1926. 
In fact I think that before many 
months, in Reading, it will be 
good business for a considerable 
number of renters to build new 
houses and for still more to pur- 
chase reconditioned homes. 

“All this throws some peculiar 
light upon the attitude taken by 
bankers in various places. I'm 
sure you’ve heard of bankers, 
owning repossessed property, 
who have stated flatly that they 
will loan no money to build new 
houses until they have disposed 
of their present holdings of real 
estate. Further, they refuse to 
spend money to put their proper: 
ties in good condition; or at 
most they stop with repairing 4 
leak in the roof or replacing 4 
burst pipe. The idea of putting 
these buildings into better-than- 
new condition seems to them ab- 
surd. They refuse ‘to throw good 
money after bad.’ I suppose this 
isn’t so surprising, for bankers 
are not experienced handlers of 
real estate. They got into that 
business unwillingly. But if this 
insurance company is right, as! 
believe it is, the bankers are do 
ing precisely the things which 
will make it difficult for them to 
get out of the real estate bust 
ness, except possibly at heavy 
losses to themselves and col 
tinued lack of public confidence 
in real estate. 

“All of these things, I think, 
have a direct bearing upon the 
lumber business and its policies. 
I am rather sure the industr’ 
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THE DEPARTMENT TALKS WITH 
A FAMOUS DEALER 


The Importance of Real Estate Market --The Thor- 
oughly Reconditioned House Helps New Construc- 
tion and Vice Versa--The Modern Buyer Attitude 


must move away from the old 
policy of selling lumber and 
roofing and millwork, and that 
it must move toward the policy 


of selling completed articles. 
There are few other things sold 
in parts. People have been 


trained to buy completed arti- 
cles, finished and ready to use, at 
a definite and completed price. 

“A few days ago a couple came 
in here, interested in building a 
house. I was glad to see them, 
of course, and was at pains to 
find out their needs and to show 
them plan drawings of a house 
I thought would fill these needs. 
It was apparent that the woman, 
especially, could not understand 
those plans. She couldn’t read 
them. By looking at drawings 
and measurements she could not 
in imagination construct the 
house and see it in her mind in 
completed form. 


The New Buyer 
Attitude 


“This is something of which 
lumbermen must take account; 
for otherwise an important part 
of the market in the coming re- 
covery is going to be lost, or at 
the best is going to be unsatis- 
factory. The buyer of the recon- 
ditioned house can see the build- 
ing as it is, and measure it 
against the price. The family in 
somewhat better financial posi- 
tion, that would like to build, 
will have to exercise more faith 
than it likes to do. 

“Lumber dealers must take 
more account of the general real 
estate market. They can’t avoid 
doing so; for the condition of 
this market will and must af- 
fect their sales of new materials. 
I have organized a real estate 
department in this business. I 
have connections with the insur- 
ance company of which I spoke, 
and can get loans through it. I 
expect to sell reconditioned 


houses; for sales of these are 
Closely related to selling new 
houses. For some reason or 


other, contractors are not mak- 
ing any more exact estimates on 
new buildings than they used to 
do; perhaps less exact. This 
simply does not fit into the gen- 
eral training of the buying pub- 
lic. That public expects exact 
Prices for a completed product; 
and, failing to get them. it will 
be chary of venturing. 

“There are several approaches 
to the business of selling the fin- 
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ished product; and while some 
may seem to be of minor import- 
ance, they all fit into the picture. 
For example, we have a paint 
store down town in the retail 
area. This yard has been here 
a long time and is widely 
known; but our sales of paint 
from the yard were not satisfac- 
tory. They are much more sat- 
isfactory in the down-town store. 


Making the Sales 
Display "Liquid" 


“We like to show the articles 
that go into a house; the mill- 
work and floors and the lawn 
furniture that will be used in the 
back yard. We found by experi- 
ence that these things help the 
public to visualize the completed 
product. In that connection I 
might say that we learned by 
trial and error that a display 
should be what I may call 
‘liquid’: something that can be 
changed frequently. We spent 
several thousands of dollars 
building a permanent display 
here at the office. For a few 
weeks it drew much attention, 
and then our customers lost in- 
terest. They had already seen it 
and could think of no reason for 
looking at it over and over. We 
are contemplating a change here, 
to put the order counter at the 
rear so that customers must pass 
through the display every time 
they come to the office to do 
business. Then we’ll make that 
display changeable and keep it 
fresh and different. 

“A dealer must expect to do 
more, or at least different, kinds 
of work. For example, I’m busy 
just now in getting a loan for a 
group of Italians to build a 
mushroom house. This is one of 
the great producing areas for 
mushrooms. They have most of 
the money but need a loan of a 
couple of thousand dollars. If 
I followed the old, traditional 
plan I’d probably tell them that 
when they had the money ready 
I’d be willing to bid on the ma- 
terials. But they were having 
trouble getting the loan, although 
the project is perfectly safe and 
sound. I’m going to get that loan 
for them, and as a result this 
company will sell them $2,500 
worth of materials. 

“These are some of the ways a 
dealer can employ to help restore 
public confidence in building, 
and in the real estate market. 
I think that’s one of his major 





Said to have been @ 
George Washington's 
headquarters at the 
time of the Braddock 
expedition. The logs 
are the originals, but 
the present cabin is 
probably on a dif- 
ferent site 





tasks. The methods that prove 
useful in one place may not be 
so good in another; but I’m 
sure the old days of thinking in 
terms of 2 by 4’s and cut prices 
on individual items of material 
are gone. The whole field 
needs a co-ordinating business 
engineer to work out the big 
objective of getting the cus- 
tomer his completed unit, suited 
to his needs and to his capacity 
to pay. I think if the lumber- 
man wants to stay in the pic- 
ture he needs to begin making 
himself that engineer.” 
Reading has a number of long- 
established yards. The Central 
Lumber Co. is one; and here we 
met our friend Wilmer Seifert, 
who tells us he has been em- 
ployed here for some twenty-four 
years. We guess he began young. 
F. N. Kessler, the chief, told us 
that there were evidences of bet- 
ter times—in the fact that rents 
are advancing and that houses 
of any desirability are hard to 
find. He did not think the bank- 
ers were helping out a whole 


lot, but he admitted that they’d 
gone through some scary experi- 
ences, what with deposits drop- 
ping to 25 percent of the pre-de- 


pression level and examiners 
getting fond of liquidity. This 
liquidity stuff, however, seems 
to have been taken in habit- 
forming quantities; with bank- 
ers having a hard time to keep 
from drowning in seas of un- 
employed cash. Reading is a 
great industrial city, and the 
general state of the citizens’ 
morale takes its color from the 
condition of the factories. As in- 
dustry pulls ahead, other depart- 
ments of the city’s life, includ- 
ing building, will follow. 
Charles E. Hoffa, of the Hoffa 
Lumber Yard, was out when we 
called. We met Clarence BE. 
Hoffa, of the second generation. 
This yard has made careful and 
clever use of rather restricted 
area to achieve maximum stor- 
age space with easy accessibility. 
The yard is build around a small 
square, with the center used for 
short and miscellaneous articles 





Paxton Presbyterian Church, near Harrisburg, Penn., built about 1740. Some 
of the ancestors of the editor of this department, of or before the time of the 
French & Indian War, lie in this churchyard 
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stored under cover in the cen- 
ter. Mr. 
houses are going up, that he 
could see more started without 
feeling badly, and that this de- 
sired condition may be looked 
for in the coming months. 
Lambert R. Rehr, of the Read- 
ing Lumber Co., added his testi- 
mony that there is a real short- 
age of shelter, something he is 
quite willing to help remedy. He, 


some 
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too, told us that rents are going 
Hoba tells us a few’ up, and these two factors make 
a good foundation for building 
improvement. 

The Chapin Lumber & Supply 
Co. and the Northeastern Lum- 
ber Co. each have plants on the 
outskirts of the city; the latter 
concern having a large mill. 

Dealers in these parts give us 
interesting facts 
lumber sales. 


ing that 
about 
Most of them tell 
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us that total volume of sales, as 
compared with similar months 
of last year, is well ahead. We 
can’t strike an average, but some 
dealers have said the increase 
runs up to 40 or 50 percent. In 
that case the number of sales 
will run only about, say, 20 per- 
cent ahead of last year; indicat- 
individual sales are 
larger than they were. 
same dealers tell us that cash 
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sales are running perhaps only 
five percent ahead of last year 
It would seem that larger gales 
and relatively more purchases op 
credit indicate a return of cop. 
fidence. All of us went through 
the period where people whose 
credit would have been accepteg 
bought only what they could pay 
for in cash. They’re recovering 
their belief in the stability of 
their incomes. 


These 





—and the Voice of Maturity 


(Continued from front page) 


with the development of these or similar clubs 
as its sole purpose—and the proposition should 
not be “in committee” very long—there is no 
time to lose. 

There still remains much standardization ot 
technic and method to be accomplished, but 
the local lumber or building material dealer 
should be the ultimate sponsor of the groups 
in the 20,000 or more urban communities 
throughout the country. He is, it seems to me, 
the logical “pivot man” to stimulate the group 
or groups in his immediate locality. For this 
movement to be successful it will be necessary 
to establish a method of procedure adaptable to 
the whole country—for dealers in the smaller 
‘ommunities as well as in the metropolitan dis- 
tricts. 

[ have often contended that the conspicuous 
display of correctly constructed scaled models 
or miniatures of rural and city residential and 
accessory buildings is a most valuable merchan- 
dising tool, sadly neglected by lumbermen and 
building material merchants. “Seeing is be- 
lieving.” An accurately constructed miniature, 
whether of a modern locomotive, suspension or 
cantilever bridge, skyscraper, automobile, or 
airplane, attracts attention anywhere because of 
its unique appeal to the imagination. Why not 
use the same technic—on a more extensive scale 
—in the fabrication of true scale models of resi- 
dential and farm buildings of lumber exclu- 
sively ? 

Another of my contentions in that the time 
is not far off when the architectural appearance 
of any community will reflect either credit oi 
discredit upon the local lumberman or build- 
ing material dealer. By interesting and en- 
couraging the youth of his community—who are 
“the men of tomorrow’—as to the proper tools 
and their use, and as to the correct fabrication 
f lumber and kindred materials into accurately 
scaled and designed miniature buildings of all 
styles and types, he can eventually influence and 
shape the architectural appearance of his com- 
munity. By creating in the youth of his com- 
munity a keener appreciation of craftsmanship, 


artistic design and correct construction prac- 
tice, he can mold the adult tastes in that same 
locality. All communities, being properly led 


and working toward this ultimate end, through 
their local dealers, will eventually eliminate the 
terrific cost in depreciation and obsolescence 
caused by past and present haphazard, shoddy 
and hasty construction methods with ill-adapted 
materials. And so, eventually the entire ex- 
panse of our rural and urban areas will present 
beautiful landscapes of correctly designed and 
constructed homesteads and environs which will 
stand against the ravages of time. Another fine 
by-product of a program of this kind is that 
there will naturally develop in “the man of to- 
morrow” a high type of craftsmanship and a 
sincere appreciation of the artistic, similar to 
that of the old apprenticeship system; a justified 
pride and joy in the creation of objects of 
beauty, utility and strength—twinned with a 
moral courage to forge ahead to even more 
glorious heights. 

It is altogether fitting and proper that the 
lumber industry should undertake a program 
f this kind. There is much yet to be done 


and so | say to you most emphatically—“Carry 
on!” 
Yours truly, 
H. A. HorrMan, 
Foster Lumber Co. 


Indianapolis, Ind., Aug. 24, 1935 
The Editor, 
AMERICAN LUMBERMAN, 
Chicago, Ill. 
Dear Sir: 

I re-read this morning, with considerable in- 
terest, the article “Boy of Today—Man of To- 
morrow” in Aug. 3 issue of the AMERICAN 
LUMBERMAN, and re-reading it has given me 
more insight as to the possibilities of this plan. 
Aside from the 4-H Clubs being a good outlet, 





CAMERA CONTEST 


On page 27 of this issue are re- 
produced the photographs judged 
the most worthy of honors of any 
received to date in the American 
Lumberman's "Candid Camera" con- 
test. The photographs were taken in 
the yard of the Stewart Lumber Co.., 
Brooklyn, N. Y. Honors are given on 
the grounds of novelty, combined 
with advertising interest of the idea 
illustrated—which has created favor- 
able comment and attracted cus- 
tomers to the yard. 


The contest is still open and read- 
ers are invited to send in interesting 
"shots" relating to any phase of re- 
tail yard operation. 





do not overlook local YMCA’s. The one here 
has started a shop for underprivileged boys and 
[ understand that some of their work is quite 
remarkable. 

It is an excellent thought to have some of 
the models purchased by dealers or others, in 
order to create an incentive other than the 
pride that the boy naturally would feel in his 
work. I believe that if the local retail lumber 
dealers would make arrangements with the vari- 
ous local clubs to buy the best miniature of 
each kind of structure used on the farm they 
would have in their hands one of the best sales 
weapons that they could possibly obtain. Aside 
from displaying the models in their vards they 
could put them on their trucks, or in the cars 
of their outside salesmen, and take them around 
to various building prospects, showing them 
first-hand what the various tynes of buildings 
would look like. They could demonstrate very 
definitely the advantages of using lumber. 

You are a good salesman and know that a 
practical demonstration will convince a prospect 
about as quick as any other method of selling. 


It certainly beats blue-prints for trying to dem- 
onstrate the same thing, 

Since this movement is still in the first stages 
of infancy it is rather difficult to suggest any 
steps for its development until a parent organi- 
zation can be found to adopt the idea and set 
up methods by which manufacturers such as 
ourselves can co- operate. 

We are sincere in our interest, and certainly 
hope to be kept posted on any developments that 
may take place. 

Cordially yours, 
M. W. DALLas, 
Advertising Manager, 
E. C. Atkins and Co. 





Brisk City and Farm Building in 
Wisconsin Cheers Dealers 


L. H. Levisee, of the Levisee Lumber Co., 

Oshkosh, Wis., on a call last week to Chicago 
brought word of the excellent conditions exist- 
ing in lumber and other businesses in his State. 
He referred to Wisconsin as a huge Garden of 
Eden which has flourished with fine crops dur- 
ing the past two summers despite the extremely 
adverse conditions of 1934. The good harvests 
have resulted, as is natural, in good business 
for dealers in lumber and other commodities. 
_ A trip through the countryside of the Badger 
State will reveal numerous new barns, dwellings 
and out-buildings under construction, Mr. 
Levisee stated. Silos are likewise nosing into 
the air in numbers on the rich farms. Keeping 
pace with the general farmers in the making 
of improvements on their places are the dairy- 
men and tobacco growers. International trucks 
are enjoying good sales to Wisconsin farmers, 
he stated. Farm implements are also being 
purchased in considerable quantity. 

Home building in the urban centers is brisk, 
according to Mr. Levisee, over 450 new houses 
being under construction in Green Bay, 150 in 
Appleton, and twenty each in Neenah and 
Menasha. Those are the cities he is informed 
about. Asked whether the farmers and city 
residents who are building had taken advantage 
of the loans available through the FHA, Mr. 
Levisee stated that private funds and not Gov- 
ernment money are being used. 

Lumber retailers are happy because of the 
rising demand for their products. There is no 
immediate prospect of manufacturers asking for 
higher prices, in Mr. Levisee’s opinion. He 
expects to see the market remain steady during 
the coming months. 

The Levisee Lumber Co. has recently secured 
a tract of virgin timber near Ontonagon, Mich. 
which contains an estimated 400.000.000 feet of 
hemlock. hard maple. birch, basswood and ash. 
About 55 percent of the total footage is hem- 
lock. The company plans to cut about forty 
million feet this coming winter. 





Fipre board can be handled in a number ot 
ways to produce an almost limitless variety 0 
decorative treatments. With a simple tool for 
beveling and grooving it can be fashioned into 
large or small pane's, a straight line design of 
a tile or masonry effect. 
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Getting Business With Serial Sales Letters 


Recently the retail editor con- 
ceived the notion that an article 
dealing with use of serial sales let- 
ters—that is, a series of letters 
mailed in sequence at certain in- 
tervals—would interest many deal- 
ers now planning their fall sales 
promotion campaigns, He further 
decided that some actual examples 
of well planned and well written 
sales letters would be of more prac- 
tical value than a merely academic 
discussion of the subject. 

Accordingly, a number of retailers 
known to be especially good at this 
sort of thing were invited to send 
in samples of their most effective 
sales letters. Among the first to 
respond was the Century Lumber 
Co. Des Moines, lowa, with sam- 
ples of a series of seven letters 
which it mailed out last spring to 
live prospect lists, with good re- 
sults. One of these letters is re- 
produced on this page (of course 
much reduced in size, as all the let- 
ters went out on regular 8'4x10% 
letter sheets) to show the general 
style and form. The text of four 
others is printed in ordinary type 
on this page. The stork illustration 
appears only on the letter repro- 
duced in fac-simile. In fact, none 
of the other letters of the series 
carries any illustration. All are 
multigraphed on the company’s reg- 
ular printed letterhead. 

A paid-reply postcard was 
enclosed with each of the letters, 
asking the recipient to check the 
sort of work in which he was 
especially interested, whether re- 
roofing, re-siding, or remodeling, 
then to sign his name, address and 
phone number, and return the card 
to the Century company. The mes- 
sage side of this postcard is here- 
with reproduced, in miniature. 

It will be observed that the 
“stork” letter announces a “New 
Deal,” and thereupon hangs the 
most important and interesting fea- 
ture of the entire series. This 
“stork” letter appears on the first 
page of a 4-page folder, which folds 
to regular letter size. On the other 
three pages of the folder are illus- 
trated and described, by special 
process-printing, the ten houses 
embraced by the “New Deal.” 
These houses range in size from 
four to six rooms, and in cost from 
$2,314 (if built where not possible 
to make it modern the cost is only 
$1,680) for a very modest yet at- 
tractive little cottage, up to $7,885 
tor a beautiful New England de- 
sign, with special features which 
are described in the folder. These 
prices of course do not include the 
ots, as it is assumed that the pro- 
spective builder possesses a lot, or 
the means for purchasing one. 

The “stork” letter is the only 
one of the series that is gotten up 
in this folder form. All the others 
are ordinary, single-sheet letters, 
® the company’s regular letter- 
head. 

Speaking of these guaranteed- 
cost homes, Don Meenach, of the 
Century Lumber Co., says: 


_ “We do not wish to convey the 
impression that we are contracting. 
Our method of securing these 
Prices was to select a group of 
houses which would most appeal 





to prospects in this city, and then 
have the contractors who we felt 
were best fitted to build a particu- 
lar house figure that job complete, 


self-explanatory, and we know that 
this method of advertising has pro- 
duced our best results,” he said. 

The full text of four of the other 
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I am interested in obtaining additional 
information on items checked below - - 
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This post-card is enclosed with all letters 


even including the cost of the archi- 
tect’s plans.” 

This course was followed with 
each of the ten home designs cov- 
ered in the folder. Mr. Meenach 
further stated that this letter was 
mailed to a list of renters, and 
produced “fairly gratifying” results. 
“The other letters gf the series are 


letters of the series is now quoted: 
Dear Friend: 

A MAN’S HOME MAY BE HIS 
CASTLE—pbut his lawn and 
flower garden seem to belong to 
the world. 

Put up all the “PLEASE KEEP 
OFF THE GRASS” signs _ in 
America, and learn that no one 








the 


by architects. 
cost figured, 


Interested? 


Look them over, 





CENTURY LUMBER Co. 


2 BIG YARDS 
674 AND MURPHY —6TH AND CORNING 
PHONES 4-422) AND 4.7163 


DES MOINES 


A NEW ARRIVAL.......-.. 


-- A GUARANTEED-COST HOME-- 


For years and years folks have been building homes by 
Guess and Gamble" method. 


They have gone from builder to lumberman -- from 
architect to plumber <-- from painter to electrician -- 
and so on, asking for prices in the hope that somehow 
they might learn the cost of a new home. 


TODAY WE ANNOUNCE OUR NEW DEAL! 


Illustrated in this folder are ten Attractive Home Designs 
Every detail is specified and the complete 


Fill out the enclosed card. 
in the mail -- no postage required, 


IS AWAITING YOUR ORDER! 


Drop it 


Very truly yours, 


CENTURY LUMBER CO, 


Don Meenach 








Front page (regular letter size) of four-page folder 


is superstitious enough to be- 
lieve in them any more. 

ANOTHER STRANGE THING, 
which even a dog lover admits, 
is that no one else has a dog 
who has any respect for flowers. 

The only way you will have a 
lawn or garden that looks like 
you dreamed it would is to in- 
stall a FENCE. You naturally 
want this fence strong enough 
to stop traffic, but you don’t 
want one that sticks out like a 
sore thumb. 

We don’t believe you'll ever 
find a fence better fitted to your 
job than a CONTINENTAL 
CHAIN LINK or DOUBLE LOOP 
FENCE. Strong — Permanent — 
and Unobstrusive. They add 
rather than detract from the ap- 
pearance of your home. 


Very truly yours, 
CENTURY LUMBER CoO. 





Dear Friend: 

WHAT A DIFFERENCE A 
DAY MAKES! 

In the appearance of a room 
when you re-floor with BRUCE 
FINISHED BLOCKS—the § dis- 
tinctive ready-finished Hardwood 
Flooring. 

Re-flooring the old way was a 
messy, drawn-out job. First the 
Flooring was laid—then sanded 
—then stained—then varnished— 
and finally waxed. In the mean- 
time, all was confusion. 

TODAY YOUR FLOOR CAN 
BE DELIVERED IN THE MORN- 
ING AND READY TO USE IN 
THE EVENING. 

Very truly yours, 
CENTURY LUMBER CoO. 





Dear Friend: 

“A LOT OF FUN THIS EVE- 
NING, BUT A PAIN IN THE 
NECK IN THE MORNING’—is a 
fairly good definition of a party. 

Whether you held an affair for 
the youngsters or a bridge party 
for the grown-ups, doesn’t the 
house look like a cyclone had 
passed through it the morning 
after? 

THAT’S JUST WHY SO MANY 
FOLKS ARE UTILIZING BASE- 


MENT SPACE FOR PARTY 
ROOMS. 

The dingiest basement room 
wtll blossom like a rose if 


treated to a couple of coats of 
MEDUSA CEMENT PAINT, and 
the floors finished with MEDUSA 
FLOOR COATING. 

Best of all, when you're ready 
to clean house, you can turn the 
hose on it without fear or favor. 

If you’d care to save a lot of 
wear and tear on your home, and 
add to the enjoyment of every 
member of the family, stop in for 
color cards and let us help you 
doll up the basement playroom. 


Very truly yours, 
CENTURY LUMBER CoO. 





Dear Friend: 

“What’s in 
said— 

The answer is—‘A Whale of a 
Lot.” 

The name RUBEROID has been 
at the top ever since Asphalt 
Roofing came into existence. 

A name like that MUST be pro- 
tected at all costs, and that’s 
your assurance of the highest 
quality at the lowest consistent 
price. 

We'll be glad to call and quote 
you on your new roof today. 
Check the enclosed card, sign and 
drop it in the mail, and we'll 
come out. 

Very truly yours, 
CENTURY LUMBER CO. 


a Name,” a poet 
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House Plans Score a Hit— 
Dealer Wants Enlargements 


for Billboard Use 


_ The American LuMBERMAN has received 
trom a well known retailer (located in Ohio) 
the following inquiry: 


“I have noticed with interest the house plans 
which have been appearing in the AMERICAN 
LUMBERMAN. (He refers to the full-page col- 
Ored inserts, as, for example, page 31 of the 
Aug. 17 issue——Epitor.) I am wondering if 
it would not be possible to have these plans 
enlarged and lithographed in standard size for 
use on billboards? These plans are all very 
practical, and have the advantage of showing 
the bill of material required for each. So it 
would be very easy to add at the bottom the 
total price of the material, together with the 
dealer’s name, the whole making a very effective 
billboard advertisement.” 


To carry the Ohio dealer’s suggestion into 
effect would require having these plans litho- 
graphed in large quantities, otherwise the cost 
would be prohibitive. As a necessary prelimi- 
nary to an investigation of the possibilities of 
the suggestion advanced by the above inquirer, 
the AMERICAN LUMBERMAN would be glad to 
receive expressions from dealers, and lumber- 
men generally, as to their interest in having 
these house pictures and plans made available 
in regular billboard sizes, lithographed; to- 
gether with their estimates as to the number of 
such lithographs that the writers could prob- 
ably use if they could be supplied at reasonable 
cost. 

Such estimates of course would be merely 
tentative, and would in no way bind the dealer 


to anything. On the other hand, this notice is 
not to be construed as an offer or promise to 
supply billboard lithographs of these plans, or 
any of them, unless responses from readers in- 
dicate a sufficient demand to warrant placing 
an order with the lithographers, in which case 
severai weeks necessarily would elapse before 
any deliveries could be made. 





Selling Flooring "Shorts" 


On the front of each stock pile of hardwood 
flooring at the yard of the Frost Hardwood 
Lumber Co., San Diego, Calif., is a tag showing 
the percentage of short-lengths in that pile. The 
arrangement has enabled the company to elimi- 
nate loss on short-lengths, which ordinarily 
collect and can not readily be disposed of. 
When an order is filled, the tag figure is re- 
ferred to, and the proportionate percentage of 
short-lengths is disposed of in that order. For 
example, if a pile contained 10 percent of 
short-lengths, every order sold out of that pile 
would contain 10 percent of such lengths. 

“We never have any complaints under this 
plan,” says Manager M. P. Bennett. “The 
average customer expects some short-lencths. 
Of course, if he can get them, he will demand 
all long flooring boards. But where a definite 
policy is established, people get used to the 
idea. The difficulty comes when you don’t 
watch the short-lengths carefully enough and 
let them collect until you have to put a larger 
than normal percentage into one order. It 
isn’t enough to guess at the percentage. We 
have tried that, but it didn’t work out. For 
best results there should be an exact balance. 
When the information is posted on each pile, 
it requires little extra time to fill each order 
that way.” 





* 











READING RACK FOR DEALER’S COUNTER 

A special rack by means of which customers may easily observe, and 
then read, booklets and other literature on modernization and new build- 
ing, has been found by the L. C. Hubner Lumber Co., Montebello, Calif., 
a valuable means of stimulating interest. 

The rack, illustrated by accompanying 
sketch, is placed on a counter, facing incom- 
ing customers. It is made of plywood and 


4° has bracket supports. The sloping panel is 36 

ff inches long and 15 inches wide. A rail along 

EN the bottom supports the booklets or sheets of 
I a Py 


house plans placed on the rack; or, they may 
be elevated so that their top edges are flush 
with the top edge of the panel by fastening 
them to the panel with spring-clip clothes- 
pins, which grip over the top edge. It has 
* been found that by placing the pamphlets in 
» a sloping position they are more easily read 
and attract more attention than if laid flat on 
a table or counter. Usually they are spread 
open at pages that have photographs or draw- 
ings which arouse the visitor’s interest. 








—— 


Getting Out After FHA Busi- 


ness Pays the Dealer 


PLAINFIELD, N. J., Aug. 26.—The J. D. Loiz- 
eaux Lumber Co., this city, reports that build- 
ing material sales have increased 25 percent 
during the past six months. Much of this in- 
crease is due to FHA activities. More than 
30 new homes are being erected in this territory 
on FHA contracts, and a reasonable estimate 
of modernization jobs under way would be one 
hundred. Incidentally, sales of builders’ hard- 
ware, tools and paint have increased 25 percent. 

“If a lumber dealer is not getting much FHA 
business it will pay him to contact the banks 
in his territory to determine the approximate 
number of these jobs being financed,” said J. 
Little, manager of the Loizeaux company. 
“Often the local scope of FHA activity is not 
apparent until a check-up has been made be- 
cause at this stage of the game the FHA con- 
struction work and modernization jobs are scat- 
tered over a wide territory, although in the 
aggregate representing a substantial total. If 
the dealer finds that there is FHA work being 
done in his territory and his sales are not in- 
creasing it is evident that he is not making 
proper contact with FHA prospects. 

“Mortgage, insurance, and building and loan 
organizations also are worth contacting in con- 
nection with FHA sales. These companies 
have taken over many properties and are now 
remodeling them to make them better paying 
propositions. We find that FHA new con- 
struction work is an incentive to FHA mod- 
ernization, because holders of old properties can 
not sell them in competition with the modern 
properties being erected today, so are forced 
either to remodel or sell at very low prices. 
Most of them choose modernization.” 

Mr. Little added that realtors also may pro- 
vide many good tips. An occasional cruise 
around the dealer’s territory in search of in- 
formation would not be wasted time. FHA 
construction is now a substantial factor and will 
become increasingly potent. However, to capi- 
talize on FHA activities a dealer must devote 
time and thought to the proposition. 





Secretary Finds Wyoming 
Dealers Optimistic 


Denver, Coto., Aug. 26.—Allan T. Flint, sec- 
retary of the Mountain States Lumber Dealers 
Association, returned to his office in this city 
last week, following a two weeks’ trip during 
which time he visited every retail lumber mer- 
chant in Wyoming. He covered some twenty- 
eight hundred milles on the tour of that State, 
and attended five group meetings, held at Joliet, 
Thermopolis, Casper, Cheyenne and Rock 
Springs. These meetings, he reports, were well 
attended, and the dealers present expressed the 
opinion that business is going to be good. Mr. 
Flint said: 


In fact, I found that business this sum- 
mer in Wyoming, as far as the building ma- 
terial industry is concerned, will show 4n 
increase over the same period of last year 
of at least 25 percent. The main object of 
my tour was to explain our association’s pro- 
gram for the coming year, and also to con- 
sult in regard to the use of Code assessment 
funds on hand. We are asking that these 
funds be turned over to the association to 
aid in carrying out our program. We aré 
signing up the dealers on this subject, and 
have secured already the 75 percent of the 
dealers that we set as our goal before W® 
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deemed it wise to use any of the funds. All 
our members are reacting favorably to the 
dea, and as a result we will have on hand 
sufficient fund to put across our program, 
This manner of utilizing the Code funds col- 
lected will do the industry a lot of good, and 
i¢ much better than merely returning the 
funds to those that provided them. 


Secretary Flint reports that he learned that 
a number of Wyoming lumber dealers are plan- 
ning improvements to their yards, and are 
mapping out merchandising campaigns to further 
improve business. 

In his talks before the Wyoming lumber mer- 
chants’ meetings, Secretary Flint pointed out 
that the Mountain States association is in bet- 
ter shape financially than it has ever been before 
in its history. Credit for this situation is due 
to two factors—the executive committee and 
the Code. The executive committee during the 
past two years has insisted upon rigid economy 
of operation for the association—has called for 
a demonstration of value received for every 
penny expended. The association’s budget for 
1936, as prepared by the executive committee, 
calls for the expenditure of $12,500. 

Secretary Flint earlier in the summer made 
4 similar trip covering New Mexico, and has 
since visited several sections of Colorado at dif- 
ferent times in the interest of the organiza- 
tion. All over the association territory, which 
embraces Colorado, Wyoming and New Mexico, 
increased sales of building materials are noted, 
with the outlook for 1936 extremely bright. 


AMERICAN 


LUMBERMAN 


Yard's Location Is Primary Fac- 
tor in Credit 


Following a definite plan of personally passing 
on all credit risks and major transactions, J. 
Meredith, head of the Meredith Supply Co., 
Annapolis, Md., has for the past five years kept 
losses from bad accounts under one-half of one 
percent. Sales over this period have averaged 
better than $350,000 yearly, the bulk representing 
business done with district shore property own- 
ers. 

“IT base my decisions as to credit on two ma- 
jor points,” explained Mr. Meredith; “first, on 
his known ability to pay, and, second, on his 
record as a credit risk. When the amount at 
stake is large I check his references closely be- 
fore I make my decision. Naturally, I prefer 
to open accounts for small amounts at first, grad- 
ually increasing the limit as the customer shows 
disposition to keep his promises. 

“T come to a definite agreement with each 
new customer as to when his bill is to be paid, 
and our office is careful to endorse this infor- 
mation on the bill, at the time, in presence of 
the customer. The payment dates are watched 
closely, and promise-keeping customers are al- 
lowed larger limits; in keeping, of course, with 
their ability to pay. 

“A good deal of our business is done on a 
monthly settlement basis with already-known 
customers. Statements are rendered promptly, 
and follow-up letters are sent to tardy debtors 
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on definite dates. Continued failure to pay 
stops granting of further credit, and we act 
promptly to collect the past-due accounts before 
the amounts involved grow too large.” 

The Meredith Supply Co. is well located ge- 
ographically to do a large lumber business at 
the minimum of credit loss, or even of friction. 
3ut the historic country hereabouts is becoming 
more of a summer resort section each season, 
with nearby Washington and Baltimore to draw 
upon. Annapolis is the State capital and home 
of the United States Naval Academy. These 
governmental institutions give steady and lu- 
crative employment to majority of the residents 
and Washington, only 30 miles away, has many 
thousands of Federal employees who are draw- 
ing steady salaries and to whom the depression 
has meant little. 

Employees of the naval academy and the 
Federal government are pensioned after specified 
periods of service and it is only natural for 
them to buy country acreages and shore places 
upon which to build and thus escape city taxes 
and high living costs. 

Located on the main highway from Wash- 
ington and only half a mile outside Annapolis, 
with but one competitive yard in the section, 
the Meredith company caters to the “govern- 
ment employee” business because the credit risk 
is negligible. 

As Mr. Meredith sums it up, successfully 
handling the credit proposition is largely a fifty- 
fifty proposition; depending as much upon being 
located where people have ability and inclination 





DEALER'S UNIQUE 
ROOF GARDEN § 


The two photographs reproduced on this page 
are deemed deserving of recognition as being 
the most interesting pictures relating to lumber 
yards and dealers received up to this time in 
the AMERICAN LUMBERMAN’S camera contest. 
They portray something which—as was hinted 
in a notice regarding this contest appearing in 
preceding issue—we have never before seen in 
a lumber yard. 

These pictures do not show, as might be sup- 
posed, a corner in some well-kept country estate. 
This landscaping is situated—of all places in 
the world!—on the top of a retailer’s lumber 
shed. Still more amazing, the shed is located 
right in the thickly populated center of the city 
of Brooklyn, N. Y. 

While the pictures reflect an unusual hobby 
of a lumber dealer, it is one that has a practical 
angle, as it really has proved to be an effective 
advertisement for his lumber yard; having been 
written up in local newspapers and widely ad- 
vertised orally by customers, who after inspect- 
ing this unique roof garden tell others about it. 
These in turn come to view it for themselves, 
and when in need of building materials they 








Something new un- 
der the sun! A 
lumberman's pri- 
vate roof garden 
in teeming center 


of Brooklyn, N. Y. 





naturally are drawn to the yard whose “nature 
display” has previously interested them. 

The lumber dealer referred to is J. O. Stew- 
art, president of the Stewart Lumber Co., 
Brooklyn, N. Y., who is seen in the upper pho- 
tograph conversing with a lady customer, stand- 
ing beside the goldfish pond in the center of 
the garden. In the background is seen the 
hothouse, where tropical plants are grown. The 
fence screens the ventilating cupola of the shed, 





Flowers and fruit 
"a la espalier"’ 
flourish on top of 
lumber shed— 


“More fun than 
golf," says dealer 








which is shown in detail in the other picture. 
It will be noted, in the lower picture, that the 


wall presents a “weathered” effect. This is 
because Mr. Stewart wanted to have everything 
in harmony, and so purchased an old building 
out in the country, removed the wood shingles 
and used them to cover the wall of the ventilat- 
ing cupola as shown. The doors and windows 
are not installed in actual openings but are 
“dummies,” merely to carry out the effect. 

In the hedge shown in lower picture are vari- 
ous fruit trees, trained on forms or trellises ac- 
cording to the method known as “espalier,” in 
vogue in parts of Europe, notably France and 
England. This method consists in training the 
trees on forms, so that the branches make vari- 
ous designs. This, of course, is done while the 
trees are young. Those shown in the picture 
are three years old. In the hedge are apple, 
pear, peach, cherry and plum trees. While this 
is still more or less of an experiment, it pays 
dividends, as Mr. Stewart has obtained several 
bushels of fruit from some of his older trees. 

Mr. Stewart says that he would not give up 
this hobby for all the golf games in the coun- 
try, adding that instead of going out to the 
club for recreation he would rather play with 
his flowers. He has been gratified with the 
amount of publicity given his yard and busi- 
ness through this hobby, and feels that it has 
attracted customers who otherwise might have 
gone elsewhere. 
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to pay, as upon being able to pass wisely on 
credit risks. 

The practical point of all this probably ap- 
plies more directly to the dealer who is choosing 
a new location, than to the one who is already 
“anchored,” yet the sound rules for credit 
followed by Mr. Meredith are applicable any- 


where. 
-_---eeoeooe 


Efficient Employee Is Given 
Merited Promotion 


Jackson, Miss., Aug. 26.—The many friends 
of H. O. Parker, who has long been connected 
with the Eagle Lumber & Supply Co., will be 
pleased to know that he has recently been ap- 
pointed local manager, a promotion which places 
him in full charge of the various activities of 
this concern, widely known as one of the largest 
companies of its kind in the State. 

Practically raised in the lumber industry, Mr. 
Parker has, over a period of years, given home 
owners the benefit of his knowledge and experi- 
ence. Acting in the capacity of salesman and 
construction supervisor, he has continuously of- 
fered suggestions and plans that have been fol- 
lowed locally to the benefit of the owners and 
occupants of new homes. 

The local plant is one of four situated in 
various sections of the State. 


AMERICAN LUMBERMAN 


Definite Improvement in Busi- 
ness Is Reported 


SPRINGFIELD, Ou10, Aug. 26.—‘“Our business, 
also that of our competitors, seems to be im- 
proving almost every month,” said George H. 
Ballinger, of the Clark County Lumber Co., 
this city, in an interview given the AMERICAN 
LUMBERMAN. “We have had no mid-summer 
slump,” he continued, “and prospects for fall 
are good. Although the improvement is grad- 
ual, it is very definite, and we feel that next 
year will show an improvement over this one. 

“This community is rapidly developing an 
acute house shortage, but hours in the factories 
are short and even at pretty good wages men 
are getting only about $25 a week, which does 
not give them enough income to live in the kind 
of houses they would like to have, either old 
or new.” 

Referring to operation of the FHA, Mr. Ball- 
inger pointed out that the biggest difficulty en- 
countered is finding prospects who want to 
build and who have the necessary 20 percent 
equity in ground and cash. “The average work- 
ing man in this community,” he said, “appar- 
ently has used up his savings, and although he 
may have a fairly decent job today, he still 
does not have the cash necessary to enable him 
to build, and building costs generally are too 
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high to make construction for rental purpose; 
profitable at present. Rents have gone up som, 
but not enough as yet to make new building fo, 
rental yield a decent return on the investment 

“We have been able to get several jo}; 
through, and to get our local financial instity. 
tions to take the loans, so are encouraged t, 
feel that we can get some more through before 
the year ends. We assist prospects to the ex. 
tent of making out the necessary papers an¢ 
submitting them, together with contractors’ ¢. 
timates, to the Housing Administration, ang 
then following the deal through to eliminate 
delay so far as possible.” 





Makes Full Use of Tracks 


Three spurs of track, two inside the yard 
and the other paralleling an outside row of 
sheds, save the Mulcahy Lumber Co., Tucson, 
Ariz., at least 50 percent in unloading costs. 
Arrangement is such that cars can be unloaded 
directly into practically every foot of storage 
space in the yard. Two of the spurs run down 
the centers of the two main yard lanes. The 
third runs the length of the yard next to the 
outside row of sheds. Thus it is possible to 
unload into these sheds from two sides. A 
great deal of labor is saved in unloading mixed 
cars. The car is moved back and forth along 





cosemPles Novel Display Cabinet Stimulates Sane 


Sold by Yard 


Arranged 


y vg: Yard Visitors to Buy Ease Shovin 


An innovation in displaying various types of 
insulation, shingles, siding and other building 
needs is seen in the office of the Mears Slayton 
Building Material Co., in Evanston, IIl., which 
concern is afhliated with the Edward Hines 





Lumber Co., Chicago. A handy cabinet ten 
feet long, seven feet high, and three feet and 
six inches deep was built to conveniently display 
supplies handled by the yard. Its success is 
evidenced by the large number of customers who 
come to the plant to make definite purchases, 
and during the process inspect the display pan- 
els and get ideas for improving their homes. 

The rack was designed by Frank C. Haeger 
and Leo Kraemer of the Hines company, and 
is the only one of its kind as far as is known. 
A patent for the ingenious rack may be sought. 
Other yards affiliated with the Hines system 
may be equipped with similar cabinets, because 
of the popularity of the original, Mr. Haeger 


said. 
Rack Is Result of Study 


The displaying unit was conceived after con- 
siderable study of methods for showing in a 


practical way the building materials handled 
by the company. By degrees the present ar- 
rangement was evolved. The rack, of the di- 
mensions stated above, was built first. Into it 
were fitted sixteen panels, each 7x3 feet, which 


AT LEFT 


The way the panels swing 
around is shown at side 
with panels of asbestos 
shingles and Johns-Man- 
ville wainscot tile for 
bathrooms displayed 


AT RIGHT 
August Ruth, shipping 
clerk at the Mears Slay- 
ton yard, is seen looking 
at a panel that shows a 
corner of Johns-Manville 
insulated board cut away 

to display Rock Wool 


BELOW—LEFT 


The cabinet is shown with 
all the panels in 














can be pulled out their full width by means 
of a handle and rubber-tired casters on the front 
and back. The panels are mounted with sets 
of special hinges which permit them to be swung 
into any position for inspection by the poten- 
tial customers. The front casters pivot to al- 
low easy rolling of the panels; persons in- 
specting them may turn them about until they 
receive all the different light effects desired 
The size of the panel is big enough to give one 
an accurate idea of how the material would 
look applied at his own home. Nearly one hun- 
dred different items are included on the two 
sides of the sixteen panels. One of the panels, 
for instance, displays various types of Nu-Wood; 
another, widths of siding, four to eight inches, 
while a third shows sections of plywood, stained 
six different ways. Among the samples of 
stock included in the forms are:  Celotex, 
Johns-Manville insulating board and tile board, 
Balsam-Wool, Nu-Wood, Weatherwood pro- 
duced by the U. S. Gypsum Co., asphalt shin- 
gles, asbestos siding shingles, Rock Wool and 
wood-grained sheet rock. Different joint treat- 
ments which can be created are also displayed, 
and the several kinds of insulation sold by the 
yard can be compared as to their merits and 
selected to fit the individual case. 





RIGHT—The sixteen panels are viewed projected. 
An idea of the wide range of samples included 
in the rack can be had 
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the lane, the different kinds of lumber being 
taken out at their proper points. In any case 
the distance from the car door to the shed is 
only a few feet. “The cost of putting in yard 
trackage is very small compared to the benefit,” 
says Assistant Manager S. A, Douglas. “Many 
vards which have trackage just outside have 
either overlooked the possibility of extending it 
into the yard or thought it would be ton ex- 
pensive. I don’t know of a better investment 
for any yard.” 





Firm Makes Attractive Display 
of Products Handled 


A traveling representative of the AMERICAN 
LUMBERMAN, recently visiting the retail yard 
of the Donaldson Supply & Equipment Co., 
Canonsburg, Pa., was impressed by the very 
attractive display that this concern maintains to 
emphasize the importance of the lumber and 
building materials department of its business. 
The accompanying photographs give a pretty 
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Becomes General Manager of 
Michigan Line of Yards 


Nites, Micu., Aug. 26.—After completing a 
service of nineteen years as treasurer and man- 
ager of the Niles Lumber Co., M. S. Rudisill 
is leaving Niles to become more closely con- 
nected with Will A. Cavin, at Sturgis, in the 
general management of Cavin Lumber Yards, 
Associated, which operates ten yards in Mich- 
igan and Indiana, the Niles Lumber Co. being 
one of the ten. Succeeding Mr. Rudisill as 
manager at Niles is Ernest M. Hayworth, who 
for six years was manager of the Paw Paw 
Lumber & Coal Co., Paw Paw, Mich., another 
yard in the chain, and who during the past 
year has served in an executive capacity for the 
general organization. Mr. Hayworth formerly 
was connected with the Niles Lumber Co. and 
his return here as treasurer and manager is in 
the nature of a home-coming. 

Before assuming his new and enlarged duties 
in Sturgis, Mr. Rudisill, accompanied by his 








29 


upon being given a favorable oral report re- 
quested said agency to immediately prepare a 
written report which he would pick up in a 
few minutes on his way to the bank. Mr. 
Estes presented the report with application for 
loan to the Industrial Savings Bank; the loan 
was approved, and check for the full amount 
was handed to Mr. Estes and by him deposited 
in the First National Bank to the credit of 
the Estes Lumber Co. at 11:49 a. m. Thus the 
total time consumed was thirty-nine minutes! 


Who said anything about “red tape and de- 


lays” in making FHA loans? 


A Guide in Figuring on 
Distillery Jobs ' 


Finding that there was definite need for in- 


formation as to sound methods of constructing 
distillery warehouses, there having been failures 
reported in improperly built warehouses, a bul- 
letin giving such information has been prepared 
by the Southern Pine Association, New Or- 
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VARIOUS PRODUCTS HANDLED BY THE DONALDSON SUPPLY & EQUIPMENT CO., CANONSBURG, PA., ARE SHOWN HERE 


good idea of this modern show room. A unique 
method is used to display and demonstrate 
knotty pine, as will be observed from the 
photograph showing the fireplace, which is 
framed with pieces of that material, set ver- 
tically. The fireplace, by the way, is a show 
piece—an oil painting representing the fire and 
andirons being fitted into the opening. This 
in itself is quite an original idea, and attracts 
considerable attention to the display. 

Some of the built-in fixtures displayed are 
the products of local woodworking establish- 
ments, while others were bought from outside 
concerns. The flocr is covered with a standard 
material handled by the company, and the ceil- 
ing and walls also are utilized for displaying 
materials carried in stock. 

In addition to supplying a wide range of 
materials for new construction, modernization 
and repair work, this concern also does a very 
1 volume of business in equipment for oil 
wells. 


Would Sell Two Texas Yards 


Kansas City, Mo., Aug. 26.—Word was re- 
ceived here last week of the sale by President 
Robert H. Bowman, of the Bowman Lumber 
Co., Kansas City, of two yards at Olney and 
Archer City, Tex. They were sold to Jagers 

Larimore Lumber Co., New Castle, Tex., 
for an unannounced consideration. Mr. Bow- 
man has been in Texas negotiating the sale 
personally. The sale, however, is contingent 
upon approval of Federal Judge Albert L. 
Reeves, of Kansas City, since the company is 
reorganizing under section 77-B of the Federal 
Bankruptcy Amendment, according to company 
attorneys here. 





wife and their son, Arden, will take a combina- 
tion vacation and business trip to the West 
Coast. They will visit Yellowstone National 
Park, the Pacific Northwest and California, in- 
cluding a visit to the San Diego Fair. While 
on the Coast, Mr. Rudisill and his son plan to 
visit some of the larger lumber, shingle and ply- 
wood operations, particularly for the benefit of 
the latter, who has become connected with the 
yard at Niles and to whom this trip will be in 
the nature of an education in the production 
and shipment of lumber and forest products. 

Mr. Rudisill, who will take up his duties in 
Sturgis on Nov. 1, is secretary of each one of 
the companies comprising the Cavin Lumber 
Yards, Associated, and is recognized as one 
of the outstanding lumber and building material 
merchants in the country. 

Mr. Hayworth, who assumes the management 
of the Niles Lumber Co., also has made a 
splendid record in modern merchandising of 
lumber and building materials, and under his 
management the Niles yard will maintain the 
high standard set by Mr. Rudisill and keep 
pace with all new developments. 


—_—_—_—_—— 


Who Said "Red Tape"? 


BIRMINGHAM, Ata., Aug. 26—A _ world’s 
record for speed in handling an FHA loan un- 
doubtedly was established by W. Thornton 
Estes, president Estes Lumber Co., on Satur- 
day, Aug. 10. At 11:10 a. m. on that day the 
prospect, Charles Beavers, walked into the office 
of the lumber company to discuss making an 
FHA loan for a reroofing and paint job amount- 
ing to $344.94. After a brief statement of the 
terms and conditions of the loan, Mr. Estes 
phoned the Merchants’ Credit Association and 





leans, La. It covers grades recommended, den- 
sity provision, grade-marked lumber, sizes of 
barrel slides, sizes of posts, safe bearing loads 
for posts, and specification form. Anyone in- 
terested in this type of building may obtain a 
copy of the bulletin, “Southern Yellow Pine 
for Distillery Rack Warehouses,” by addressing 
the association. 





Line-Yard Company Purchases 
Another Yard 


Sr. Lours, Mo., Aug. 26.—The Antrim Lum- 
ber Co., which operates a line of retail yards 
and building material stores in Missouri, Okla- 
homa and Texas, with general headquarters 
here, has announced the purchase by it of the 
Ryan Lumber Co., at Ryan, Okla., and the con- 
solidation of that company’s stock with that of 
the Antrim Lumber Co. R. W. Fry, who was 
sole owner of the Ryan Lumber Co., has an- 
nounced his retirement from the retail lumber 
business. 





Loadings of Revenue Freight 


A report of the car service division of Asso- 
ciation of American Railroads shows the rev- 
enue freight loadings for the two weeks ended 
Aug. 17, 1935, totaled 1,198,749 cars as follows: 
Forest products, 60,203 cars (an increase of 
2,277 cars above the amount for the two weeks 
ended Aug. 3); coal, 167,869 cars; ore, 66,742 
cars; coke, 9,865 cars; livestock, 25,564 cars; 
grain, 84,270 cars; merchandise, 316,787 cars, 
and miscellaneous, 467,449 cars. The total load- 
ings for the two weeks ended Aug. 17 show an 
increase of 5,204 cars above the amount for the 
two weeks ended Aug. 3. 
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MODERN FARM 


The interesting news that the 
Ferguson Lumber Co., of Rock- 
ville, Ind., has sold a car of fence 
a month, this year, and that the 
Gledhill & Kime Lumber Co.’s 
yard at Bucyrus, Ohio, which 
added this new line only last Janu- 
ary, since then has sold two and 
a half carloads of fence and posts, 
gives point and authenticity to the 
frequent reports that farmers have 
more money now than they have 
had for several years past and they 
now have an opportunity to start 
“catching up” on the many repairs 
and improvements which have had 
to be postponed during the exceed- 
ingly lean years just passed. 

For it is a well known fact that 
when the farmer starts this long- 
awaited program of rehabilitation 
of his place of business, one of the 
most important factors is certain 
to be new farm fence, for here is a 
need ef which he is acutely aware. 
He has been reminded of it every 
time a cow or horse or hog has 
broken through a weak fence, 
either getting injured or damaging 
crops, or both. In his farm maga- 
zines, over the radio, and in farm 
club meetings he has been told 
about the money value there is in 
the rotation of crops and pastur- 
age, a practice which is impossible 
without adequate fencing. He is 
continually plied with mail order 
catalogs telling him why he should 
buy fence. He is further reminded 
of it every time he looks across 
his own barn yard and his own 
fields. As a Hoosier farmer re- 
cently told an AMERICAN LUMBER- 
MAN representative, “When you 
write about fence, you’re writing 
about something that nearly every 
farmer needs and knows it.” 

Here is a firm foundation on 
which the enterprising lumber and 
material dealer during the coming 
months can build a sales volume 
that will produce gratifying profits, 
both to himself and to his cus- 
tomers. For a dealer is most cer- 


tainly doing the farmer a favor 
when he induces the latter to put 
his money into a good solid fence, 
of standard quality 


and assured 


AMERICAN LUMBERMAN 


HIGHER FARM INCOMES 
RENEWED SELLING EFFORT 


PRACTICE 


long life, which will make his pro- 
ductive acres more productive, or 
reduce the cost of raising livestock. 

Even greater is the favor which 
the dealer is doing himself, for the 
fence business is a double-action 
profit producer—each sale results 
in some profit on the fence itself, 
even in areas where the combined 
competition of mail order houses 
and farmers’ co-operative organiza- 
tions is most intense; and further- 
more the fact that the dealer sells 
a well known brand of fence stamps 
him as a merchant who is espe- 
cially interested in doing business 
with farmers, for field fence is dis- 
tinctly a farm item. The sign, “We 
Sell Fence,” prominently  dis- 
played, serves to give notice that 
this dealer is particularly inter- 
ested in the farm trade, and that 
he is willing and able to “talk the 
farmer’s language.” 

This is the kind of merchant 
with whom the farmer likes to 
trade, and lumbermen learn from 
pleasant experience that the farmer 
who comes in to buy a forty-rod 
roll of woven wire fence stays to 
buy some barb wire, too, and the 
wood or steel posts (most dealers 
carry ample stocks of both), to- 
gether with the necessary staples 
and other supplies. And where is 
the farmer who, while he is at 
the lumber yard, will not remem- 
ber some places where he needs a 
few boards for repairs, or maybe 
a little paint or builders hardware? 
Or maybe an entire new barn? It 
is because of such things as this— 





This snappy display in a prominent 
position advertises to the passing 
world that the Avenue Lumber & 
Supply Co., Marion, Ohio, is eager 
to do business with farmers; and 
(below) Manager F. M. Brabson 
“backs up" the display with this 
varied stock of fence, barb wire, 
posts, metal roofing and other farm 
needs. It is at the rear end of the 
large shed, however, and to reach it 
the customer must pass practically 
the entire stock of lumber and other 
materials 





the ease and profit in selling re- 
lated items—that some _ dealers 
visited by an AMERICAN LUMBER- 
MAN representative recently said 
that they would consider fence a 
good item for the lumber dealer 
to sell, even if he couldn’t make a 
cent on the sale of the fence itself, 
and the fact that fence is not a 
“loss leader” but instead carries 
its share of the overhead and earns 
a profit on its own sales, makes it 
just that much more worth while 
to a lumber and material dealer. 
For this reason numerous deal- 
ers insist on maintaining a stock 
of fence for their customers, even 
though the demands of their par- 
ticular trade area may not justify 
carload buying. One such is the 
Frank A. Keil Lumber Co., Bowl- 
ing Green, Ohio, which maintains 
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More Fence Sales 


have their entire fence stocks ip 
the sheds somewhere, but even 
under these circumstances it need 
not be accorded a choice location, 
Frequently, in fact, it is found at 
the far corner of the furthest shed, 
where the customer must pass the 
stock of every other product the 
dealer sells, in order to pick out 
the fence he wants—but in such 
cases there usually is an attention. 
getting sign at the front of the 
sheds, or near the office, to let 
every customer know that this 
dealer sells fence. Usually this 


sign is supplied by one of the 
fence manutacturers, all of whom 
make signs for this purpose, 
Another method quite prevalent 
is to make a display of one or two 
rolls of fence in a prominent posi- 
tion, with a sign to further direct 





a stock of only 400 to 500 rods 
and buys as little as 60 to 100 rods 
at a time. Of this method of 
operation E. FE. Richard, office 
manager, said: 


We don’t make the profit on 
the fence itself that those who 
buy in carloads do, but we rely 
on the farmers for a large part 
of our business, and it is im- 
portant to have what the farmer 
needs and wants, when he wants 
it. When he comes in and asks 
for fence, we have it. If he 
needs something  special—and 
sometimes they do—we can have 
it for him in a hurry. 


Most lumber dealers who sell 
fence, however, buy it in carload 
lots, for now especially the de- 
mand is so great that this is the 
wise course to pursue. It is a 
product that is easy to stock and to 
handle, for it is delivered to the 
customer (or to his wagon) just 
as it comes from the freight car— 
in rolls. When a quantity less than 
the standard roll is bought, it is 
the customary practice to charge 
extra for the labor of cutting. 

Storage of fence is largely a 
matter of space, not weather- 
tightness, and many dealers leave 
it out in the open where customers 
easily can see it as they pass along 
the street. Others, proud of the 
fact that they have all their stock 
of whatever products under cover, 


attention to it. A notable example 
of this is the display which the 
Avenue Lumber & Supply Co, 
Marion, Ohio, maintains across the 
street from its office. It is so 
placed that anyone must see it as 
he leaves the company office, and 
also it attracts the eye of the pass- 
ing motorist, who is likely to be a 
farmer as Bellefontaine Avenue 1s 
an important artery of farm traffic. 


Sales Methods That Sell 


Easy to handle, inexpensive in 
storage, profitable as a side-line, 
fence is also a product which 1s 
not difficult to sell. As was aptly 
stated by George Burke, managef 
of the Love’s Park branch of the 
J. H. Patterson Lumber Co., of 
Rockford, Ill., and fence specialist 
for that line-yard company, “The 
one who works the hardest gets 
the most business, that’s all.” In 
the merchandising of fence there 
are certain standard methods whic 
have been productive of results, 
and some of these are the fol- 
lowing : 

1. ConversATION. Talk to the 
farmers. Find out what they are 
doing and what they want to do. 
Mention fence to them when they 
come in to buy a board to fix the 
barnyard gate. Attend farmefs 
meetings, and talk fence as_ the 
opportunity offers. Don’t be afraid 
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Part of the large fence stock of 
W. §. Logan, Paris, Ill., is kept in 
this room in a shed near the front 
of his extensive yard, and much more 
is to be found in other sheds further 
back—Mr. Logan realizes that there 
is going to be a heavy demand for 
fence this fall, and he is ready for it 





to give customers information about 
fence, for the more a farmer knows 
about fence values, the easier it is 
to seil him on a good quality of 
fence. Think up some homely, un- 
forgettable ways to show farmers 
what a difference in fence value is 
made by only a microscopic dif- 
ference in the diameter of wires, 
or a fraction of an inch in the spac- 
ing of stays. Make the farmers 
realize that you really know fence. 
Find out what the farmer is plan- 
ning so you can fit your sales talk 
into these plans. Go out and visit 
the farmers as you can find time. 

2. ADVERTISING. Fence manu- 
facturers prepare powerful adver- 
tisements for use by their dealers 
in local newspapers, and they make 
direct-mail material available in 
the same way. Don’t be bashful 
about using it. You may be as- 
sured it has been designed by ex- 
pert advertising men who have 
given special attention to the sell- 
ing of fence. By this means your 
name is tied up with the fence 
trade-mark which the manufacturer 
is busily selling to the public 
through the pages of farm papers, 
and you are in position to reap all 
possible benefit from this. 

3. DispLays. Fence is a prod- 
uct that lends itself readily to 
clever display, and good merchan- 
dising practice would seem to in- 
dicate a consistent use of this form 
of selling. ‘The Ferguson Lumber 
Co., previously mentioned, told the 
AMERICAN LUMBERMAN that one 
of the most powerful aids in pil- 
ing up its impressive sales record 
is the display of its line of fence 
each year at the county fair—that 
is, tence is a farm item and for 
results it must be displayed where 
larmers will see it. The Ferguson 
company finds that another valu- 
able display idea is to keep a roll 
of low-priced fence—the kind that 
would otherwise make stiff com- 
petition—in with its stock of stand- 
ard brand fence; customers can see 
lor themselves the difference. One 
dealer’s method of showing that 
there really is a difference is to 
weigh the two kinds of fence; he 
balanced a beam on a post in front 
ot his office, and then put one roll 
of tence on each end of this bean; 
his own brand was so much heavier 
than the cheaper, competitive brand 
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that he had to add sash weights to 
the latter to keep the beam in bal- 
ance; if any customer thought it 
a “frame-up” he could buy a com- 
petitive roll himself and select a 
similar roll from the dealer’s stock 
and put. them on the balance. It 
is a display that is “hard to get 
around.” Another dealer took a 
sample of his own good fence that 
had stood, the test of years in 
actual service and put it on a card 
alongside a sample of cheaper fence 
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of lumber or other materials out 
to a farm, hand a copy of your 
fence book to the truck driver and 
tell him to present it to the farmer ; 
if possible, make a note of the peo- 
ple who have copies of your fence 
book, and if you have an occasion 
to want to talk to one of these 
farmers about fence, you can start 
an interesting conversation by re- 
ferring specifically to something in 
the book. 

5. SERVICE FOLLOw-up. You can 
have no advertisement better than 
a satisfied customer, and it is 
worth taking some time and trou- 
ble to make sure that the farmer 
who buys your fence erects it 
properly, so it can deliver all the 
years of service that are built into 
it. Furthermore, this little effort 
accomplishes two other things— 
you learn more about the farmer’s 
future fence requirements, and he 
learns that your interest in the sale 
extends beyond the cash register. 


6. VISITS TO THE FACTORY. When 
you are offered an opportunity to 
visit the factory where your fence 
is made, by all means take advan- 
tage of it; you will improve your 
own knowledge of the factors that 





that had been erected at the same 
time on the same farm—the kind 
of comparison that farmers trust 
more readily than the statements 
of testing laboratories. Always in 
such displays it is a good idea to 
remind customers that even the 
first cost of the’ poorer fence is 
almost as much as that of the good 
standard product, and in the crucial 
test of years of service the “bar- 
gain” fence proves itself so in- 
efficient that it actually costs a 
good deal more. 


4. BoOKLETS AND CATALOGS. 
Fence manufacturers prepare at- 
tractive “guides” and _ catalogs 
which supply farmers with inter- 
esting and useful information— 
calendars, interest tables, gestation 
tables, household hints and = such 
things—along with informative de- 
scriptions of good fence and how to 
erect it. These should be used 
with care—pass one over to the 
farmer who comes in for a board 
to repair his gate, and use the gift 
as an opportunity to talk to him 
about his fence problems and op- 
portunities ; put one or more copies 
in the school library, for the tech- 
nical information on fence that is 
offered; when you send an order 





Barb wire is an important part of 

the fence business. Here is the 

W. S. Logan stock of sharp points— 
all kept under cover 


produce fence satisfaction, and you 
will collect a valuable fund of tech- 
nical information that you can use 
in sales talk—the kind of informa- 
tion that makes interesting con- 
versation, and conversation is one 
of the important methods of selling 
fence. When you do take this trip, 
don't overlook the publicity angle, 
either—this kind of a trip is news, 
and if you by advertising in the 
local newspaper contribute to its 
existence, be assured the editor will 
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take kindly to a suggestion that 
you describe to his readers some 
of the things you saw at the fac- 
tory. The trained advertising men 
at the factory will write you a de- 
scription of this, and you can prob- 
ably heighten the interest in the 
story by a few local touches of 
your own. Thus a large number 
of farmers will learn that you sell 
fence, and why you sell the kind 
of fence you do. 


Why He Sells Fence 


If you have a well-rounded mer- 
chandising program, and make it 
effective, you can and will sell 
fence. There can be no doubt of 
this, for a great many lumber and 
material dealers do it regularly, 
and report unusually attractive op- 
portunities this year. Especially 
enthusiastic about the fence situa- 
tion is E. R. Leonard, manager of 
the Gledhill & Kime yard at Bu- 
cyrus, who told how he happened 
to enter the fence business. 

“I was forced into it,” he said. 
“Another local merchant had a 
stock of fence, but he has the idea 
that everybody in these parts will 
come to him for fence when they 
need it, and he didn’t work very 
hard on selling. A farmer friend 
of mine wanted 400 rods of fence 
and I told this merchant about 
it. He told me, ‘Oh, he'll be in 
after a while, and then I'll give 
him a price on it.’ Well, a week 





Some dealers leave their fence stock 
out in the open, as does the Fer- 
guson Lumber Co., Rockville, Ind., so 
the passing farmers may see it and 
so there may be room for all the 
fence that the trade will require 





later the farmer asked me about 
the fence again, and I said to my- 
self, ‘Why should I do all this 
man’s selling for him?’ So then I 
asked the farmer, ‘Jim, why not 
let me sell you that fence?’ He 
wanted to know what it would 
cost, and I couldn’t tell him, but 
he knew it would be reasonable, 
so he said to go ahead and get it. 
Then I went around and called on 
six other farmers, and the result 
was that out of four farmers I got 
orders enough to make a car of 
fence and posts. And I was in the 
fence business. I’m glad I am, for 
there’s going to be a lot of fence 
sold this fall.” 
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BUILDING SPECIALTIES— RETAIL SALES HELPs 





Dramatic Evidence of Value of 
Insulation to Dairy Barn 


Convincing proof that insulation is able to 
conserve the heat and comfort in a dairy barn, 
and result in high productivity of milk, is be- 
ing presented in an unforgettable manner to 
farmers this fall in ten State fairs and dairy 
shows by Edgar J. Cox, ship’s carpenter and 
herdsman for the Byrd Antarctic Expedition. 
He will have a most unusual display—the two 
Guernsey cows which the admiral took to the 





Exhibition model, of the 


one-fourth actual 
insulated barn which kept dairy cows comfortable 
through the extreme cold of the long Antarctic 
night. Shown by the Celotex Co. at ten large fairs 
and expositions, it is a powerful appeal to farmers 
to insulate their dairy barns for greater milk pro- 


size, 


duction 


South Pole, the young bull, Klondike Iceberg, 
which was born aboard ship within the Ant- 
arctic Circle, and a quarter-size replica of the 
barn which, insulated with Celotex, sheltered 
these valuable animals from temperatures rang- 
ing as low as 71 degrees below zero. 

Mr. Cox’s story will be interesting and un- 
usual, too, for he will tell how he “sold” Ad- 
miral Byrd on the idea that he could build a 
barn that would be warm enough even in the 
Antarctic, how he bought the 2,800 square feet 
of Celotex from the J. E. Ethridge Lumber 
Co, when the Jacob Ruppert docked at Norfolk, 
Va., how he built the barn in the ship’s hold 
then sawed it into sections, and how these sec- 
tions were landed despite the difficulties at the 
Ross Barrier, with the result that the cow barn 
was the first building erected at Little America. 

The two thicknesses of Celotex kept the 
barn’s temperature 60 degrees warmer than that 
of the outside air, Mr. Cox said, and kept the 
animals so comfortably warm that the two cows 
averaged 100 pounds of milk a day—sufficient 
for a quart for each member of the expedition, 
and an important aid to Admiral Byrd’s re- 
covery from his trying experience at the ad- 
vance weather base. 

These and other interesting details Mr. Cox 
was telling farmers and other customers of lum- 
bermen at the Illinois State Fair last week, 
and the Wisconsin State Fair this week; his 
further itinerary for the Celotex Co. will be: 
Sept. 1-7, Maryland State Fair, Timonium; 
Sept. 8-14, Brockton Fair, Brockton, Mass.:; 
Sept. 15-21, Eastern States Exposition, Spring- 
held, Mass.; Sept. 24-28, Trenton Interstate 
Fair, Trenton, N. J.; Sept. 30-Oct. 5, Dairy 
Cattle Congress, Waterloo, Iowa; Oct. 6-12, 
Pacific International Exposition, Portland, Ore. : 


Oct. 13-19, National Dairy Show, St. Louis, 
Mo.; Oct. 20-26, American Royal Livestock 


Exposition, Kansas City, Mo. 


An Improved Storm Sash and 
Screen Combination 


OsHKOsSH, Wis., Aug. 26.—Patents are being 
sought for a new system of combination storm 
sash and screen which has been announced by 
the Oshkosh Millwork Co. here and which 
should bring lumber and material dealers a new 
and enlarged market for glass and screens. 

As the accompanying illustrations show, this 
consists of an auxiliary frame which fits over 
the outside of the standard window frame, and 
permits the installation of storm sash or screen, 
or change from one to the other, from the in- 
side of the house. Because each unit is com- 
posed of half-sections (one of which covers 
either the upper or lower half of the window 
opening ), which are light of weight and easy to 
handle, this brings a new ease of installation, 
dispensing with the springtime and fall cere- 
mony of getting out the stepladder to install 
screen or storm sash. They are easy to clean, 
also, and there is a special provision in the nar- 
rowline casing of this frame which permits easy 
cleaning of the window sill. Winter ventila- 
tion is assured by a device which allows the 
lower storm sash to be swung in at three differ- 
ent angles, while remaining burglar-proof as 
when closed. Pleasing architectural lines are 
achieved by the neat appearance of the frame 
itself (neat whether the house walls be of wood 
siding, solid masonry or brick veneer construc- 
tion), and by the fact that there are two sec- 
tions instead of one large expanse of glass and 
sash. 

These frames and their sash sections are made 
in standard sizes, with the sash sections prefit 
at the factory, and since they are interchange- 
able it will be possible for a home owner to 
buy only the frames at first, if he happens to be 
“short” on cash, then single storm sash sec- 
tions as he gets more money later in the fall, 
and to postpone the purchase of the screen sec- 
tions until he especially needs them next spring. 
Whenever he buys them, they will fit, because 
they are standard in size and design—just like 
buying “open stock” dinnerware. E. H. Mar- 
quart, president of the Oshkosh Millwork Co., 
informs the AMERICAN LUMBERMAN that other 
patents have also been 
applied for, covering a EF 
method which will per- 
mit the home owner to 
trade in his old storm 
sash and screens, on the 
purchase of these new 
type combination frames. 

Increasing popular in- 
terest in air condition- 
ing and improved under- 
standing of the impor- 
tance of a dead air space 
between window panes, 
in the stoppage of heat, 
are expected to open a 








Installation, changing or 
cleaning of storm sash 
and screens are easily ac- 
complished from the in- 
side of the house when 
windows are fitted with 
this new device—an aux- 
iliary frame which fits 
onto the outside of the 
standard window frame, 
and holds two half-sec- 
tions of either storm sash 


or screen 


— ee 


lively market to this clever home-comfort de- 
vice, and dealers are invited to write to the 
company for more detailed information about 
the manufacture and merchandising of these 
window combinations. 





Low-Cost Upward-Acting Door 
Equipment for Garages 


Numerous Ohio dealers visited last week by 
an AMERICAN LUMBERMAN represen‘ative had oy 
display miniature models of a new type of up- 
ward-acting door equipment for garages, and 
they reported that customers are taking quite 
kindly to it, because of its evident simplicit 
of operation and low price. The Thurman 
equipment uses an iron weight to counterbal- 
ance the door on the lever-and-fulcrum princi. 
ple, and includes steel U-bars with which to 
convert a two-piece door into a one-piece door, 
which when mounted can be opened or closed 
with little effort. The Hanwood Products Co, 
North Baltimore, Ohio, the manufacturer of 
the Thurman door, plans its distribution 
throughout the eastern half of the country, and 
invites dealers to write for a descriptive circular 








What Store Would It Be? 


“What store that you know of would y 
choose to own, if you were given the chance 
to rub Aladdin’s Lamp and take your pick?” 
That repetition of a question he often asks 
hardware salesmen is the way “Rod” starts a 
dissertation in his interesting column “Butting 
In” in the September issue of Stanley News, 
bright and chipper house organ of the Stanley 
Works and the Stanley Rule & Level Plant, 
New Britain, Conn. And then when Rod starts 
in to tell his own answer to that question, he 
just conjures up as clear a word picture as 
you'd ever like to see. ‘There is good merchan- 
dising sense in it, too, something worth writing 
for in case the lumber and material dealer 
hasn't already received a covy. For this four- 
page illustrated newspaper contains a variety 
of other useful tips, too. And while the AMER- 


ICAN LUMBERMAN reader is asking for his copy 
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of this, let him not forget to request also his 
copy of “An Historical Sketch of the Stanley 
Works,” a 16-page booklet which briefly and 
entertainingly reviews the inspiring progress of 
the Stanley organization. It was printed tor 
Connecticut's tercentenary celebration, a major 
event of 1935. 





Basements Can Be Damp- 
Proofed and With Profit 


Autumn are next in order, and each 
rain can bring profit to the alert Jumber and 
material dealer who maintains a stock of water- 
proofing and damp-proofing materials. 

For there is no necessity for a damp hase- 
ment. This is a condition that can be either 
prevented or cured—positive results at small 
cost—results that are capable of convincing 
proof. It is realized that numerous dealers con- 
sider it “too good to be true” that such efforts 
can be effective, but it is advised that anyone 
who is doubtful about this write to the Raintite 
Manufacturing Co., at 1917 South Broadway, 


AMERICAN 


letters that have been brought to the attention 
of the AMERICAN LUMBERMAN—letters from 
customers who are delighted with the results 
obtained by use of Raintite waterproofing and 
damp-proofing preparations. They tell of years 
of perfect satisfaction, and complete dryness 
where formerly there had been dampness. Evi- 
dently the Hebron Lumber Co., at Hebron, 
Ill., read some of these letters, too, for it is 
noted that this company has put in a stock of 
these materials. 

It might be added, in passing, that Raintite 
is not a kind of paint that makes a film over 
concrete, but instead is a compound that af- 
fects the concrete itself when mixed, increasing 
its strength, filling the voids, and making the 
concrete mass more dense. There are several 
different kinds of preparations made by the 
company—for waterproofing basements, inside 
plaster, roofs and other parts of structures 
and the Raintite company guarantees that one 
of these products is so powerful that when a 
mortar in which this has been mixed is prop- 
erly applied to the inside of a good concrete 
wall, the wall will stand a water pressure of 











St. Louis, and ask for copies of some of the 150 pounds per square inch. 
POBERT T. JONES WALLIS C. JONES 
— JONES BROTHERS LUMBER CO. Ferutte 
Varnish ae 
— Lumber and ‘Builders’ Hardware ANTIMITE 
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The American Lumberman, 

431 S. Dearborn St., 

Chicago, Ill. 

Gentlemen: 

I have come to the conclusion that your 


nicest job I know of. 


I visited a great many lumber 
and I enjoyed that part ofmy trip more 


on the lumber business. 
lumber must be merchandised the same as 


not run off their customers. 
this awakening. 


being done around the yards I visited. 


Another thing, I noticed that 


display I want to try. 


yard window full of fishing tackle. 


the last of June. 


your damp city. 





111 West Pecan Street 


WEWOKA, OKLAHOMA 


Last week I returned from a trip through eight of the 


anxious to show me through their plant and to discuss conditions and compare notes 


The lumber industry has awakened, in the last few years, to the fact that 


The American Lumberman is due a lot of credit for 


A thing that looked mighty good to me was the remodeling and painting 


merchandising plan, or display idea taken from the pages of the American Lumberman. 
They not only subscribe to the American Lumberman but they read it because it brings 
them some real help and not half baked ideas like so many trade journals. 


I believe the ideas I got are nearly worth the price of the trip. In 
Des Moines I got two good window trim ideas and in Indianapolis I 


The nicest yard, I believe, was in Pontiac, Mich. 
outside appearance that any one should be proud of. 
This was in a small inland town in Missouri. 


For some time I had looked forward with great pleasure to a visit at 
431 S. Dearborn St. while in Yhicago but I got there during the rainy spell toward 
After getting wet twice and taking a bath in my watch my spirits 
became dampened and my temper vile sol left for Detroit after eighteen hours in 


The next time I go to Chicago I am going to have the pleasure of a visit 
to the offices of the American Lumberman if I have to stay in Yhicago a month. 


LPd0e 


July 13, 


central states and 
editor of "Realm of the Retailer" has the 


states 
Most every one seemed 


yards and paint stores in the various 
than any other part. 


anything else and that being courteous will 


nearly every yard had some piece of equipment, 


saw a merchandise 


It had a very attractive 


The oddest stock was a lumber 


Very truly yours, 


Willie Shera 


LUMBERMAN 
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Worth of a Building Today 
Quickly Estimated 


If you as a retail lumberman are getting the 
bigger share of your income from remodeling, 
and believe the greatest sales possibilities for 
the time being are in that line, you know that 
a prospect’s decision often depends on the value 
that the remodeled building would have—from 
the point of view of use, income from rentals, 
or sale. You can give him approximately cor- 
rect information in a jiffy if you have at hand 





He's got "jiffy" appraisal data right in his hands 


the “Manual of Appraisals” by Boeckh, that 
has proved its great worth in HOLC work. 
These approximate values, it is said, are more 
accurate estimates than have ever been possible 
from any compilation of cubic foot or square 
foot costs hitherto available, and that is because 
the compilation of data from which they are 
made is more comprehensive and accurate than 
has been attempted before. 

The question to the answering of which the 
manual devotes the greater part of its space is, 
“What Is the Sound Value?” The user ob- 
serves the basic features of the construction, and 
finds, among data covering 97 different types of 
construction, a unit figure that is based on av- 
erage standard construction, and can modify 
this by applying correction factors for variations 
from the standard. Finally, he applies an index 
number that takes into account variations in 
construction cost in key cities throughout the 
country. As an additional service to users of 
the manual, the author will calculate, for any 
particular city, the correct current local index 
number to apply, and this may be revised as 
often as desired—the charge for the service be- 
ing only nominal. Supplementary tables en- 
able one to take into account individual items, 
such as depreciation, insurance exclusions, con- 
struction requirements. For assembling ap- 
praisal data, worksheets are available as a 
permanent record. When an appraisal has once 
been made, it can be brought up to date at any 
time by applying the index number. 

Other factors that may just as readily be 
given weight in an appraisal are economic and 
market values of the building, and value of the 
land. For estimating economic value, the ratio 
of expenses to income, rent to gross income, 
gross income to value, and method of arriving 
at capital value of income are all covered. Mar- 
ket value is appraised by means of a simple 
method of comparison with other properties, 
and valuable hints given as to how to avoid 
misleading comparisons. For valuing band, the 
manual makes available tables of comparative 
residential and apartment house land values. 
tables for land depth, and data on influence of 
shape and location of lot, and on land improve- 
ments. 

The complete manual, of 269 pages, with a 
pad of 25 worksheets, is supplied by the AMmeEr- 
ICAN LUMBERMAN postpaid for $5. For the 
calculation of local index number, add $1. 
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“Blanket” 72-Cent Freight Rate to East 


WasHINGTON, Aug. 26.—In a ruling handed 
down on Aug. 13, the Interstate Commerce 
Commission authorized freight rate reductions 
effective Aug. 24, on lumber from the Pacific 
Coast to the East, amounting to as much as 
20 percent. This is what is known as the 
72-cent rate case, and extends as far east as 
the Atlantic seaboard the former 72-cent rate 
to Chicago. In their syllabus in this decision 
the commissioners said: 

Proposed reduced rates on lumber in car- 
loads from Pacific Coast regions to destina- 
tions in Official Classification Territory east 
of the Illinois-Indiana State line found justi- 
fied. Order of suspension vacated and pro- 
ceeding discontinued. 

The reduced rates will apply on lumber in 
carloads from the Pacific Coast and certain 
interior origins, including the Inland Empire, 
to destinations in Official Classification Terri- 
tory extending east from the IIlinois-Indiana 
State line, through Central Trunk Line and 
New England territories to the Atlantic Coast. 
This 72-cent rate will expire on Dec. 31, 1935, 
unless extended. These rates will be subject 
to carload minimum weights of 50,000 pounds 
and 57,000 pounds, in closed and open cars, 
respectively, 41 feet 6 inches or less in length, 
and 60,006 pounds in either type car exceeding 
that length. The rates are to alternate with 
the present rates which are carried in other 
sections of the same tariffs. They are pub- 
lished to apply on “lumber, the product of saw 
and planing mills not further advanced in manu- 
facture than by sawing, resawing and passing 
lengthwise through a standard planing machine, 


cross-cut to length and end matched.” The 
commission says: 

This description is intended to limit the 
application of the rates to those products 


which are adapted to and move in volume by 
the intercoastal route. 


Revised Item Description Suggested 


In the hearing the question was raised that 
the proposed description was susceptible of 
different interpretations. A revised description 
was then suggested to include only definite 
items which come within the manufacturing 
limitation and are well understood by the trade 
and transportation interests, and to limit its 
application to the Pacific Coast native forest 
species listed in the intercoastal tariffs as fol- 
lows: Lumber—cedar, fir, hemlock, larch, pine. 
redwood, spruce or tamarack. The product of 
saw and planing mill plants not further ad- 
vanced in manufacture than by sawing, resaw- 
ing and passing lengthwise through a standard 
planing machine, cross-cut to length and end- 
matched, as follows: 

Boards; ceiling; cut stock for the manu- 
facture of sash, doors and blinds and other 


millwork; flitches; flooring; lath: moldings, 
carpenter’s plain; partition; pickets; planks 
(including studding, scantling and joists); 


sheathing; siding; strips; timbers (including 
ties). 

It was specifically mentioned that box shooks 
are not included, and the commission also elim- 
inated pickets “since they are further manu- 
factured than by passing lengthwise through a 
standard planing machine.” 


No Violation of Section 3 Involved 


Referring to an argument of protestants, that 
the fact that reductions are proposed from the 
West Coast to meet water competition and that 
like competition does not exist from the South, 
as immaterial, as protestants must meet the 
same water competition as the rail movement 
from the West Coast, the Commission said: 

They urge that corresponding reductions 
should be made from the South, and that, as 
the witness for the Central territory carriers 
indicated that they would not join in such 
reductions, we should not permit the pro- 
posed rates to go into effect because, if rela- 
tive reductions are not made from the South, 
those carriers will violate Section 3 by par- 
ticipating in reductions from the West Coast 


and declining to participate in reductions 
from the South. Such a contention is without 
merit. The rates from the South can be con- 
sidered here only insofar as may be neces- 
sary to determine whether the relations 
which will follow if the proposed rates take 
effect will result in a violation of the law. 


Believe Cut Will Increase Rail Volume 


Discussing the claim that this rate reduction 
would unnecessarily disturb the present rela- 
tions between rates on the Coast and rates from 
the South, and the claim of the intercoastal 
carriers that the proposed reduced rate would 
not increase the revenues of the rail carriers, 
the Commission said: 


Although there is nothing definite as to 
the exact amount of the revenues which it is 
hoped to recover, the record justifies the 
conclusion that lumber shippers will use the 
all-rail lines to a greater extent than at pres- 
ent if the reduced rates are established, and 
that a substantial increase in net revenues 
to respondents will result. We have pre- 
viously found that the rates proposed will 
not result in undue prejudice to other pro- 
ducers of lumber. Accordingly, the net re- 
sult to the rail carriers concerned being a 
revenue increase, we could not find in the 
proposed rate situation any changes in es- 
tablished rate structures which will be harm- 
ful to the public interest, having in mind our 
responsibility for railroad earnings in gen- 
eral. 


Orders Revised Description of Items 


Concluding its ruling, the 


Com- 
merce Commission said: 


Interstate 

Upon this record we find that the proposed 
rates on lumber in carloads, from the Pacific 
Coast to official classification territory here 
considered, will not be unreasonably low, and 
have not been shown to result in undue 
prejudice or in violation of any other pro- 
vision of law. We accordingly find the sched- 
ules have been justified. However, we shall 
expect the respondents to publish on one 
day’s notice, permission for which is hereby 
granted, a revised description of the items 
upon which the rates found justified are to 
apply, which description was proposed at the 
hearing and is set forth in the report, elimi- 
nating therefrom the item of “pickets.” We 
also expect all parties to keep records which 
will throw light on the results of this ex- 
periment. 


Concurring in part, Commissioner Splawn 
filed a supplemental statement, joined by Com. 
missioner Miller, in which he said: 

The southern carriers have indicated, op 
brief and at the argument, that they, too 
will make corresponding reductions. This 
they should be permitted to do. In this way 
any question of undue prejudice and prefer. 
ence will be eliminated. 

In my opinion the record clearly shows 
that the proposed reductions are made pri- 
marily for the benefit of inland mills ship. 
ping dried lumber of the upper grades py 
rail to central territory, and shippers from 
other territories are entitled to rates that wil] 
give them the benefit of their natural trans. 
portation advantages. I object to this re. 
port insofar as it leaves the inference that 
the reduced rates from the Northwest wil] 
be properly related to the present rates from 
competing districts. 


Would Act to Protect Competitor Mills 


Commissioner McManamy, dissenting in part 
from the decision of the majority, said: 

With the finding that no undue prejudice 
will be created by the proposed rates, | 
disagree. To my mind the record shows that 
the change in the long-established relation- 
ship of rates between the Pacific Coast 
regions and the South and the Southwest will 
deprive the southern and southwestern pro- 
ducers of markets which they have long en- 
joyed, unless similar reductions are made 
by southern and southwestern carriers, 
which we have no right to expect. 

I also disagree with the finding that no 
undue prejudice will result to Midwest mills. 
The record shows and respondents admit that 
Midwest mills will be damaged and that “the 
proposals will operate to further increase 
the competition which these mills now have.” 
The report of the majority states: 

“They (respondents) concede that the pro- 
posal will bring about a changed condition 
which these mills will have to meet; that it 
is a situation which they feel deserves at- 
tention on their part and if there is any 
action which carriers can take in the prem- 
ises it should be taken.” 

The majority then proceeds to admonish 
respondents as follows: 

“Respondents might well give further con- 
sideration to this question.” 

Such admonitions afford no relief. If fur- 
ther consideration is required, it should be 
given by the Commission on the record and 
appropriate action taken. 


Tells How to Use New Rate 


SEATTLE, WasH., Aug. 24.—The traffic de- 
partment of the West Coast Lumbermen’s As- 
sociation has prepared a statement on how to 
use the 72-cent rate on West Coast products, as 
follows: 

1. ORIGIN TERRITORY. 

For the Pacific Northwest, 
rate applies to: 

(1) The North Pacific Coast origin group, 
west of the Cascade Mountains, from Van- 
couver, B. C., to the Oregon-California line. 

(2) The Spokane, or Inland Empire group 
(eastern Washington and Oregon, northern 
and southeastern Idaho, western Montana), 
without the usual differentials of 3 or 3% 
cents per hundred pounds under North Pacific 
Coast group rates. 

(3) All intermediate points between these 
groups, such as Bend, Ore., and Wenatchee, 
Wash. 

2. DESTINATION TERRITORY. 

This includes all points in the territory 
east of the west shore of Lake Michigan, the 
TIllinois-Indiana State line, and (with certain 
exceptions in Kentucky which are explained 
below) north of the Ohio River to Cincin- 
nati, Ohio, thence on and north of the main 
line of the Norfolk & Western Railway to 
Norfolk, Virginia. Such territory includes, 
except as indicated, all railroad-served points 
in the States listed below: 

Connecticut; Delaware; Indiana; Kentucky 


the 72-cent 


(certain points only, on C. & O., I. C. R. R, 
L. & N. and Sou. Ry.); Maine (not including 
points on Bangor & Aroostook R. R.); Mary- 
land; Massachusetts; Michigan (Southern 
Peninsula only); New Hampshire; New Jer- 
sey; New York (excepting points on F. J. & 
G., L. & B. R., G. R., U. V., and Skan R. R.); 
Ohio; Pennsylvania; Rhode Island; Vermont; 
Virginia (points on and north of N. & W. Ry. 
main line, taking 90c alternative rates); 
West Virginia. 


3%. COMMODITIES TAKING THE RATE. 


(1) The 72-cent rate applies to straight or 
mixed carloads of the following items only: 


Lumber (cedar, fir, hemlock, larch, pine, 
redwood, spruce or tamarack), the product 
of saw and planing mill plants, not further 
advanced in manufacture than by sawing, 
resawing and passing lengthwise through 4 
standard planing machine, cross-cut to 
length, and end-matched, viz.: Boards, ceil- 
ing, cut stock for the manufacture of sash, 
doors and blinds and other millwork, flitches, 
flooring, lath, moldings—carpenters’ plain, 
partition, planks (including studding, scant- 
ling and joists), sheathing, siding, striPs, 
timbers (including ties). 

(2) Important items included in the alter- 
natively higher Group D or basic lumber 
rates in the railroad freight tariff, but which 
are excluded from the commodity description 
covering the 72-cent rate are: Poles, piling, 
South Sea Island Lumber embraced in the 
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ls Allowed West Coast Lumber Shippers 


term “philippine mahogany,” plywood, cross 
arms, box shooks, battery separator stock, 
palusters, columns and other turned stock, 
door and window frames, broom or mop 
handles, pickets etc. 


4, COMPARISON OF 72-CENT ALTERNA- 
TIVE RATE WITH PRESENT GROUP 
D LUMBER RATES, 


(For ready reference we also show the 
Group A rates applying on shingles, shakes, 
bee hive lumber and roofing tile of cedar or 
redwood, which take higher rates than group 
D or the 72-cent water-competitive rate.) 

To present a clear picture of the new, 
alternative rate in contrast to existing lum- 
per rates (Group D) to same destinations, 
poth are here shown side by side: 


DESTINATION GROUPS— 


Western Michigan* 
Western Indiana 
Middle Michigan* 
Middle Indiana 
Eastern Michigan* 
Eastern Indiana 
Western Ohio 
Middle Ohio 

Eastern Ohio 


Western New York (Buffalo) ..... 0c ccscccccceses 


Western Pennsylvania (Pittsburgh).. 


a a ee 


East of Buffalo-Pittsburgh line and on 
N. & W. Ry. 
folk, Va 
*Southern Peninsula, 

5. MINIMUM CARLOAD WEIGHTS UNDER 

GROUP D AND ALTERNATIVE RATES, 

(1) Statement of Minimum Weights under 

Group D rates 
In Box, Stock, or Other Closed Cars 

Length of Car (inside) Shingles Lumber 

Cars 36 ft. and under 
i DOMED bk cc eben sewe *32,300 

Cars over 36 ft. and 
not over 42 ft. long. .*37,400 

Cars over 42 ft. in length. *45,900 *54,000 lbs. 
*When cars are loaded to full visible 

capacity, charges base on actual weight, but 

not less than 23,500 lbs. on shingles; 30,000 

lbs. on lumber. 

On Open Cars 

Lumber and timbers, single car lengths, on 
open cars minimum weight 57,000 lbs. except 
when loaded to height of 13 feet above rails 
and within 90 percent of floor space, actual 
weight applies if lower. 

Lumber and timbers requiring two or more 
cars for transportation are subject to M/Wt. 
of 33,000 lbs. for each car used. 

Poles, piling and posts, 40 feet or over in 
length, minimum weight 50,000 lbs.; under 
40 feet in length, 40,000 lbs. Charges base 
on actual weight, if lower, when cars are 
loaded 13 feet above rails and to within 90 
percent of length and width of car floor 
space, 


*38,000 lbs. 


*44,000 lbs. 


General Note 
When the rail carriers are unable to fur- 
nish car of length ordered, and car of longer 
length is furnished at railroad company’s 
convenience, minimum weight for length of 
car ordered will be protected, but the visible 
capacity exception will not apply unless the 
car used is actually loaded to full visible 
capacity, not counting doorway space. 
(2) Statement of Minimum Weights in Con- 
nection with 72-Cent Rates: 


MINIMUM WEIGHT, LBs. 
In Box, Stock On 


or Other Open 
Length of Car (inside) ClosedCars Cars 
41 feet 6 inches, or less.. 50,000 57,000 
Over 41 feet 6 inches.... 60,000 60,000 


GENERAL Note—Charges on shipments 
which on account of length require two or 
more cars for transportation will be based 
on actual weight, subject to minimum Car- 
load -weight of 50,000 Ibs. for each car used. 

Carriers will not furnish longer cars than 
ordered and protect lower minimum weights 
applicable to shorter cars ordered. 


territory to finish 


likewise applicable 


(3) Option of Shipper when load is less 


than required by 72-cent Minimum Weights, 
b. G2 


(a) To pay Group D rate at its Minimum 


Weights, or 


(b) To pay at Minimum Weights provided 


in connection with 72-cent rate. 
6 TRANSIT PRIVILEGES. 


(1) Origin Transits. Stopping in origin 
loading, via authorized 


railroad tariff routes, is applicable in con- 
nection with the 72-cent rate as well as 
under the alternatively higher Group D 


(lumber) rates. 


Milling- or sorting-in-transit privileges are 
in connection with the 





(Columbus-Cleveland)............ 


RatTEs IN CENTS PER 100 Pounps 
Alternative 


main line from Cincinnati, Ohio, to Nor- 


Rate 
from Pacific 
Northwest, 
Coast Group Rates applying 
Group A Group D on Par. 3 
(Shingles) (Lumber) Description 
Od i eite 94% 82% 7 
be ee tere 94% 82% 72 
Secs 5 ater oc 96% 841% 72 
eae acics 96% 8414 72 
die oraacatels 97 85 72 
eens 97 85 72 
oh amie ae 97 85 72 
hie dietoaneite 99 87 72 
a Spee ey 100% 88% 72 
WA eee PN 100% 881% 72 
Pee mpeiee op 100% 881% 72 
Ea eee 100% 88% 72 
and north of 
i atina awe 103% 90 72 





72-cent rate, as well as the Group D rates. 
The use of the privilege, however, will be 
limited to shipments forwarded to transit 
points on or after Aug. 24, 1935. 

The charge for stopping in transit to com- 
plete loading is generally $6.30 per stop. Only 
one stop to finish loading is permitted. 

The charge for milling or sorting in transit 





Current Mixed Carload Rule at 
“Rates for Each” 





at directly intermediate points, or points 
where the out-of-line or back haul is not 
over 65 miles, is 1% cents per 100 pounds. 

(2) Stop Overs in Destination Territory. 
Any number of desired stopovers for the pur- 
prose of partly unloading in transit may be 
made either in connection with the Group D 
rates or the alternatively lower 72-cent rate. 
In doing so, routing must be arranged for 
in the general direction of subsequent stops. 
The charge is $6.30 per stop. 


7 MIXED CARLOADS,. 


(1) Commodities Taking 72-Cent Rate. Two 
or more items, or any or all of the items and 
species of lumber covered by the 72-cent rate, 
as indicated in Paragraph 3 hereof, may be 
shipped thereunder. West Coast softwoods 
may be shipped in part loads to points in the 
Inland Empire Group, where the cars can be 
filled up with pine and other Inland Empire 
softwoods of the species permitted. 


(2) Commodities Taking Group A or D 
Rates in Mixed Carloads With Items Taking 
72-Cent Rate. Where the items in Group D 
are alternatively included for application 
under the 72-cent rate, that rate applies. 
On mixtures of Group D items not so in- 
cluded, with items covered by the 72-cent 
rate, the Group D items will be charged for 
at less than carload rates at actual weights. 
Balance of car at 72-cent rate and applicable 
minimum weight. If charges so determined 
make a greater per car charge than the al- 
ternatively higher Group D rates, the latter 
will apply. If car contains shingles or doors 
or plywood etc., balance of car comprising 
items taking 72-cent rate, the basis for 
freight charges would be to charge less than 
ecarload rates on such items, plus 72-cent 
earload rate and minimum weight on balance 
of car. 


(3) Examples of Practical 
Charges on Mixed Carloads. 

Transportation charges on mixed carloads, 
based on current tariff “rates on each rule,” 
compared with results obtained by use of 
72-cent lumber rate and fourth class l.c.1. 
rates on non-mixture items: 


Application of 


Water-Competitive Rate of 72c With 
L. Cc. L. Rates on Non-mixing Items 





To Indianapolis, Ind. 
20 sq. 5/2-16” Shegls.: 
ee ee. Oe DE bo kk ra cern ow ee $ 25.48 | ieee a ei 
Plywood: { mt SEO es eis i emiere . . .$104.72 
500 Ibs. at 841léc.... 4.23) 
Lumber: 
51000 Ibs. at 8419c ORO FE ah FO6 oe Steen e . 367.20 
To New York, N. Y. 
Example 1 
25 sq. 5/2-16” Shgl.: 
ae Se ere SEP I Ee oil nie. o Wino siataw chee 209.40 
Plywood: 
ING A es os a wn oe len ee ce. a 24.30 
Lumber 
Baeee bee. BE SOG. .2 ic 0c SE029 Gt TEE cciiiie ccc 367.20 
$517.46 $576.60 
Example 2 
15 sq. 5/2-16” Shel.: 
a eee S 36.49 >at $3.49 ...... 121.45 
Plywood: | 
a I NS has Wiig m6! weal bie 3.50 
Lumber 
ee os boo ea oa > Sao ns 459.00 at 72 367.20 
$492.99 $488.65 
To Pittsburgh, Pa. 
25 sq. 5/2-16” Shel: “ 9 £9 
SIGP WOR. BE OOS. oo cisco cen $ 33.175 at $3.41 . . -++ 112,58 
Lumber: 


50,000 Ibs. at 88isc.......... 


442.50 at 72c 


$475.67 


260.00 


$472.53 








Tacoma Mills Expect 


Tacoma, Wasu., Aug. 24.—Tacoma lumber- 
men are elated over word received here Mon- 
day from Washington, D. C., that the Inter- 
state Commerce Commission has authorized 
freight reductions running as high as 20 per- 
cent on lumber from the Pacific Coast to the 
East. The reductions are effective Aug. 24. 


“You'll see the greatest rail movement of 
lumber in 


Tacoma’s history,” said Ernest 


Big Increase in Orders 


Dolge, head of the lumber company that bears 
his name. “I don’t expect to see water ship- 
ments drop off, but I do foresee a tremendous 
gain in rail shipments. We hope it will in- 
crease the total volume of demand for our 
products. The new rate of 72 cents a hundred 
pounds is still higher than the combined water 
and rail delivery rate to many eastern points, 
but the advantage lies in knowing that you can 
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load a car with lumber here and have it arrive 
in the same car at its destination undamaged 
by the other method of loading by slings aboard 
ship here, unloading by slings at some Atlantic 
port, and then loading and unloading either by 
rail or truck carrier at the other end.” 

Pacific Northwest inland mills will be able 
to sell more lumber in the East than before 
under the new rate, according to A. K. Martin, 
vice president of the Pacific National Lumber 
Co. “We have been able to reach some eastern 
territory by a back haul from the Atlantic sea- 
board at rates low enough to allow us to com- 
pete, but we have never been able before to 
compete in such territory as Ohio,’ Mr. Martin 
said. “For such a mill as ours (inland), it 
will be particularly valuable to have the blanket 
rate.” 

“This represents the first real effort of the 
railroads to meet water competition, and it is 
very important to the West Coast lumbermen,” 
said Jay W. McCune, traffic rate expert of the 
Tacoma Chamber of Commerce. “It is a recog- 


nition by the eastern railroad men of the active 


water competition and of the necessity of lower- 
ing rates to meet it.” Mr. McCune expressed 
surprise at the speedy action on the problem 
by the ICC. “The eastern railroads have feared 
they would lose to trucks all the lumber trans- 
shipment business from Atlantic ports,” he 
said. “The action of the ICC in vacating the 
suspension order will be received as the finest 
kind of news by Tacoma and other Pacific 
Northwest lumbermen.” 


Inland Empire Expects 
Larger Business 


SpoKANE, WaAsH., Aug. 26.—The most im- 
portant news in lumber circles in the Northwest 
and the Inland Empire the past several weeks, 
was, of course, the announcement of the reduc- 
tion in freight rates by the Interstate Commerce 
Commission on lumber from the West to points 
east of the IlIlinois-Indiana State line. 

Spokane lumbermen are unanimous that the 
new rate will stimulate business decidedly. They 
add that not only will it mean a greater move- 
ment of lumber, but more continuous business. 

J. M. Brown of the Long Lake Lumber Co., 
said, “It will enable this section to puts its 
products in a greater consuming territory.” 

Walter M. Leuthold, manager of the Deer 
Park Lumber Co. and president of the Inland 
Lumbermen’s Traffic Association, added that it 
would stimulate the trade of all the mills of this 
region, and perhaps this rate reduction would 
help to secure lower rates between the Inland 
Empire and the territory west of Chicago. 

Milton McGoldrick, of the McGoldrick Lum- 
ber Co., was another large operator who felt 
that the new rates would prove to be of the 
utmost help. 


Hardwood Men Fight for Rate 
Cut to Maintain Parity 


Mempuis, Tenn., Aug. 26.—As a result of 
the decision of the Interstate Commerce Com- 
mission, to make effective on Aug. 24 on lum- 
ber from Pacific Coast points to eastern terri- 
tory a reduced rail rate of 72 cents per 100 
pounds, C. A. New, secretary-manager of the 
Southern Hardwood Traffic Association, has 
resumed his efforts to obtain a general revision 
of hardwood rates to the same consuming terri- 
tory, in order to maintain the present markets 
for southern hardwoods and meet the competi- 
tion of Pacific Coast woods. Mr. New has 
called upon every member of his association to 
write at once to the railroads on which they 
are located, urging immediate revision to enable 
them to maintain the markets they now have. 

Following a meeting in St. Louis on Aug. 28 
of southwestern shippers and railroad execu- 
tives for a discussion of the plans, another 
meeting is to be held in Washington, D. C., 
on Sept. 12 with southern railroad executives, 
and it is hoped that some action may result 
from these meetings. Other meetings will prob- 


ably follow, looking to some solution of this 
rate problem. 


AMERICAN 


Would Apply 72 Cent Rate to 
Water Point 


The Trans-Continental Freight Bureau has 
docketed a proposal—TC17554—seeking appli- 
cation of the new 72 cent rate on lumber from 
western origins to destinations east of the In- 
diana-Illinois line, in connection with shipments 
from Caspar, Calif., by water line to Pittsburg, 
Calif. It is brought out that Caspar is not 
served by any railroad. Its shipments of lum- 
ber are sent by steamer to drying yards at 
Pittsburg, 168 miles away. The proposal asks 
for a transshipment rate of 62 cents from Pitts- 
burg, thereby allowing 10 cents for the steamer 
haul. The point is made that such an arrange- 
ment would not differ from divisions with short 
lines serving other lumber originating points. 


LUMBERMAN 
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Lower Hardwood Rate Needed 
lf Coast Rate Cut 


Littte Rock, Ark., Aug. 26.—A 20 percent 
reduction in rail rates on hardwood timber 
shipped from the Southwest to eastern markets 
will be demanded by the Little Rock Chamber 
of Commerce, to meet a similar reduction that 
has been granted the Pacific Coast by the Inter. 
state Commerce Commission, J. C. Murray 
traffic manager, has announced. “Since south. 
ern hardwoods compete in eastern markets with 
West Coast fir, it is only fair that the redyc- 
tion apply to hardwoods too,” Mr. Murray said, 
Mr. Murray said “West Coast 
granted the reduction f 


lines were 
because ot 
rates by water.” 


competitive 


Other Freight Rate News 


Seek Lower Rail Rate on Hard- 
woods for Export 


Mempuis, TENN., Aug. 27.—Southwestern 
lines are working on a revision in rates from 
\rkansas and Missouri points to all ports, 
which in some instances will mean a reduction 
but in others an advance. The proposal will 
lower the rates from Little Rock and Pine 
Bluff, Ark., but will advance the rate from 
such points as Brinkley. A hard fight is pre- 
dicted by C. A. New, secretary-manager of the 
Southern Hardwood Traffic Association, before 
the new proposal is approved. 


Want Former Gulf-to-Pacific 
Hardwood Rate Restored 


New Orveans, La., Aug. 26.—Decision to 
press members of the Gulf-Intercoastal Steam- 
ship Conference for a return to the old 36 cent 
per 100 pounds rate on westbound hardwoods, 
using as a basis statistics showing decline in 
cargo tonnage under the 46 cent rate in effect 
since July 1, was reached at a meeting of 
interested hardwood manufacturers, here to at- 
tend the Southwestern Hardwood Manufactur- 
ers’ Club meeting. The steamship lines, it was 
recalled, had promised to return to the old 36 
cent rate if a 90 day trial showed that the 
hardwood could not move at 46 cents. The 
meeting opene with the selection of Lee Robin- 
son, Mobile, Ala., as chairman. Cecil A. New 
explained many traffic matters of vital impor- 
tance to hardwood producers now pending be- 
fore the Interstate Commerce Commission, as 
well as the probable effect of the intercoastal 
rate under consideration. Past activities and 
the future courses to be followed by the South- 
ern Hardwood Traffic Association in represent- 
ing the interests of the manufacturers in these 
matters were outlined and discussion invited. 

Mr. New declared he had been engaged in 
traffic work for thirty years, and never before 
had seen conditions as they are today. He cited 
cases which affected every item sold by the 
hardwood manufacturers. While much has 
been said of the new rail rate from the West 
Coast being set to meet water competition, Mr. 
New declared it also opened the way to kiln 
dried stocks from mills not directly at seaboard, 
tonnage that had not moved via the water route. 
He discussed impending meetings of executives 
in Atlanta and St. Louis, at which reductions 
in the Southern and Southwestern rates to re- 
store the balance in rates between the southern 
and southwestern producing territory and the 
Pacific Coast will be considered. 

Conditions affecting the intercoastal water 
movement were discussed by the manufacturers, 
certain phases being outlined by A. E. Hege- 
wisch, freight forwarder, who advised the pro- 
ducers that the use of charter vessels, which 
had been effected two vears ago, is now out of 
the question because of shipping legislation. 
He referred to the fact that the U. S. Shipping 





Board Bureau, acting on the report of Examiner 
M. G. deQuevedo, had ordered entirely new 
schedules of rates and practices to be filed by 
Sept. 1, and that the Gulf-Intercoastal Steam- 
ship Conference had asked for a delay to 
Oct. 1. 

After an extended discussion, in which it was 
shown that not only had the sales of southern 
hardwoods on the West Coast been adversely 
affected, but that anticipated increases in busi- 
ness had been nullified, the meeting went on 
record as favoring the filing of a formal com- 
plaint before the Shipping Board Bureau, if 
necessary to prevent the destruction of the West 
Coast market for southern hardwoods. If filed, 
such a proceeding would be handled by the 
Southern Hardwood Traffic Association for the 
interested manufacturers on a co-operative basis, 
irrespective of membership or non-membership 
in that organization. 


Orders Road to Cut Lumber 
Rate 20 Percent 


Littte Rock, Ark., Aug. 26.—The Arkansas 
Corporation Commission has issued an order to 
make Class A rates apply on shipments of lum- 
ber products over the Missouri & Arkansas Rail- 
road. The effect of the order is a reduction 
of approximately 20 percent in present rates on 
lumber and lumber articles on the route. The 
order was made effective on five days’ notice. 


Opposes Extending Range of 
Commodity Mixtures 


Kansas City, Mo., Aug. 26—The South- 
western Lumbermen’s Association is on record 
as opposed to a proposal by a shipper extend- 
ing the number of commodities which may be 
moved in one car. The proposed mixture 1- 
cludes cement, plaster, lime, limestone, wall- 
board and fiber wallboard. The association 
contends a number of these items bear no 
relationship and should not be permitted to be 
hauled in one car under a_ specified one-car 
rate. It would result in unfair competition to 
the smaller dealer who is not located to ship 
mixed carlots, the association argues. 


Rate Cut on Logs to 
Meet Truck Cost 


Dierks, Ark., Aug. 26.—The Arkansas Cor- 
poration Commission has issued an order au- 
thorizing the DeQueen & Eastern Railroad Co. 
to publish, on one day's notice, a special rate of 
$5 a carload on logs shipped from DeQueen, 
Geneva, Lockesburg, Provo, Rolling Fork and 
other towns in the Vicinity of DeQueen, to 
Dierks; and to establish a rate of $10 per cat 
for bolts in minimum 10,000-pound carloads. 
This rate is granted in order to meet motor 
truck competition. 
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RFC Announces an Important Step 


RFC to Handle Mortgages — 
$10,000,000 Revolving Fund 
Is Provided 


[Special telegram to AMERICAN LuUMBERMAN] 


Wasuincton, D. C., Aug. 29.—The RFC has 
notified the Federal Housing Corporation that 
it will buy mortgages from financial institutions 
originally making loans which will agree to 
look after servicing them, [Frank Carnahan, 
secretary National Retail Lumber Dealers’ As- 
sociation, said: “This is just the important 
news we have been waiting for a long time. 
| am satisfied this is going to be very helpful 
in clearing the attitude of a lot of banks which 
have been reluctant to take mortgages without 
having some place to dispose of them.” 


Wasuincton, D. C., Aug. 27.—Another step 
to promote construction of new homes was 
made known today, when the Reconstruction 
Finance Corporation announced that it will buy 
and sell insured mortgages. Chairman Jesse H. 
Jones said a $10,000,000 revolving fund had 
been made available to the RFC mortgage com- 
pany for this purpose. 

The RFC mortgage company also was au- 
thorized to lend money to companies formed for 
the purpose of helping property owners pay 
taxes. 

Several States have authorized formation of 

such companies to facilitate tax collections 
through the sale of tax warrants. Chairman 
Jones said today that these warrants are first 
mortgages on the property and for that rea- 
son had been found eligible for loans. 
_In_a letter to Stewart McDonald, assistant 
housing administrator, Chairman Jones ex- 
plained that the 32 offices of the corporation 
throughout the country would purchase mort- 
gages insured by the FHA at par and accrued 
interest. 

A discount of one-half of one percent will be 
charged, and purchases will be made only from 
banks and qualified lending institutions which 
make the original loans and which will agree 
to look after collections and other necessary serv- 
icing. The mortgages will be resold through 
qualified brokers and distributors who will be 
allowed a commission of one-half of one per 
cent. 





Resignation Is Accepted 


[Special telegram to AMERICAN LuUMBERMAN] 

Wasuincton, D. C., Aug. 28.—President 
Roosevelt has accepted the resignation of James 
A. Moffett as Federal Housing Administrator, 
effective Sept. 1, it was announced today. The 
resignation and its acceptance were revealed in 
an exchange of correspondence between the 
President and Mr. Moffett. The administrator 
had suggested several months ago that he be 
released from his duties. Mr. Moffett’s suc- 
cessor has not yet been named. 





Heavy Gains in Residential 
ae Permits 


W ASHINGTON, D. C., Aug. 26.—“AIll branches 
of priv: ate ps Baie activity are running far 
ahead of the 1934 rate of activity,” says Sec- 
retary of Labor Frances Perkins, in a statement 
released last week. The report continues : 
“Compared with the corresponding month of 
‘ast year the estimated cost of the buildings for 
which permits were issued in July shows an in- 
crease of more than 60 percent. At the same 
time, the number of permits for which con- 
tracts were awarded shows an increase of 37 
percent. All types of construction shared in the 
advance, but the greatest improvement is re- 
ported in residential construction. In July the 
indicated expenditures for new residential build- 


ings were more than three times as great as in 
the same month of last year.” 

The percentages of increase in number of 
buildings for which permits were issued in July, 
over a year ago, segregated according to type 
of construction, are as follows: 

New residential building, 183.4; new non- 
residential, 29.3; additions, alterations and re- 
pairs, 26.8; total, 36.7. 

Estimated cost, in each classification, shows 
the following percentage increases : 

New residential, 214.9; new nonresidential, 
18.4; additions, alterations and repairs, 35.9; 
total 61.8. 


House Erected in 72 Hours 


Manitowoc, Wis., Aug. 26.—To give the 





public an idea as to how a home is built and 
the materials put into it, local master builders 
co-operated in the erection of a ?-hour” 


niodel home during the “Diamond Jubilee” fair 
in August. When completed, the home was 
appraised by three local firms at $2,686. 

More than a score of workmen were engaged 
in its erection, including 16 carpenters, four 
plumbers, three masons and four electricians. 
They labored in three eight-hour shifts, with 





fleodlights aiding the work at night, to finish 
the project within the allotted “72-hour” period. 
The home was then completely furnished and 
opened for public inspection. 

Features of the home are the 2x12 joists. 
fully bridged, laid under the first floor ; matched 
flooring laid over the joists; 2x4 wall studdings 
on 16-inch centers; fully insulated with ap- 
proved material; matched sheeting covered by 
wood siding on the outside; natural stained 
wood stairway, with treads, risers and railing 
enameled to match the trim; selected wood 
shingles stained green; white pine cornice. 





“Checking Up" on First Year's 
Results in Northern Illinois 


On the first anniversary of the opening of the 
northern Illinois district office of the Federal 
Housing Administration at 134 North La Salle 
Street, Chicago, the volume of business done 
under both Titles I and II of the national hous- 
ing act has reached a figure in excess of $8,000,- 
000, according to Carroll H. Sudler, district 
director. Modernization loans under Title I to 
date number 10,655 for a total of $4,143,146, while 
loans, commitments and applications under Title 
Il total 761 in amount of $3,979,858, a grand 
total of $8,124,304. 

3y a careful check of building figures the 
consensus is reached by those engaged in the 
building industry that for every dollar borrowed 
for this work, six dollars is actually spent. 
Thus the total dollar volume which has been 
stimulated by FHA activity in northern Illinois 
would be in excess of $48,000,000. 





Acting Regional Director 
ls Appointed 


Wasuinoton, D. C., Aug. 26.—Appointment 
of C. I. McReynolds as acting regional direc- 
tor for Region 7 (succeeding Percy Wilson, re- 
signed), with headquarters in Chicago,, is an- 
nounced by Federal Housing Administrator 
James A. Moffett. Region 7 includes Illinois, 
Indiana, lowa and Minnesota. 

Mr. McReynolds has been attached to the 
Washington headquarters staff of the Federal 
Housing Administration since the inception of 
the program in August, 1934. He is a member 
of the bar and for many years was general 
manager for the General Motors Corporation 
in South America, with headquarters in Rio de 
Janeiro. 


A Neat “Way of Handling 
Waste for Fuel 


Omak, Wasu., Aug. 24.—The accompany- 
ing photograph illustrates the uniaue way of 
piling planer ends and factory waste in use 
by the Biles-Coleman Lumber Co., here. The 
company took advantage of the natural contour 
of the land near its plant, to 
construct of lumber a large to- 
boggan slide extending from the 
top, part way down the hillside. 
The factory waste, which is so 
desirable as kindling, is hauled 








Factory wood waste has been 

dumped ai the hilltop, and forms 

a pile ready to supply winter fuel 
demand 





by truck to the top of the hill 
* and dumped on the slide, down 

which it goes to form the pile 

shown in the picture. Near the 

bottom of the pile are built up 

skids (not visible in the pic- 

ture), on which a truck body 
may rest to be loaded for delivery to residents 
throughout the community. At the time this 
picture was taken, the pile contained about 1,500 
units of 200 cubic feet each, and by the time the 
winter demand for kindling begins, there will 
be an accumuiation of over 2,000 units. There 
is a good supply of fine dry pine kindling. 


Reclaiming ''Deadheads'’ With 
Dynamite 


The above is the title of an interesting story 
in the August issue of Ag-Ex News, or 
by the agricultural extension department of E. I 
du Pont de Nemours & Co. (Inc.), Wilmington, 
Del., which describes the manner in which valu- 
able pine logs are being salvaged from the silt 
in the bottom of the Menominee River in the 
upper peninsula of Michigan, where they have 
lain for years, relics of the old-time river drives. 
It seems that the mighty Paul Bunyan was the 
only operator whose brand could not be found 
on deadheads which dropped to the bottom of 
the river in those roaring days. With modern 
blasting methods, however, these logs are being 
salvaged with profit, and this story and its ac- 
companying illustrations tell how. 

On another page of the same issue is an 
illustrated description of the manner in which 
the stumps in cut-over pine land of the South 
are being salvaged for recovery of the turpen- 
tine, resin and other products by distillation. 

Copies of this publication will be sent to 
AMERICAN LuMBERMAN readers on request. 








ACCIDENTS in 1934 cost the United States 
$3,500,000,000, the National Safety Council re- 


ports. 
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National Production, Shipments and Orders 


Wasuincton, D. C., Aug. 26.—F ollowing is the National Lumber Manufacturers’ Association report for two weeks ended Aug. 17, 
three weeks ended that date, covering mills whose statistics for both 1935 and 1934 are available; also percentage comparison with stati 


tical mills for the corresponding period of 1934: 


TWO WEEKS: 


Percent 








Shipments Percent 


and for thirty. 
stics for iden. 











: Production Orders Percent 
Softwoods: — uso Mills 193 of 1934 1935 of 1934 1935 of 1934 
Southern Pine Association....... occ ccccces 153 62,549,000 147 62,695,000 135 64,261,000 141 
West Coast Lumbermen’s Association........ 211 179,938,000 103 194,811,000 93 188,719,000 117 
Western Pine Association.............eeee0- 110 143,777,000 193 109,789,000 164 97,973,000 169 
California Redwood Association............. 5 16,362,000 126 14,079,000 113 12,412,000 00 
POUMEMOTM: CVROGNR. cs ccvcnscccsevcoevevccenes 13 5,165,000 212 6,222,090 154 4,546,000 109 
ER IE ails cae guinea an ide audine wewe ae & 7 9,825,000 9S 5,558,000 110 4,738,000 101 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 22 5,392,000 139 3,926,000 140 2,604,000 117 
EIN ov cacecnckcasinetebadivks 52 423,008,000 431 397,080,000 115 275,253,000 Tag 
Hardwoods: 
Hardwood Manufacturers’ Institute......... 94 21,431,000 149 20,197,000 185 17,254,000 176 
Northern Hemlock & Hardwood Mfrs. Assn.. 22 2,394,000 143 4,105,000 134 3,463,000 150 
NS on dcocenvkedekddiesianas 116 23,825,000 149 24,302,000 173 20,717,000 = I7, 
I aid ig ee aa re oe eae ii ue aes 625 446,833,000 132 421,382,000 117 395,970,000 131 
THIRTY-THREE WEEKS: 
Softwoods: Pere 
Southern Pine Association Tere 155 912,949,000 119 ,017,733,000 132 1,043,408,000 138 
West Coast Lumbermen’s Association........ 211 2,243,210,000 101 2,468,115,000 124 2,562,435,000 119 
Ww estern Pine Association.............se000- 108 1,459,062,000 119 1,549,587,000 134 1,605,691,000 139 
California Redwood ae 15 206,038,000 97 233,227,000 120 245,774,000 133 
ps Srprese Ore TUT CTT OT TOP eT Cee 16 67,591,000 191 89,881,000 119 82,935,000 12 
Northern ee eeses ones eeteneecacecneansesec 52,067,000 102 53,359,000 102 49,277,000 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 22 64,865,000 149 35 415,000 143 59,341,000 = 
I oo ons docedeocesdxesscneen 535 5,005,782,000 110 5,467,317,000 129 5,648,861,000 128 
Hardwoods: 
Hardwood Manufacturers’ Institute......... 130 338,887,000 109 362,579,000 129 126 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 22 66,711,000 99 67,687,000 128 137 
ee SE vécetndceaveaeteuaddiewan 152 $05,598,000 107 "430,266,000 129 a: 128 
ey EE (o bacbbasnveoksSbNenrdinaducwres 665 5,411,380,000 110 5,897,583,000 129 6, 128 








Inland Empire Concern Takes 


Over Other's Stock 


KLAMATH Fatis, Ore., Aug. 26.—I. P. 
Ivory, of the Ivory Pine Co., announces that 


his company has taken over the stock remain- 
ing at the plant of the Shaw-Bertram Lumber 
Co., amounting to approximately 6,500,000 feet, 
and is selling this stock along with its own cut. 











LINDSEY 8-Wheel Log 







/ 


May (81302 


Wag on S Pat Sepa 1900 






fa Position 


continue to do "0 Load - 





the job cheaper 
and better for 
the practical log- 
ger. 





For snaking and 
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Sole Manufacturers 


WAGON CO. 
LAUREL, MISS. 


Relation of Unfilled Orders to Stocks 


WasHIncTon, D. C., Aug. 26. 





Following is a statement for eight groups of identical mills 


and two groups of flooring factories of unfilled order and gross stock footages on Aug. 17: 


Unfilled Orders 


Gross Stocks 











No. of 
Softwoods— Mills 1935 1934 1935 1934 
ee Tee 140 63,609,000 59,015,000 342,123,000 428,278,000 
I 211 423,450,000 410,006,000 976,977,000 1,305,622.000 
__. .. 5 eae 111 167,793,000 90,662,000 1,184,551,000 1,258,739,000 
California Redwood ............. 15 34,341,000 34,508,000 267,989,000 299,316,000 
Southerm Cypress ......cccccces 13 8,244,000 3,305,000 174,245,000 213,778,000 
Northern a ie alah aia nied ace coal ocr 7 4,567,000 4,386,000 127,124,000 167,934,000 
Northern Hemlock .............. 14 4,564,000 1,745,000 81,796,000 89,978,000 
Total Softwoods ..... 511 706,568,000 603,627,000 3,154,805,000 3,763,645,000 
Hardw 
Southern Hardwoods .......... 183 64,150.000 73,877,000 564,974,000 600,079,000 
Northern Hardwoods 20 13,901,0000 6,038,000 117,982,000 143,869,000 
Total Hardwoods ........... 203 78,051,000 79,915,000 682,956,000 743,948,000 
Total Lumber........ 700 784,619,000 683,542,000 3,837,761,000  4,507,593,000 
Flooring— 
ES a ee ae 75 11,941,000 8,265,000 53,344,000 63,720,000 
Maple, Beech & Birch........... 19 4,494,000 4,298,000 15,076,000 15,963,000 





West Coast Review 


[Special telegram to AMERICAN LuMBERMAN] 


SEATTLE, WASH., Aug. 28.—The 205 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
two weeks ended Aug. 24 reported: 
Production 192,233,000 
Shipments 222,138,000 15.56% over production 
Orders 222,107,000 15.54% over production 

A group of 205 mills, whose production re- 
ports for 1935 to date are complete, reported 
as follows: 
weekly cut for thirty-four weeks: 
66,888 000 


one Peano re 68,362,000 
Average cut for two weeks ended 
ME UE 4c cede dee ea hkole eee eens 96,117,000 


A group of 205 mills whose production for 
the two weeks ended Aug. 24 was 192,233,000 
feet, reported distribution as follows: 





Unfilled 

Shipments Orders Orders 
erry 75,212,000 66,378,000 113,807,000 

Domestic 

cargo...194,587,000 116,875,000 238,863,000 
Export 25,620,000 22,135 000 70,978,000 
Local 16,719,000 | 
222,138,000 222,107,000 423,648,000 


A group of 205 identical mills, whose reports 
of production, shipments and orders are com- 
plete for 1934 and 1935 to date, reported as 
follows: 

Aver. for two 
weeks ended Aver. for 34 weeks ended 
Aug. 24, 1935 Aug. 24, 1935 Aug. 25, 1934 


Production 96,117,000 68,362,000 66,888,000 
Shipments 111,069,000 75,566,000 60,894,000 
Orders 111,054,000 78,324,000 64,989,000 


A Brief Summary of Effects of 
Taxes on Private Forestry 


All important aspects of the forest tax prob- 
lem are commented on in a 16-page summary 
of the comprehensive Forest Service report 
entitled “Forest Taxation in the United States,” 
which summary has been prepared by R. Clif- 
ford Hall, assistant director of the Forest Tax 
Inquiry, Forest Service. First is presented a 
review of the manner in which the tax burden 
is incurred through costly and inequitable local 
administration; then past efforts to relieve the 
forests of an unfair share of the tax burden are 
noted and European solutions described. The 
probable effects of various proposed schemes 
for forest taxation are analyzed. The conclu- 
sion reached is that removal of the tax obstacle 
to private forestry is well worth while, in that 
it would give forestry an equal opportunity with 
competing land uses, but that adjustment ol 
taxation can form only part of a well-rounded 
program) designed to promote the productive 
use of private forest lands. Copies of “The 
Forest-Tax Problem and Its Solution Summar- 
ized” may be obtained for 5 cents from the Su- 
perintendent of Documents, Washington, D. C 





IRREGULAR walls often give a room a broken 
appearance and make it hard for the housewife 
to arrange her furniture in satisfactory group 
ings. This fault can be remedied by building 
bookcases in the indented sections, giving the 
room an uninterrupted wall. 
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AMERICAN LUMBERMAN 


NRA to Seek and Study Facts 


NRA Survey of Lumber 
Has Begun 


WASHINGTON, D. C., Aug. 26.—It is stated 
oficially at NRA that a study or survey of 
the lumber industry is being made by that or- 
ganization. This 1s quite in line with studies 
that are being, or will be made, of other major 
industries. ; ; 

The lumber survey—which will deal with 
manufacturing, wholesaling and retailing—is 
wider the general direction of Peter Stone. It 
has already been begun, and will require from 
thirty to sixty persons during its course. 

NRA will ask for the co-operation of all 
branches of the lumber industry for this sur- 
vey, and it is expected that the actual work, 
including any field work that is necessary, will 
he completed by the last of this year. 

Mr. Stone states that his survey will try to 
reach the fundamentals of the industry, and 
it will be available when completed. He be- 
lieves that it will be of value to the industry 
generally. As the study goes along, Mr. Stone 
intends to ask for an advisory committee from 
all branches of the industry, and he will also 
seek the co-operation of the various trade as- 
sociations. 


To Use Social Science Reseach Outline 


While in most of the industry studies that 
are being carried on by NRA, outlines have 
heen compiled by members of the NRA staff, 
the lumber study officials will use as their out- 
line the “Scope and Status of Research in For- 
est Economics” which was published by the 
Social Science Research Council. 

Dr. Leon C. Marshall, director of the Divi- 
sion of Review of NRA heading up all of the 
industry studies, in sending copies of this out- 
line to those working on the lumber study, 
says that “any study we make should readily 
vield, as a byproduct, such an analysis of the 
scope and status of research in the field con- 
cerned.” “Obviously,” he states, referring to 
the outline, “this document is not to be re- 
garded as an official document which is avail- 
able for general distribution. It is for use solely 
within our own organization.” 


President Surveys Lumber 
Changes Since Code 


Wasuincton, D. C., Aug. 26—Just before 
the adjournment of Congress, the President sent 
a communication to Senator Pat Harrison, of 
Mississippi, chairman of the Finance committee, 
in which he stated that at the next session of 
Longress he would want some action on a per- 
manent NRA body. In this connection, he sent 
along some tabulations which had been made by 
NRA of so called “chiseling” in various indus- 
tries since the adverse court decision. 

Without stating whether the lumber firms in- 
volved were manufacturers, wholesalers or re- 
tailers, the table shows that in July of this year 
lumber firms made 172 hour, 24 wage, and 
‘3 hour-and-wage changes, and 99 cut prices. 





NRA to Gather Facts 
on Retailing 


_ Wasuineton, D. C., Aug. 26—NRA has 
instructed its regional and State directors to 
initiate a field survey of the retail lumber busi- 
hess, to determine changes in labor and trade 
Practice standards which have resulted in these 
industries since the termination of the Code. 
he survey is being undertaken to furnish data 
vl @ representative and uniform nature to the 
-ommittee on Changes in Labor and Trade 
ractice Standards. 

NRA representatives will confine the survey 


to the metropolitan areas in which they are lo- 
cated, and seek factual information as to the 
number of employees; the present average 
hourly earnings of employees who receive less 
than Code minimums; the number of employees 
now receiving less than Code Minimums; 
changes that have taken place in hourly earn- 
ings of other employees; the number of hours 
worked per week; the extent to which overtime 
is now used, and the change (if any) in the 
rate of overtime pay since the abolition of the 
Codes. Information as to changes in the terms 
and conditions of employment in the field of 
child labor, handicapped employees, female em- 
ployees, apprentices, home work etc.; and any 
zonditions affecting net wages, such as waiting 





39 


time, deductions for spoilage, services, meals to 
employees etc. will also be obtained. 

It is pointed out that the survey, which is 
merely for fact-finding purposes, is in no sense 
an investigation of individual concerns, and that 
the data assembled will be held as confidential 
information by the Government. 


Commitee Will Assist in 
NRA Study 


[Special telegram to AMERICAN ‘'LUMBERMAN] 
WasHincton, D. C., Aug. 28.—President 
John Watzek and other officials of the Na- 
tional Lumber Manufacturers’ Association con- 
ferred today with Peter Stone, who is in charge 
of the NRA lumber study. It was announced 
that as a result of the conference a committee 
of the manufacturers’ association will be ap- 
pointed some time early in October to assist 

NRA in this study, and to review its work. 
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| Costs Less Installed Than Any Ordinary Window 





Huttig of Muscatine pioneered in 1933 in introducing the Red-E-Fit 
Rot-Proof Window—a window that fits any standard frame, that is 
already fitted for installation, and which carries a guarantee against 


rot and decay for twenty-five years. 


Right from the start this window has been a tremendous success. 
Actual experience has shown a saving of 25 to 50 cents per window 
on installation. For example, the bottom rail of every window is 
beveled. The check rails are cut out to fit over the parting stop. Each 
section is ploughed and bored for cord and weight. A special fea- 
ture is the dove-tailed putty lock; another, the improved rabbeted 
check rail. 





Above we show how the putty is vir- 
tually locked into the wood, a feature 
not found in any other window. 








Above is shown the improved rabbeted 
check rail. It allows freedom in 
operation, but prevents wind, dirt and 
drafts from coming in. 


Be the Dealer in Your Community 
to Supply the Trade with 
Red - E - Fit, Rot - Proof 
Guaranteed Windows 


The Red-E-Fit Rot-Proof window is 
readily identified by the Red-E-Fit 
trade mark. Look for this trade mark. 
It is electrically branded on the edge 
of each sash. It insures our twenty-five 
year guarantee. 


Red-E-Fit Rot-Proof windows are sold 
only through jobbers and dealers. They 
fit in any standard frame. The cost is 
less than for any ordinary window. 
Ask your jobber for Red-E-Fit litera- 
ture—or write us for sample literature 
and name of jobber nearest you. 


HUTTIG MANUFACTURING CO. 


Address Box 517 
MUSCATINE, IOWA, 
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DEAUOdoll MA s-\elelate 


Love wagons stand up to the toughest 
logging job. We put the stuff into 
them. They're well made from choice, 
selected, air dried Hickory and Ash, 
scientifically braced for strength and 
rigidity. May we send more detailed 
information and prices? 


Love VVagon Co, 
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WHITE PINE (2h— 
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Also California hite 


and Sugar Pine 
Fir Wallboar 


Cedar and 
William Schuette Company 


West Coast Products 
New York 


Office—220 Sth Ave. PITTSBURGH, PA. 
















DOWNTOWN ST. LOUIS 


Fine Food at Reasonable Prices 


Aoiel “tkennose 


OUTSTANDING ROOM VALUES 
$2.50 up 




























We're supplying the needs of exact- 
ing buyers for furniture factories, sash 
and door plants, retail yards, etc. 

We'll satisfy you, too, because we specialize 
in Northern Veneers and Plywood. 


mga We also invite orders for Northern Pine, Spruce, 
Hemlock, Cedar Posts and Poles, Lath, Shingles, and 
“Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


ing 
Manufacturers 
Association 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office: N. J. Clears Lumber Co., 


Suite 447, Monadnock Block 
Minneapolis Office: G. W. Critten, 516 Lumber Exch. 



















YO U R REQUIREMENTS FOR 


HARD MAPLE — BIRCH 
BASSWOOD — SOFT ELM 

BROWN ASH — HEMLOCK 

SOFT MAPLE—WHITE PINE 

CAN BE PROMPTLY 

FILLED FROM OUR LARGE 
17 WELL BALANCED STOCKS 
VON PLATEN - FOX COMPANY 
IRON MOUNTAIN, MICHIGAN 














The Way of Nature 


Green grasses grow not in a row 
But as the seeds may scatter, 

And groups of trees, if twos or threes 
Is no important matter. 

Some like a line, some friends of mine, 
Of flow’rs that make a border, 

But I prefer to see them, sir, 
In orderly disorder. 


Men make their parks with curves and arcs, 
Canals with certain bridges, 

But anytime I'd rather climb 
Along these rocky ridges. 

Their ponds are fair, but round or square, 
As engineers may plan it, 

But I will take a little lake 
About as God began it. 


And so with men: though now and then 
We put them in their places, 

Say how to grow, and thus and so 
To do in certain cases, 

No law or State can make them great, 
Or small by regulation. 

Man, flow’r and tree are better free 
To seek their own salvation. 


We See b' the Papers 


God reigns, and the Government at Washing- 
ton still gives. 

The business trend is mixed, but it has noth- 
ing on the business man. 

The best bill we can think of would be a bill 
to repeal all the other bills. 

The statistical profession began two years 
behind at the beginning of time. 

War is threatening, and Washington is itch- 
ing to jump in and save democracy again. 

If we remember rightly, we saved democracy 
once before, and now look at the darned thing. 

The Congressmen have gone home, and yet 
some people say they have no courage. 

When we were a boy, people who wouldn't 
work and tried to live off others were not called 
clients. 

A man of 97 has just married his house- 
keeper of 73. Not, however, because of any 
scandal. 

Prosperity is just around the corner, but, 
alas, we are not one of those who have cor- 
nered it. 

We shall always remember the high spots 
of this year’s vacation, especially the high cost 
ot living. 

Mr. Roosevelt very properly always refers 
to it as “the Congress.” You could hardly call 
it a Congress. 

We think we would show our humanity and 
statesmanship ; but unfortunately that isn’t what 
we would show. 

When the big coal operators get theirs at 
Washington, the little coal consumers get 
“theirs” at home. 

And, by the way, while we were so busy 
saving democracy we ought to have saved a 
little for ourselves. 

In case of war we personally don’t care how 
many embargoes they put on arms, just so they 
leave us the free use of our legs. 

What makes Glass, Vandenberg and fellows 
like that look so much like real senators is be- 
cause they have so little competition. 


We are glad we were not around when Lex- 
ington fired the shot heard ’round the world. 
We wouldn’t have known where to go. 


China reports that the Grand Canal is burst- 


ing its banks. We supposed that it was our 
silver policy that was bursting its banks. 


Foreigners who bought American “gold” 
bonds will be paid in full. But, anyway, we 
never use the best china except for company, 

The American idea of neutrality is, if a bie 
fellow is picking on a little fellow, to jump in 
and hit them both, but don’t hit the big felloy 
where it will hurt him. 

Mr. Hoover and the RFC to the contrary 
notwithstanding, the worst thing a government 
can do for a man is to give him money, and 
the next worse thing is to lend it to him, 

A fatalist is a man who believes that, evey 
if he hadn’t been smoking cigarettes in a room 
full of excelsior, the planing mill would haye 
burned down at just that hour, anyway. 


Between Trains 


HARRISBURG, ILL.—It was four years. since 
the Kiwanis Club had had us here, which we 
all agreed, from Judge Hancock down, was 
altogether too long. Well, a great day and 
night it was, with the dinner at night, and 
winding up with a reception at the home of 
Mrs. Roy Seright, who isn’t a lumberwoman, 
but is the next best thing to it, woman pub- 
lisher of the local daily. And whom do you 
suppose we found mayor? None other than 
your old friend Ray Durham, former president 
of the Illinois retail lumbermen. With men like 
Ray for mayor and fellows like the Judge for 
judge—well, we talk a lot of politics, and get all 
het up advocating something that we hadn't 
heard of a year ago, but good government, 
like charity, begins at home; and Harrisburg 
has made a good beginning. 


ANN Arbor, MicH.—The Michigan School- 
masters’ Club met here today and tonight at 
the University, and elected a school mistress 
president! At the right of us we found Presi- 
dent Ruthven, who confessed some of the cares 
of a university president, and invited us up to 
Frankfort, which is now a summer resort and 
not a sawmill town, this summer. And we may 
go, at that. There is nothing that cheers us as 
much as to find that the other fellow’s job isn't 
a bed of roses, either. It keeps us from want- 
ing to feed on the other side of the fence. 


The Saving Grace 


The boss might be bad, for such bosses we've 
had, 
And I don’t mean the one who would cuss, 
lor a swear-word or two wouldn’t hurt even 
you, 
So it didn’t mean nothin’ to us. 
Yes, the boss could be tough and his language 
be rough, 
3ut there’s one thing the firm understood: 
The boss might be mean as we ever had seen— 
3ut the cooking, at least, must be good. 


The hours might be long and the wages be 
wrong, 
And the country up hill and down dale, 
The wanigan stock, whether Peerless or sock, 
Might be faded or rusty or stale, 
The bunks might be hard and be short by 4 
yard, 
And nothing much else what it should, 
The weather be of more below than above— 
But the cooking, at least, must be good. 


I just met up with Jack, and I got thinking back 
To the days when we logged on the Clam. 
He has married a dame, and he showed me the 

same. 

I’m a bach, and I’m gladder I am. 
Though I'd like to be kind to the lady in mind, 
3e as kind as a gentleman could, . 
Still I can’t help but say that I thought right 

away, . 
“Well, the cooking, at least must be good. 
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What the Associations Are 
Planning and Doing 


(Inc.), 
meet- 


Hardwood Producers 


10-11—-Southern ; 
Organization 


Sept satel Peabody, Memphis. 


ing. 
Sept 12—-Southern hardwood representatives to 
e* eonfer with southern railroad executives on 


rate reduction to meet that from Pacific coast, 
Washington, D. C 
Sept. 25 or 27—National Wholesale Lumber_Dis- 


tributing Yards Association, Congress Hotel, 
Chicago. Annual. 
Sept. 26-27—National Hardwood Lumber Associa- 


tion, Congress Hotel, Chicago. Annual. 


93-26—Pacific Logging Congress, Hotel Van- 


Oct. «< ; 

‘ couver, Vancouver, Lb. C. Annual. 

Noy. 13-15—United States Building and Loan 

League, Netherland-Plaza Hotel, Cincinnati, 
Ohio Annual, 





A Dinner for the Old-Timers 

In addition to program features for the an- 
nual convention of the National Hardwood 
Lumber Association in Chicago, Sept. 26 and 
27, previously announced in the AMERICAN 
LUMBERMAN, a new and interesting feature 
announced by Secretary McClure will be a spe- 
cial dinner party to which President Harder 
and other association officers plan to invite a 
representative from each concern which has been 
on the membership rolls continuously for 30 
years or longer. More than 30 concerns qualify 
jor classification in the Thirty-Year Club. 
Many of these concerns are now under the 
management of sons or other successors of the 
original founders. Mr. McClure says: “This 
dinner, set for the evening of Sept. 27, will 
bring together both old and young men in 
association experience, and it is expected to 
develop interesting discussions regarding the 


1 


history and traditions of the organization.” 





Southern Hardwood Organization 
Mempuis, TENN., Aug. 26.—A general meet- 
ing of southern hardwood manufacturers has 
heen called for Tuesday and Wednesday, Sept. 
10 and 11, according to announcement made 
here today by the committee appointed to or- 
ganize an association—named temporarily the 
Southern Hardwood Producers (Inc.)—to suc- 
ceed the Hardwood Manufacturers’ Institute 
(Inc.). Jack Welsh, Memphis, is chairman of 
the committee and other members are F. W. 
Schatz, Helena, Ark.; P. P. Joyes, Louisville, 
Ky.; K. L. Emmons, P. D. Houston, of Mem- 
phis; Blutcher Blair, of Blountsville, Fla.; 
red Arn, Mobile, Ala., and F. H. Hall, New 
\lbany, Miss. Notice of the meeting is being 
sent out today to every producer of hardwood, 
and it is hoped that nearly 500 will attend. 
On the first day, committees can be appointed 
to write a constitution, name officers and direc- 
tors, and to decide just what duties the organ- 
ization shall perform; and on the second day 
the permanent organization will be perfected. 
It was first thought that the meeting would be 
held in New Orleans, but a questionnaire de- 
veloped that the majority felt that Memphis 
was the best place. 





New Carolina Groups Organized 
Cuartotre, N. C., Aug. 26—The Carolina 
Retail Lumber & Building Supply Dealers’ As- 
sociation has organized, under the wing of the 
parent body, a number of groups of local deal- 
ers throughout the Carolinas. A series of meet- 
ings with these local groups was recently held 
by Victor W. Wheeler, secretary-treasurer of 
the association. The last three of the total of 
eleven locals to be formed were: Central South 
Carolina Building Material Dealers’ Associa- 
tion, with headquarters at Columbia, S. C.; 
- L. C. group, with headquarters at Gastonia; 
and S. U. C. Lumbermen’s Club, with head- 
quarters at Spartanburg, S. C. Each group 
embraces several counties. 
M. R. Bagnal, of Columbia, is president of 
the New Central South Carolina Building Ma- 
terial Dealers’ Association. J. S. Ketchin, of 








Winnsboro, is vice president, and J. B. Leek, of 
Columbia, is secretary-treasurer. 

K. E. Neely is temporary chairman of the 
new S. U. C. Lumbermen’s Club, pending elec- 
tion of officers. 

J. B. Beal is president of the new C. L. C. 
group, and R. M. Johnston is vice president, 
and R. H. Davis, secretary-treasurer. They 
are all from Gastonia. 

Others of these local bodies, now active, in- 
clude: Piedmont Building Material Dealers’ 
Club, meeting at Lenoir; Central Carolina 
Group; Palmetto Building Materials’ Associa- 
tion, meeting at Greenwood, S. C.; Pee Dee 
Building Material Dealers’ Association, meeting 
at Hartsville, S. C.; Textile Lumber Dealers’ 
Association, meeting at Greenville, S. C.; and 
Sandhills Builders’ Supply Association, meeting 
at Pinehurst. 





Want Intercoastal Work Continued 


3ALTIMORE, Mp., Aug. 26.—Members of the 
Baltimore division of the Intercoastal Lumber 
Distributors’ Association met at the Southern 
Hotel here the evening of Aug. 22 to listen to an 
address by R. T. Titus, the executive secretary of 
the national organization, on the reasons for 
maintaining the latter and undertaking to work 
along definite lines, now that there is no Code to 
regulate the business. Mr. Titus emphasized the 
importance of trade promotion and co-operation. 
The Intercoastal association, he explained, would 
in the future concentrate its energies upon the 
matter of advising buyers as to the grades, sizes 
and woods which could be used to the best ad- 
vantage for various purposes. The expense of 
carrying on the work in view is to be met by 
dues fixed according to the amount of business 
done. The distributors present manifested a 


keen interest, and strongly indorsed the views 
advanced by 


Mr. Titus. Arthur V. Charshee 





Lumber Dealers 

Biroxr, Miss., Aug. 26.—At the recent mid- 
summer meeting of the Mississippi Retail Lum- 
ber Dealers’ Association, held here, one of the 
principal speakers was W. F. Williams of 
Orlando, Fla., chairman of the Secretaries’ Con- 
ference, which is an organization of secretaries 
of lumber dealer associations throughout the 
United States. 

W. M. Lockhart, secretary-manager, report- 
ing on activities cf the association, among other 
things said: 

We have been working since the Code went 
out to retain the good features of NRA. The 
building industry in Mississippi is back to 
normal, with few unemployed carpenters 
and bricklayers, and the FHA has had much 
to do with this. Our association, with 86 
members, represents 85 percent of the volume 
of retail lumber business in the State. 

J. R. Perry, of Jackson, president of the 
association, presided over the sessions, which 
continued for two days, the business sessions 
being interspersed with a banquet on the first 
evening and a trip to Ship Island during the 
afternoon of the second day. 


To Demonstrate Tractor Logging 
Vancouver, B. C., Aug. 24.—Forestry men 
and others interested in logging methods are 
looking forward to a demonstration to be held 
in connection with the Pacific Logging Con- 
gress opening at Vancouver, Oct. 23. Under 
the direction of President R. J. Filberg, ar- 
rangements have been made for a complete 
demonstration of tractor hauling, road build- 
ing, trucking, bulldozing, cold decking, and all 
phases of logging activities. The site is on 
land off the Dewdney Trunk Road, in the 
Maple Ridge Municipality, where logging op- 
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erations are being pursued. Six tractors, with 
equipment, will be in operation. These tractors 
will be of three types. Special reference will 
be made in papers to the demonstrations, and 
discussions of them will take place during the 
convention. 


Getting the Most Out of Your 
Shaper 


The number of different woodworking op- 
erations to which a modern power shaper is 
adapted, is almost limitless. The average user, 
in retail lumber yard or planing mill, should be 
able to turn it efficiently to a much wider variety 
of jobs if he will accept the benefits from several 
years of persistent study of practical applications 
of the shaper undertaken by W. H. Rohr in com- 
piling “Modern Shaper Practice,” a liberally il- 
lustrated pocket-size manual of 191 pages. The 
first four chapters and the three final ones are 
devoted to giving the reader a broader under- 
standing of the machine’s possibilities by describ- 
ing its construction and method of operating, 
and there are also chapters on knife making, 
and on transmission. How to shape with guides, 
guide collars, an outline pattern, or forms—are 
subjects dealt with in separate chapters, supple- 
mented by chapters on unusual methods and on 
miscellaneous shaper work, and one on the “free- 
hand” shaping of stair crooks. This helpful lit- 
tle volume, substantially bound in fabricoid, may 
be obtained for $3, postpaid, from the AMERICAN 
LLUMBERMAN. 








THE HOUSE that boasts a pantry may greatly 
facilitate the business of serving by taking a tip 
from a housekeeper in a New York apartment. 
Shelves have been built against the wall between 
the kitchen and pantry and in the center of 
this wall an opening was made providing for 
a turntable on which food may be placed. Dishes 
can be placed on the table in the kitchen and 
served from the pantry. This table can be com- 
pletely shut off from view when not in use. 
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Baltimore Sales Club Makes Plans 


BALtimore, Mp., Aug. 26.—With the summer 
months drawing to a close, the Baltimore Lum- 
ber Sales Club, which has remained inactive for 
some time, is beginning to stir itself. A meet- 
ing is to be held about Sept. 8, at a place yet 
to be determined, at which the work to be un- 
dertaken during the fall and winter will be out- 
lined. H. A. Crane is the president of the club, 
with Arthur V. Charshee the secretary-treas- 
urer. 


A Day's Fun and Chicken Dinner 


Detroit, Micu., Aug. 26.—Rain or shine, a 
good time for all is promised by the Michigan 
Association of Lumber & Sash & Door Sales- 
men, in issuing a general invitation to all lum- 
bermen to attend its annual picnic on Satur- 
day, Sept. 14, 1:30 p. m., at Frankmuth, Hu- 
binger’s Grove. There'll be games of all kinds, 
and a chicken dinner at 6:30. Tickets, which 
include dinner, beer and everything, can be had 
from Secretary Al Blixberg for $1.75. 








Hoo-Hoo Present Flagpole to City 
in Colorful Ceremony 


SPOKANE, WasH., Aug. 26.—At the opening 
of a new municipal golf course by the city of 
Spokane at Indian Canyon, C. L. Coffman made 
the speech of presentation for the Spokane Hoo- 
Hoo Club, giving to the city and golf grounds 
a perfect 80-foot flag pole that had been placed 
in front of the new club house. A troop of 
30y Scouts, sponsored by Hoo-Hoo, conducted 
the flag raising ceremonies. 
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British Columbians Hope fo, 
Market Revival 


Vancouver, B. C., Aug. 24.—The lumber 7 
dustry, chief employer of labor in British Co. 
lumbia, has started to recover from the serioys 
slump which it encountered early in July, fo, 
the first time in nearly two months, production 
showed an increase during the middle of Ay. 
gust. The log output totaled 31,451,000 feet, 
as against 27,682,000 feet the previous week 
While the gain was small, it was regarded a 
highly significant, since it marked the end of 
period of heavy decline. 

Logging operators said the output had jp. 
creased following the reopening of several large 
camps. Many of the chief camps, however, are 
still closed, but hope to open, if market cop. 
ditions improve, some time in September. The 
present rise in production, it was stated, js 
based on the hope of timber operators that the 
market will improve. They are hoping par- 
ticularly for some resumption of shipments to 
China, which have been virtually at a stand. 
still since early spring, and for a gain in the 
slack Australian demand. Sales generally will 
have to show a heavy increase before timber 
production and employment in logging camps 
return to the figures registered in the early 
summer, when over 50,000,000 feet of logs a 
week was being scaled. That was before Japan 
imposed an embargo on British Columbia tim- 
ber, which cost British Columbia a business of 
something over 7,000,000 feet a month and 
eliminated jobs for some fifteen hundred men. 

The end of the Japanese trade has caused 
the Alberni Pacific Lumber Co., at Alberni, 
to reduce its operations greatly by the elimina- 
tion of its night shift of 230 men. One of the 
company’s camps has been closed. The opera- 
tors have on hand large quantities of Japanese 
squares which had been manufactured for the 
Japanese market when it suddenly collapsed. 
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72: Rate Helps Eastern Mumby Dealers 


Eastern users of Sustained Mumby Quality products will be interested in the new 72-cent Transcontinental 
Freight Rate which puts rail shipments into the territory practically on a par with shipping by boat. Whether 
or not the new rate becomes a permanent fixture depends on the increase in the volume of rail shipments 
during the trial period until January Ist. 


Meanwhile, the upswing in building and modernizing continues and Dealers who are planning Fall Sales 
Campaigns are invited to take full advantage of the fine Mixed Car assortments offered in Sustained Mumby 
Quality Products—Douglas Fir, West Coast Hemlock and Western Red 
Cedar Lumber and Shingles. 


If you desire, you can include in the car a selection of the popular 
new End-Matched items—Siding, Flooring, Ceiling, 1” and 2” Common, 
Fir or Hemlock, in our Special Tite Grade permitting 100% utilization. 


Just drop a line—or communicate with our 
nearest representative. We'll be glad to work 
with you in your plans for Fall business. 


BORDEAUX, WASH. 


For information about Mumby stock or service write, phone, or wire our nearest representative: 


Fraser- <INNESOTA: P. H. Betzer, 300 Wilmac 
Bidg., Minneapolis. 


NORTH DAKOTA and Northwestern Min- 


St. Louis nesota: Murfin & Trace, Fargo. NEBRASKA: Prestegaard Lumber Co. 

7823 SO. DAKOTA: L. W. Armin, Sioux Lincoln. 

Falls. 

. IOWA, MISSOURI, KANSAS, OKLA- 
COLORADO, WYOMING and UTAH— HOMA: Gunter Lumber Co., Kansas 

Henshaw, Ellwanger-McCaddon, 1301 City, Mo. 

Wisteh 1 , Wazee St., Denver, Colo. 

irick Lumber i WISCONSIN: A. F. Krapfel, Madison; 
Kalamazoo; TEXAS: W. F. Nelson, Dallas; Guy M. W. A. Schneider, A a — ry 


Chisolm, Amarillo,. Northwest Texas and 
Eastern New Mexico, 


Lumber & Shingle Co. 


NORTHERN INDIANA: 
rick Lbr. 
Kalamazoo, Mich. 


Milwaukee; Ben Nuzum Lumber Co., 
Tomah, 
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Douglas Fir Delegates to Argen- 
tine Report on Trip 


SEATTLE, WASH., Aug. 24.—On the night of 

Aug. 14 the Douglas lir Exploitation & Ex- 
ort Co.—which handles export sales for the 
bulk of the cargo shipping mills in the Douglas 
fir region of Washington and Oregon—held a 
dinner meeting of the stockholders, primarily 
jor the purpose of listening to reports of the 
company’s delegation which recently returned 
from a three months’ trip to the Argentine. 
Following the stockholders meeting, the board 
of trustees met to take action on more or less 
routine company matters. 

The meeting was presided over by E. W. 
Demarest, Pacific National Lumber Co.,, 
Tacoma, who is chairman of the board of trus- 
tees of the export organization. The commis- 
sion which made the trip to the Argentine was 
composed of Lee Force, Seattle, president_ of 
the Douglas Fir Exploitation & Export Co.; 
Maj. E. G. Griggs, Tacoma, honorary chairman 
of the board, and E. D. Kingsley, Portland, a 
member of the board. 

Maj. Griggs and Mr. Force left the Pacific 
Coast in April, stopping in Chicago, and later 
were joined by Mr. Kingsley at Washington, 
D. C., where the three members of the commis- 
sion were courteously received by the State De- 
partment and Department of Commerce, and 
offered every assistance. The purpose of the 
trip was to investigate the possibilities of in- 
creasing the market for Douglas fir in the Ar- 
gentine. 


Fir Needs More Promotion in United States 

While in New York an incident occurred 
which made a strong impression on all the 
members of the commission, indicating that 
there is room right in their own country for a 
good deal of educational work regarding Doug- 
las fir. The delegates visited the New York 
Museum (of Natural History and were inter- 
ested to see the extent of the wonderful ex- 
hibit shown there. However, they found that 
in the forest products display there were ex- 
hibits of all the woods they knew anything 
about, and many they had never heard of, but 
were amazed and disappointed to find that the 
only exhibit of Douglas fir was labeled “Doug- 
las spruce.” While the delegates were there, a 
class from one of New York’s public schools, in 
charge of its teacher, was searching the forest 
products exhibit for answers to a questionnaire 
it had. These Pacific Coast lumbermen were 
disappointed to think that the only information 
regarding Douglas fir these school children re- 
ceived was misinformation. 

See Possibilities for Increasing Market 

The delegates sailed from New York in 
May. They disembarked first at Rio de Janeiro, 
and after a short visit there went on to Buenos 
Aires, from which city they visited important 
centers in the Argentine. 

They found Douglas fir gaining in popularity 
and in the percentage of softwood imports into 
the Argentine. They found the country pro- 
gressive and prosperous, and were greatly en- 
couraged to believe that it will provide an in- 
creasing market for Douglas fir. 

Brazil has large forests, consisting largely 
of hardwoods, and is a competitor to be recog- 
nized. Fir has been used largely in the com- 
mon grades and for high class construction 
work. There would probably be greater de- 
mand for fir upper grades for other uses if 
remanufacturing plants in the Argentine were 
equipped with kiln drying facilities. Both lum- 
ber and millwork manufacturing plants there 
are of obsolete type as compared with those in 
the United States. 

Importers spoke well wf Douglas fir, and 
stated that they had less trouble with claims on 
fr shipments than those on any other lumber. 

As is well known, the Argentine is a great 
f producing country, and has been and _ is 


quite anxious to secure:a market in the United 
States for some of its meat. The meat from 
the Argentine is of the finest quality, and large 
quantities of it are shipped to Great Britain regu- 
larly. Exports to the Argentine are limited to 
some extent in accordance with the balance of 
trade. The Argentine at present imports from 
the United States an average of about twice 
as much as it exports to the United States. The 
United States State Department is alive to this 
situation, and hopes through trade agreements 
to build up the export business of the United 
States, which is so vital to many of this coun- 
try’s industries. 


Three Reports on the Trip 


President Force led the discussion by re- 
counting in considerable detail the history of 
the trip, contacts made, the information received 
and general impressions. He was followed by 
Mr. Kingsley, who gave a more colorful de- 
scription of the Argentine cities and the com- 
mission’s reception there. Maj. Griggs con- 
cluded, emphasizing the possibilities in the Ar- 
gentine, and some of the things necessary to 
take advantage of them. He filed with the 
board of directors a comprehensive report, and 
he also displayed samples of flooring being 
manufactured in the Argentine, and a scrap 
book of photographs, maps and printed mat- 
ter, which in itself comprised a graphically in- 
teresting report of this trip. 

Most of the lumber shipped to South America 
is to satisfy agricultural construction needs, 
according to Maj. Griggs, although a great deal 
of it is used in city construction. Southern 
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pine heretofore has been used in most of the 
construction work, but in the last five years, 
according to Maj. Griggs, Douglas fir has come 
ahead rapidly. This gain, he said, is due both 
to the fact that advantages of Douglas fir are 
being recognized, and that there has been a 
shortage of southern pine. 

Many of the business interests contacted by 
the Pacific Northwest delegates while they were 
in South America were reached through Leng, 
Roberts & Co., Buenos Aires representatives of 
the Douglas Fir company. 

The export company represented by Messrs. 
Griggs, Force and Kingsley was organized 
some 18 years ago to make business connec- 
tions in lumber markets of South America, 
Europe and the Orient. During this period, 
all member companies have pooled their export 
business. Exports have been made on a pro- 
rata basis, depending on the capacity of the 
individual mills. 


Extends Railroad to Tap Fine 
Tract of Poplar > 


Tioca, W. Va., Aug. 26—In order to tap 
a tract of fine virgin timber, the Birch Valley 
Lumber Co. is extending its railroad into what 
is known as the Hegarty and Stephenson tract. 
This comprises about 6,000 acres, and is one of 
the few virgin stands of poplar remaining in 
West Virginia. Commenting on this action, 
J. R. Campbell, manager of the Birch Valley 
Lumber Co., said: “This tract contains the 
finest stand of yellow poplar timber we have 
ever operated.” 

Mr. Campbell reports an improved business 
during the past few months, with most prices 
quite firm. Automobile concerns have pur- 
chased substantial quantities of Appalachian 
hardwoods. Asked for a forecast of business, 
Mr. Campbell said: ‘We are hopeful that the 
country will regain its sanity and, if so, of 
course plenty of business will be assured.” 
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and Secrntes! 


PROTECT ALL EXPOSED WOOD WITH 


EASTMAN NOuj Duk wooo preseaver 


Log houses, foundation timbers, fences, warehouses 
and all exposed woodwork should be protected from 

the attacks of decay and termites. NO-D-K fur- 
nishes this protection at low cost. Application 
is easy with either brush or spray. 


Write for our new free wood preservation guide 
entitled “Preservation with Eastman NO-D-K." 


TENNESSEE EASTMAN CORPORATION 


KINGSPORT, TENNESSEE 
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Ample Production for All Your Needs 


We have sufficient capacity behind us to supply 
all your requirements in Arkansas Shortleaf—and 
you're always sure of getting bright, straight, care- 
fully manufactured stock. Rely on us for your 
Finish, Flooring, Siding, Casing, Base, Dimension, 
Boards, etc. Kiln dried or Lignasan dipped air 
dried lumber—careful loading—prompt shipments. 
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Camden. Ark. 
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Santa Fe, N. M., Aug. 26—More than 
seventy lumber dealers of the State met in the 
La Fonda Hotel here Aug. 16 and 17 for the 
second annual convention of the New Mexico 
Lumber Institute. Many of the retailers were 
accompanied by their wives. Several repre- 
sentatives of manufacturers and wholesalers at- 
tended the sessions. 

Charles Proebstel, president Santa Fe Build- 
ers Supply Co., commended the delegates for 
attending the convention in his welcoming ad- 
dress. He mentioned the depressing experiences 
of the dealers the past few years, and expressed 
the belief that there would be a decided upturn 
in the State shortly. 

R. E. Saberson, representative of the Weyer- 
haeuser Sales Co., shared the optimism felt by 
Mr. Proebstel, and the first of his stirring 
speeches was enthusiastically received. He said 
that there were three stars in the sky over 
the dealers, and that it was up to them whether 
or not they proved profitable. The speaker 
called the present “market” the first star, and 
explained the great need for building materials 
both for modernization and new construction. 
Mr. Saberson stated that repairs and remodel- 
ing alone have fallen so far behind during the 
past few years that it would require the pro- 
duction for four years of all the sawmills in 
the United States to take care of the demand, 
if it was entirely unleashed. The market is 
further padded by the need for new home build- 
ing, since it is estimated that the country is 
short at least two million residences today. It 
is felt by Mr. Saberson that the housing situa- 
tion has been strained so long that the pent-up 
demand is bound to be loosened to the profit of 
merchandisers who are on their toes. 

The second star in the lumbermen’s firma- 
ment was termed “materials.” It was pointed 
out by the speaker that typical of the end of 
any depression is the present introduction of 


new materials. Extensive research is being 
conducted as to the proper use and better 
methods of fabricating old materials. The de- 


velopment of products gives retail dealers oppor- 
tunity to add new lines and increase their in- 
comes. 

Mr. Saberson reported the final star over 
the dealers as being “money.” He said: “For 
the first time in the history of the lumber busi- 
ness the retail lumberman is on an even finan- 
cial basis with persons selling automobiles, 
radios, furniture and other things of a more or 
less transient value. This situation was brought 
about when the government offered the National 
Housing Act, which not only makes it possible 
for deserving persons to build new homes or 
renovate old ones, but in addition has given 
lumber dealers free publicity and installment 
selling.” Mr. Saberson concluded his first talk 
with the statement that selling on the install- 
ment plan is one of the biggest factors in the 
success of the lumber industry today and, when 
coupled with creative salesmanship and co- 
operation, it should bring the results desired. 


Individualism Eliminated 


The address of K. J. Baldridge, president of 
the institute, on the opening day of the meet 
was listened to avidly. He reviewed the work 
of launching the organization, and declared that 
its future success depended upon the individual 
members as well as the officers. Mr. Baldridge 
said that one thing the code did was to teach 
lumber deaiers that co-operation was for their 
own welfare, whereas individualism kept them 
at cross points. He stated that the institute 
was an agency through which members of the 
industry can meet together and demand what 
they deserve. Abuses by manufacturers have 
also been corrected by turning thousands of 
dollars in business through the proper retail 
channels for a profit that otherwise would have 
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been lost due to direct sales. The institute has 
worked smoothly with the NHA, it was re- 
ported by the president. One of the major 
duties of the body was to determine who were 
dealers. If a business can not qualify, the 
dealer should not receive the co-operation of 
manufacturers and jobbers. The speaker said 
that a yard which is not equipped to serve its 
community is entitled to no more consideration 
than a doctor who did not finish medical school. 
Mr. Baldridge closed by urging the delegates 
to knit an even tighter organization during the 
coming year. 

William A. Fults, secretary-manager of the 
institute, reported that the distribution policy 
had become badly muddled the past couple years 
because dealers as a whole depended too much 
on NRA codes to take care of too many things. 

fe praised the distribution policy evolved last 
spring at a meeting of manufacturers, whole- 
salers and retailers in Chicago, and said that 
when the various associations had endorsed the 
plan they would be used as a clearing house, 
and the distribution 
problem would quickly 
clarify. The Red Ce- 
dar Shingle bureau 


was reported as already 
having 


endorsed the 





R. FE. 


SABERSON, 
St. Paul; 
Gave “pep” talks 
on merchandising 


policy. Mr. Fults closed 
his remarks on the 
subject by stating that 
all three branches of ee Mis 

the industry were of ee. 
working towards one ber Institute 
mutual end—maxi- 

mum consumption of lumber and its products 
and distribution through orderly channels. 


Hope to Speed Up FHA Loans 


As chief valuator for the NHA in the State, 
J. B. Barton pointed out the progress that has 
heen made, and commended the institute as well 
as several individual dealers on the co-operation 
they had shown his office. He discussed the 
oft’ heard criticism of the movement, that of 
delay in securing loans. He stated that an 
attempt was under way to eliminate some of 
this red tape, but declared that his former ex- 
perience in handling real estate mortgages per- 
mitted him to say that the delay with FHA 
loans was no longer than with ether methods 
of financing. Slightly fewer than thirty days 
have been necessary to secure loans in New 
Mexico under Title II under ordinary circum- 
stances, Mr. Barton said. He invited assistance 
in working out methods to speed up and sim- 
plify the procedure. 

_ Owing to the absence of Hugh B. Woodward, 
institute attorney, the proposed State code was 
discussed briefly by Mr. Fults, who said that 


WILLIAM A, FULTS, 
Albuquerque, N. Mex. 
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it amounted to a “fair trade practice agree. 
ment.” The manager expressed the belief tht 
the code would be of considerable value, anq 
widen the scope of activity for dealers in the 
State, resulting in better working condition 
for employees, increased consumer buying power 
and general education of the public to the re. 
lation between cost and value as applied to 
construction. ° 

The first day’s business session closed with 
the viewing of displays arranged for the con. 
vention by manufacturers and wholesalers, | 
was the first time that displays had been at. 
tempted in New Mexico, and the success of 
them indicated that they will become a regular 
feature at future meetings. 

Pearce C. Rodey, Albuquerque attorney, was 
toastmaster at the evening banquet on Aug. 16, 
More than 150 lumbermen, manufacturers. 
wholesalers and guests were served. The din- 
ner was followed by colorful dances by native 
Indians and Mexicans. The remainder of the 
evening was spent in dancing. 


Three Groups Must Unite 


Mr. Saberson again addressed the organiza- 
tion the following morning. He spoke on the 
value of organized industry, and pointed out 
that the day of rugged individualism was over, 
“The success of retail lumber business is going 
to be determined by simply deciding whether 
dealers are going from the old ways into a 
co-operative association or institute where their 
problems can be discussed together,” the speaker 
said. He stressed the necessity of wholesalers, 
retailers and individuals all co-operating, and 
said that he thought the members of the in- 
stitute realized the importance of organized 
effort. Mr. Saberson terminated his remarks 
by saying that, if all dealers by co-operation 
took full advantage of the opportunities before 
them, they would soon hold their rightful place 
as providers of homes and improvers of housing 
conditions in their communities. 

The dealers were enthusiastic in the open 
forums held. The interest was intense and the 
participants battled hard to win their points, 
but were willing to retreat when a majority 
were found to be opposed. This spirit of co- 
operation and a desire to do whatever would 
produce the most good for the greatest number 
caused Mr. Saberson to remark that he could 
see possibilities of effecting an organization in 
such a group that would go forward in de- 
veloping the retail lumber business and become 
a pattern for more unwieldy associations. 

The nominating committee consisting of: 
H. J. Mendenhal, Santa Fe, chairman; F. P 
Randall of Taos. and George Doolittle, Albv- 
auerque, reported their selection of directors bv 
districts for the institute and they were clected 
as follows: 

DIST. 1: George Bubany, George Bubany 
Lumber Co., Gallup. 


DIST. 2: F. A. Berry, Big Jo Lumber Co. 
Santa Fe. 

DIST. 3: J. H. Moxon, Big Jo Lumber Co. 
Clayton. 

DIST. 4: P. P. Simmons, Becker-Dalies 
Co., Belen. 

DIST. 5: R. W. Wakefield, Panhandle Lum- 
ber Co., Clovis. 

DIST. 6: E. M. Godden, Foxworth-Gal- 


braith Lumber Co., Deming. 


DIST. 7: Jack Holomon, Holomon Bros. 
Alamogordo. 

DIST. 8: J. B. Morris, J. B. Morris Lumber 
Co., Carlsbad. 

DIST. 9: George Bates, Acme Lumber Co., 
Hobbs. 


The selection of the 1936 convention city was 
left to the discretion of the directors, but 's 
expected to be in the eastern part of the State. 

At the close of the convention the following 
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oficers were named for the ensuing year by 
the directors : 
Chairman—F. A. 
santa Fe. 
Vice chairman—lP. P. 


Berry, Big Jo Lumber Co., 


Simmons, Belen. 
Treasurer—George Doolittle, Albuquerque 
Lumber Co., Albuquerque. 


gecretary—William A. Fults, former audi- 


tor Sterling Investment Co., Denver, re- 
elected. 

Executive committee—Mr,. Berry, Mr. Sim- 
mons, and J. kL Morris, lumberman of 


Carlsbad. 

A rising vote of thanks was accorded the old 
oficers for their services and leadership in 
forming and carrying through the organization 
during its iormative year. The convention com- 
mittee which consisted of John Walter, H. J. 
Mendenhal and F. A. Berry of Santa Fe was 
also thanked for its good work in arranging 
the meeting. 

Committee Reports Heard 

Reports were given by several committees on 
the last day of the convention. The committee 
on defining a retail lumber and building mate- 
rial dealer, which consisted of J. H. Mullis, 
Roswell, and G. T. McWhorter of Mountainair, 
recommended that the definition of a dealer as 
outlined in the NRA code should be used, but 
that discretion should be shown as to whether 
the dealer qualified for the area where he did 
business. 

The group on districting the State advised 
the dividing of New Mexico into nine sections 
instead of four as last year. Smaller districts, 
it was said, should insure better attendance at 
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district meets which will result in better co- 
operation. The committee was composed of 
C. J. Humphreys of Raton, J. B. Morris, Carls- 
bad, and P. P. Simmons, Belen. 

The committee on constitution and by-laws 
consisting of E. W. Carr, Portales, J. H. 
Moxon of Clayton and George Gaastra, Taos, 
recommended several minor changes and one 
important alteration. The major change pro- 
vided that a director be elected from each dis- 
trict and that the Board of Directors elect the 
institute officers. 

A membership committee of Boone Barnett 
of Artesia, J. F. Ange, Albuquerque, G. A. 
Goddard of Las Vegas and W. J. Ramshaw, 
Albuquerque, recommended that each director 
head a committee to boost the membership in 
his district, and that everyone try to enroll 
dealers in his locality. 

E. M. Godden, Deming, R. W. Wakefield, 
Clovis, and J. E. Alexander of Des Moines, 
reported that as the auditing committee they 
found the records and financial statement of 
the secretary in order and recommended its 
adoption. 

During the convention, the wives of the dele- 
gates were provided with entertainment ar- 
ranged by Mrs. Charles Proebstel, Mrs. F. A. 
Berry and Mrs. H. J. Mendenhall. The first 
afternoon the women toured Santa Fe’s unique 
shopping centers, and visited points of interest 
in the city. A bridge-tea was held at four 
o'clock at the La Fonda Hotel. The second 
day of the meet was started for the guests with 
a luncheon at 12:30, and at two o’clock auto- 
mobiles carried the dealers and their wives to 
the interesting points in and around the city. 


Southwestern Hardwood Club to 
Provide Statistics 


New Orveans, La., Aug. 22.—Daily assem- 
blage of past sales records, and dissemination 
of the data so consolidated, will be effected by 
the Southwestern Hardwood Manufacturers’ 
Club under a resolution adopted at a meeting of 
that organization here today, presided over by 
President E. F. Horan, Houston, Tex. It was 
agreed that the service will be extended to 
non-member mills wishing to co-operate. The 
club voted that those members desiring to par- 
ticipate in the service would pay $2.50 a month 
in addition to organization dues, and to extend 
the service to non-members at $5 a month. 
Preparation of stock reports it was agreed, 
will be considered Ly the committee, if desired 
by the mills. The statistical work, according 
to the agreement among the members, will not 
be conducted in competition with the Southern 
Hardwood Producers (Inc.) when that organ- 
ization has been formed to supplant the Hard- 
wood Manufacturers’ Institute. The manufac- 
turers were of the opinion that the gap between 
the service supplied by the Institute, which will 
cease Sept. 1, and that of the new organization, 
should be filled by the club. The district to be 
included in the daily sales reports will be eastern 
exas, Louisiana, southern Mississippi and the 
Mobile (Ala.) section. The committee with au- 
thority to carry out the program is composed 
of Harry D. Love, of Turner-Farber-Love, 
Lemoyne, La., Grover N. Harrison, of Louis- 
lana Central Lumber Co., Clarks, La., and King 


V. Bridges, of Pearl River Valley Lumber Co. 
Hammond, La. 


Should Support Use of Hardwood Trim 


The meeting opened with a discussion of the 
use of forest products in the many Federal proj- 
ects now being carried out or contemplated. 
W. H. Scales, field engineer of the National 
Lumber Manufacturers’ Association, gave a 
strong talk on what that association is doing to 
bring about the use of wood in Federal, State 
and other public structures, and what the in- 
dividual manufacturers should do in urging the 
use of wood in projects in their localities. 
While the hardwood manufacturer does not 
ell wood trim, he pointed out, it is to his in- 


terest in the final analysis to insist on its use 
where appropriate. 


Weights of Hardwoods to Be Studied 


George Schaad, secretary, then called atten- 
tion to a communication relative to weights on 
hardwoods. After an extended discussion, it 
was agreed that inasmuch as the present scale of 
weights published by the National Hardwood 
Lumber Association was originated thirty years 
ago, at which time hardwoods were left on the 
sticks eighteen months, the present scales were 
not truly representative and created difficulty 
when strictly applied. The club adopted a reso- 
lution directing the accumulation of shipping 
weight records from representative mills, so 
that representatives of the club could appear 
before the appropriate committee during the Na- 
tional Hardwood annual meeting in September, 
and ask a revision of the scale of weights. It 
was the consensus that complete data should be 
compiled, so that it would be unnecessary for the 
National to defer action for a full year while 
securing information upon which to base new 
scales. 


Some limited discussion developed on the 
classification of poplar as a “light hardwood” 
by the steamship lines, opinion being expressed 
that the species should be dropped into the cate- 
gory of “heavy hardwood.” In this connection 
the manufacturers were advised that in some 
steamship circles there had been talk of the cre- 
ation of an “intermediate” weight classification 
of hardwoods. One opinion expressed was that 
hardwoods should be rated on cubic volume in- 
stead of by weight. 

Those taking an active part in the discussions 
included President E. F. Horan; J. W. Bailey, 
of Eastman Gardiner Hardwood Co., Laurel; 
Lee Robinson, Mobile; King W. Bridges, Pearl 
River Valley Lumber Co., Hammond; Carl 
Faust, of Faust Bros., Jackson; Grover N. Har- 
rison, Louisiana Central Lumber Co., Clarks; 
J. W. Sailor, Long Bell Lumber Co., DeRidder ; 
George Henderson, Angelina County Hardwood 
Co., Keltys; Harry D. Love, of Turner-Farber- 
Love, Lemoyne, La. 
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Enduring 
Value — 


From the Customer's 
Standpoint .... 


In Terms of Return 
on the Investment... 


There is NO CHEAPER 
Lumber Than Long 
Leaf. 


WIERLONG LEAF 
LUMBER CO. | 


HOUSTON, TEXAS 


Mills: Wiergate, Texas 








Long Leat 


Look For This Mark 


For dependable and uniform values in 
Long Leaf, see that your Timbers and 
Dimension bear this well-known brand. 


Then you'll be sure of carefully manu- 
factured clean, dry, straight, bright stock 
from one of the largest and finest stands 
of Virgin Long Leaf timber in Louisiana 
and the South. 


Also, you can count on service in 
keeping with the excellence of the prod- 
uct—an alert organization that will take 
care of all your needs promptly, carry- 
ing at all times a complete assortment 
of sizes and lengths, specializing in large 
timbers. 


Long Leaf Yellow Pine 


Dimension & Timbers 
Lignasan Treated Lumber 








JABENTILY LUMBER C0. 


ZIMMERMAN. LA. 











QUERY 


Makes Good Package—Wants to 
Make a Better One 


We ship weekly about three hundred pack- 
ages of sash and doors, molding and trim, by 


local freight and_ truck, Because these 
orders call for several doors of different sizes, 
and two or more windows of different sizes, 
we try to make single packages rather 
than crate or bundle each door and window. 
By doing this we hold our crating cost down 
to about half. We believe we know how to 


make a good package. We are trying to 
learn how to make a better one. We thought 
perhaps you may sell some book or publica- 


tion on the method of bundling and crating 
glazed windows and doors, open sash and 
paneled doors and moldings and cabinet mill- 
work.—INqQuiIRyY No. 3220. 

[Unfortunately there seems to be little data 
available with reference to methods of bundling 
and crating glazed windows and doors etc. To 
this inquirer, an eastern company, was referred 
a book published by the Bureau of Foreign & 
Domestic Commerce, “Packing for Foreign 
Markets’; also one published by the National 
Wooden Box Association, entitled “Wooden 
Box and Crate Construction.” The inquirer 
also was given the name of a concern that pub- 
lishes a booklet on packaging problems; this, 
however, has to do with packaging with paper. 
The AMERICAN LUMBERMAN will appreciate re- 
ceiving from any of its readers information that 
will be helpful to this inquirer in improving his 
method of packaging.—Eprror. ] 


To Prevent Warp in Shed Door 


Can you give us, or get us, any informa- 
tion regarding doors that we recently put 
on our sheds, which keep out weather. Size 
is about 9 by 11 feet. We have hung them 
with sliding door hangers. When we built 
these, we painted them at once. Now they 
have buckled, and warped so badly we can 
hardly close them.—INqurirRY No. 3209. 


[Several suggestions as to the cause of the 
trouble were made to the inquirer; but the mat- 
ter promises to be of such general interest to 
retail lumbermen that it was thought best to 
“put it up to” the experts at the Forest Prod- 
ucts Laboratory. The doors were put up early 
in the year in southern Michigan. From the 
Laboratory’s engineer, W. Karl Loughborough, 
has come the following letter, but a closer an- 
alysis of the cause of the trouble, says Mr. 
Loughborough, would require more complete 
data : 

Our attention has been called several times 
to the tendency for doors as large as 9 by 
12 to warp. It seems that doors as large 
as this present a special problem, due to the 
fact that there is so much wood which tends 
to come and go with a change in moisture 
content. Naturally, therefore, if all parts 
of the door do not swell and shrink uni- 
formly, warping must necessarily ensue. 

There are several general conditions which 
may exist in a door of this kind which would 
cause warp 

1. The presence of a peculiar kind of 
wood known as compression wood. This 
class of material is described in Technical 
Note 234, “Longitudinal Shrinkage of Wood.” 

2. Insufficiently dried material will, of 
attempt to shrink in attaining a 
moisture balance with the surrounding at- 
mosphere. For most climates in the United 
States, external doors should be dried to a 


course, 


moisture content of approximately 12 per- 
cent before assembly. 
3. Some species of wood tend to warp 


more than others. There is a growing ten- 
dency on the part of architects to specify 
such woods as Sitka spruce and Douglas fir 
for purposes of this kind. If other species 
are to be used, we suggest that they be cut 
from mature virgin growth. 

4. The matter of construction must also 
be given consideration. Flat-sawed lumber 
naturally tends to shrink more than quarter- 
sawed material, and most species scarcely 
shrink endwise at all. Therefore, in con- 
structing a door as large as this, care should 
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be taken to see that the shrinkage charac- 
teristics of various parts do not oppose one 
another. 

5. There is a bare possibility that the 
presence of the paint would retard one side 
of the door from absorbing moisture as 
readily as the opposite unpainted side. If 
this is the cause of the difficulty, however, it 
is of a temporary nature, because no paint 
will entirely prevent a board or a door from 
absorbing moisture. In time, all parts of 
the door will attain the same moisture bal- 
ance, provided the relative humidities on the 
opposite sides of the board are the same. 

The end grain of wood absorbs moisture 
more rapidly than the side or edge grain. 
Therefore, if a great amount of end surface 
is exposed, one could expect a certain amount 
of distortion because of the varying swell- 
ing tendency in different parts of the door. 
The effect of rapid absorption of moisture 
by the end grain could be very largely con- 
trolled by the application of a good water- 
resistant coating. For this purpose we 
would suggest the use of some aluminum 
coatings which are described in our Techni- 
cal Note 228, ‘Aluminum Coatings for Mois- 


ture Proofing Wood.” —Fprtor.] 


Books for a Small Lumber Yard 


Could you send suggestions for a set of 
books for a small lumber yard with annual 
sales of about $30,000? I have in mind a 
simple set but one from which periodical 
statements can be taken.—INQuirny No. 3221. 

[The AMERICAN LUMBERMAN does not publish 
sets of books in which to keep accounts. How- 
ever, it has published and has for sale a book 
“Accounting System for Retailers,” which cov- 
ers practically every point that might come up 
about accounting methods in a retail lumber 
vard. The inquirer, an Iowa dealer, was ad- 
vised that he could select from this the forms 
and books that would be required, and prob- 
ably could secure these from a local printer or 
from any stationery store.—Ebror.] 


Concerns Making Wood Culverts 


The item headed “Wood Culverts Consiq- 
ered” on page 37 of the May 25 issue of the 
AMERICAN LUMBERMAN is of interest to us, | 
am wondering whether you can give us the 
names of any concerns manufacturing wood 
culverts?—INqQuIRY No. 3213. 

[This inquiry comes from a member of the 
staff of a State conservation department, which 
has to do with providing relief work on high- 
ways. A& it indicates the possibility of enlarg- 
ing the market for wood culverts, it should be 
of interest to lumbermen. 

lowa counties in the first half of 1935 installed 
wood culverts of a laminated design approved 
by the State Highway Department, using about 
half a million feet of lumber that had been cut 
to length and creosoted, shipped to a central 
point in the country and there assembled into 
about 4-foot lengths in such way that top and 
bottom sections broke joints with the sides— 
such assembling being easy because side walls 
were composed of vertical strips which mortised 
into similar pieces in top and bottom, and these 
sections were finally joined at point of use. The 
cutting to length before creosoting avoids hay- 
ing any sawn and unprotected surfaces in the 
finished structure, and its durability should 
therefore be much greater than ordinarily. 

Not many concerns list themselves as spe- 
cializing in wood culverts, but of course most 
mills could supply untreated culverts; and most 
treating concerns could supply them treated. 
General benefit to the industry would result 
from having available in the files of the 
AMERICAN LUMBERMAN the names of those con- 
cerns that are especially equipped to produce 
culvert material and have knowledge of the 
requirements obtained from experience in sup- 
plying it for jobs. Such concerns are invited 
to notify the AMERICAN LUMBERMAN that they 
are prepared to supply this working.—Eprtor.] 
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Saw Dog History—Continued 


When we turn to the claims 
of the reissued patent, we find 
a corresponding enlargement 
of the scope of the patent. The 
claims of the original patent 
are substantially reproduced in 
the reissued patent, except that 
a combination, 
arrangement, of the different 
parts was claimed. But a new 
claim is added; 
first which is as follows: 
toothed bar herein 


the knees. 


“The | to another. 


manner and for the purpose de- 
scribed.” 


aid in giving the log a rotary;John Torrent’s 
motion on its axis. 
claim of the reissue, construed 
in connection with the changed 
specification, the toothed bar 
may be used with or without |of the reissue was an enlarge- 
The knees are used 
when the toothed bar is em- 
ployed for revolving the log 
instead of anj|on its axis, and they are omit- 
ted when the toothed bar is 
used for rolling the log over 
namely, the|and moving it from one place 
Both 
described, | fication and claims of the reis-| substantial advance in tlre art 
operating substantially in the|sue are enlarged to include an 
invention not described or in- 
Each of the claims of | cluded in the original patent. 


invention and 
include in it the claims of the 
reissued patent of Esau Tor- 
rent. “We find, therefore, that 
the specification and first claim 


In the first 


ment of the claims of the orig- 
inal patent, and covered an in- 
vention not covered or de- 
scribed therein; that the reissue 
was not applied for until nearly 
five years after the date of the 
original patent, and not until 
the speci-| another inventor had made 4 


to which the original patent 
belonged, which the assignee of 
the original invention, it may 


the original patent was for a|The application of John Tor-|be fairly inferred, desired to 


combination. But the first 
claim of the reissue covers the 


rent for his patent, dated Aug. 
12, 1873, was filed Jan. 29, 1873. 
toothed bar, operating substan-|The invention covered by his 


include in the monopoly of his 
patent, and that he sought to 
accomplish this by its reissue. 


tially in the manner described, | patent was the alleged infring-| The first claim of the reissued 


without reference to the mech- 
anism by which it was moved, | fendant. 
tion, and claimed as a distinct 
invention of the patentee. 


is enlarged in the first claim of 
the reissue. In the original 
patent is was used in connec- 


the log carriage to prevent the| and claims. 
log changing its place, and to| clearly 





ing machine used by the de- 
After the patent of “2s 
segregated from the combina-| John Torrent had been applied 
for, and his invention fully de- 
The | scribed in his application, and 
operation of the toothed bar/nearly five years 
grant of the original 
patent to Esau 
latter applied for the reissue| are moral to a man, but all the 
tion with the knees set upon| with its expanded specification 
The reissue was 
intended 


patent was therefore void.” 


Roller Skating—The moral 
war that is_ being waged 
against roller skating rinks 1s 
watched with some anxiety by 
the hardwood dealers. It is 
needless to say that the latter 


after the 
letters 
Torrent, the 


same it would please them to 
continue to sell skating rink 
flooring. 





to forestall 
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What (Tropical) Tree Is That? 


An interesting little pocket-size guide to the 
identity of those tropical trees that may be 
seen growing out of doors in the United States, 
has been prepared for the use of travelers by 
Miss Nellie Irene Stevenson, of Fayette, lowa. 
Sixty distinctive species are described, a page 
heing devoted to each, and the means for iden- 
tifying them are so presented that the required 
information may be found at a glance—leaves, 
fowers, fruit, form, bark and wood all being 
noted. Copies of “Distinctive Tropical Trees 
may be obtained from the author, at $1 each. 
The lumberman visiting the southern parts of 
the United States will be glad to have its an- 
swers to his questions in regard to the unusual 
specimens that excite his curiosity, and of its 
aid in extending his knowledge of species that 
while exotics here are important timber trees 
in their native lands and furnish some share 
of the importations of the rare cabinet woods. 





. 

Kiln-Dry Wolmanized Lumber 

Cuarteston, S. C., Aug. 26.—The Carolina 
Wood Preserving Corp., of Charleston, has 
taken an advance step in supplying the trade 
with properly seasoned and treated lumber by 
completing and placing in operation a battery 
of modern dry kilns for the purpose of season- 
ing Wolmanized lumber. This is the first plant 
in the Southeast to install kilns for this pur- 
pose. In Wolmanizing lumber, the stock is 
placed in steel cylinders and treated with a 
solution of Wolman salts under high pressure, 
until all pieces are thoroughly impregnated. 
Upon removal from the cylinder, the loads pass 
directly into a battery of high powered Moore 
‘ross-circulation fan kilns, where, with low 


r ) 





Note ground level construction of Moore cross 
circulation kiln drying Wolmanized lumber at the 
circulation kiln drying Wolmanized lumber 


temperatures and fast reversible air circulation, 
the free moisture is removed and the lumber 
dried down to the desired moisture content. L. 
B. McCabe, who is in charge of operations at 
the plant of the Carolina Wood Preserving 
Lorp., points out that in drying treated lumber 
It Is important to use very low temperatures 
and fast air circulation in order to remove only 
the moisture and leave the Wolman salts and 
other chemicals in the wood. These special 
high powered kilns were designed and en- 
gineered by Moore Dry Kiln Co., Jacksonville, 
Mla., which has installed the same type of kiln 
lor treating plants in other sections. 

Lumber that is Wolmanized resists termite 
attack and decay-producing fungi and so has 
considerably longer life than untreated wood, 
and is fire retardant. It is becoming popular 
among distributors and users of lumber 
tiroughout the country. This added protection 
proper kiln drying after treatment will add 
measurably to its quality and to its popularity. 
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RIGHT lumber sells easier. 
More and more lumber 
manufacturers tell us they receive 
orders specifying air-dried lumber 
to be “LIGNASAN-dipped.” Lum- 
ber buyers feel that this is their 
assurance of bright stock. 


LIGNASAN costs very little to 
use—only 12¢ to 15¢ per thousand 
feet. It’s worth more than that in 
advertising value for your sales 
manager to be able to tell the 
trade your lumber is LIGNASAN- 
dipped. And you avoid excessive 
accumulation of unsightly, hard- 
to-sell, stained lumber in your yard. 


LIGNASAN controls stain in both 
pine and hardwoods—both can 
be dipped in the same vat—and 
only 1 Ib. is needed to prepare 50 
gallons of solution, enough to dip 
4000 to 5000 board feet of lumber. 














THE GRASSELLI CHEMICAL CO., INC. 
Guardian Bldg., Cleveland, Ohio 


GENTLEMEN: Please send me more 
information and°prices on LIGNASAN. 
This is not to obligate me in any way. 


Name 





Address 





City State 








LESS/LIGNASAN DOES MORE 
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Poplar lumber taken from a sap-stain control 
test. Boards on the right were LIGNASAN- 
dipped. Boards on left were not dipped. 





Dip one end of 50 or 60 newly sawn sapgum 
or pine boards in Lignasan solution. Leave 
other end undipped. Mark boards and stack 
in middle of seasoning pile. Examine when 
dry. Note control of sap stain on Lignasan- 
dipped ends. 


Manufactured by 
E.1.DuPont DeNemours 
& Co., Wilmington, 


Delaware, for Sa 


THE GRASSELLI CHEMICAL CO. 
Cleveland Incorporated Ohio 





Tacoma, Wash. 


West Coast Woods—Renewed activity on 
all fronts is noted here. Greater production 
is in evidence at virtually all plants. Addi- 
tional orders are reported from Atlantic 
Coast and California buyers; this business 
will be for water delivery. Increased ship- 
ments to domestic rail markets, as well as 
to domestic and foreign water markets, are 


noted. An appreciable improvement has not 
yet been observed in export trade. Mills here 
are actively replenishing stocks that were 
badly depleted during the lumber §s strike. 
Operations at the various mills are more 
nearly on a normal basis than at any time 


during the last four months. The employers’ 
association announced Aug. 24 that 3,554 men 
were employed at the close of business the 
day previous. They explained that a total 
of 1,707 former employees had been returned 
to work since the strike settlement of Aug. 
7. A few plants are contemplating extra 
shifts next week to catch up on accumlated 
orders. A total of twenty-two mills and 
woodworking plants are now operating here, 
and the operators declare they are employ- 


ing approximately 200 more men than they 
were prior to the strike. Only a compara- 
tively few former employees who wish to 


return to unemployed, they 


declare. 


work, are 


Spokane, Wash. 


Inland Empire.—The mills of the Spokane 
territory report business remaining about on 
recent level, but, with a big demand expected 
in the fall, a large increase is looked for to 
begin within a month. Operators are basing 
their expectations on reports from the terri- 


now 


tory. Heavy demand is expected from the 
East in particular, a district which did not 
buy as heavily from this region as did the 


middle West, during the summer and spring. 
It is expected that the demand will be 
mainly for general building materials. The 
market being created by the Federal Housing 
Administration is stimulating the movement 
of many items that did not move at all dur- 
ing the depression, the mills here report. 
In some instances, as in the case of siding, 
a shortage is probable. 


Birmingham, Ala. 


Southern Pine.—Continued rains have de- 
layed deliveries from mills by two to five 
days. Trucks deliver only green stock. Prices 
except on 2-inch dimension from small mills 
have advanced. Calls were largely for mixed 
lots of dry stock, dressed. A few mills quoted 





$16.50 for 2x4-inch, $16 for 2x6-inch and 
$16.50 for 2xS8-inch, delivered on a 10-cent 
rate. Prices of 2x10 and 2x12-inch are un- 


changed Larger mills for shortleaf get $18 
for 1x6-inch No. 2 S4S boards; others quote 
$14.50@15.50, and other inch stock in propor- 
tion. Air dried boards, 1x12-inch, are $20@ 22; 
kiln dried, $22@25; with 10-inch $20 and $22, 
respectively. Finish, 1x12-inch B&better, rose 
above $60, mill base, and C is $50; 1x6-inch 
and 1x8-inch remain about $37@40 with 1x5- 


inch at $43. Flooring, flat grain, plain end 
No. 1 is $34, B&better, $38; No. 2, 3-inch $17 
and No. 2, 4-inch, scarce, is $18@20; while 


No. 3 is slow at $10@11, mill. 
ers, 1x6-inch, are more active and stronger, 
but other sizes are dull. Timbers are slug- 
gish, but calls for merchantable longleaf are 
increasing. 


Alabama roof- 


Oak Flooring stocks in many cases are de- 
pleted and demand is much better, so prices 
are stiffening. 


Houston, Tex. 


While Houston’s building permits 
low the $100,000 mark last week, they passed 
the $4,000,000 mark for the year to date, 
which amount is expected to be doubled be- 
fore the close of 1935. Practically all the 
building this year has been residential con- 


fell be- 


struction, and the general feeling is that 
building is only getting started in this city. 

Southern Pine—Orders continue to keep 
ahead of production and prices have been 
holding firm. There will be sixteen CCC 
camps purchased in Texas, New Mexico and 
Arizona today. Many items continue to be 


in short supply, making buying a little more 
difficult. This applies particularly to 2x4- 
inch No. 2. Most mills are badly oversold 
on Nos. 1 and 2 flooring. 

Hard woods—Orders 
of the output, but 


take care 
been the 


continue to 
there has not 


AMERICAN LUMBERMAN 


Market News from Am 


up-turn expected immediately after the fur- 
niture shows. Reports are that furniture 
plants are running on full schedules, and 
will have to buy shortly. 


Shingles and Lath—There has been a slight 
let-down in prices of shingles, although it is 


still difficult to get prompt shipment of 
mixed cars. The yards are holding back, 
hoping for lower prices, but shingle mills 


feel that September volume will hold present 
prices, or that some items may be advanced. 


Lath continue scarce and firm. 
. 
Kansas City, Mo. 
Southwest Market—Sales showed a ten- 


dency to ease off somewhat last week, in 
line with a general let-down in building, as 
much of the Southwest coasted into the 
summer slack season. Activity here was 
confined to minor residential and store mod- 
ernization, but permit valuations were about 
six times those of 1934. The bulk of lumber 
were of mixed-cars. Inquiries con- 
tinued to come freely, but dealt largely with 
fall buying. 


sales 


Industrial—Furniture manufacturers have 
begun laying in supplies for fall needs. 
Manufacturers are planning on heavy pro- 


duction, particularly of cheaper pieces. A 
little better showing was made by the auto- 
motive industry, although many plants are 
preparing to close down in preparation for 
the new models. Box factory bookings were 
heavier; canning needs are going to be 
greater than ever this year due to the 
heavier pack. There scarcely has been any 
railroad business. 

Southern Pine—Manufacturers 


were con- 
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cerned over the new western Trunk Line 
Territory freight rates which will give West 
Coast lumber an advantage in eastern mar. 
kets. Price reductions seemed imminent. 
Demand had slackened off somewhat, but 
mills are pushing production to build up 
stocks in anticipation of heavy autumn buy- 
ing. Inquiries were good, and there were 
some good sales of lower grades suitable for 
box factory use. 


Western Pines—There was some respon: e 
from sash and door factories, but line yarn < 
in the Southwest showed little interes: 
Prices were firm, and offerings were in 
little better assortment. 

Douglas Fir—Demand was good for al] 
varieties of West Coast lumber, and ship- 
ments were coming through in better time. 
Contractors were buying liberal amounts of 
piling, and river storage stocks were said to 





be growing rapidly. 
Hardwoods—Sales fell off somewhat in 
sympathy with the decline in building ac- 





End of Lewis and Clark Trail 
Marked by Wolmanized 
Flagpole 


SEASIDE, OreE., Aug. 24.—The largest beach 
resort north of California, Seaside is popular 
with people from all sections of Washington, 
Oregon, Idaho and Montana, as well as a fa- 
vorite point of interest to the thousands of 
tourists who visit this section every year. The 
beach front at Seaside 
has a concrete prome- 
nade two miles long. 
Where the promenade 
crosses the main street, 
it is extended out into 
the ocean for a turn- 
around for automobiles. 
This turnaround, which 
is visited by over 100,- 
000 people annually, is 
the end of U. S. High- 
way No. 30, extending 
from Philadelphia 
through Pittsburgh, Chi- 
cago, Omaha, Cheyenne 
and Astoria to the Pa- 
cific Ocean. In the cen- 
ter of this turnaround 
the Crossett Western 
Co., of Wauna, Ore. 
has placed a Wolman- 
ized tiagpole, presented 
by that company to the 
city of Seaside. 


The flagpole was 
erected over a_ stone 
marker that contains 


this inscription: “End 
of the Lewis and Clark 
trail designated by the 
Oregon State Legisla- 
ture, marking the farth- 
est west camp of the 
Lewis and Clark ex- 








Three views of the 


Looking toward end 
of trail. 
Front 

marker. 


Rear view, showin, 


pedition of 1805-1806.” 
The Crossett Western 


marker at end of Co., of which C. Hl. 
Lewis and Clark Watzek is manager, was 
trail. Upper lefi— the first lumber manu- 


facturing concern on 
the West Coast to in- 
stall a plant for treating 
lumber with Wolman 
salts and to begin mar- 
keting through the ree- 
ular distributing chan- 
nels Wolmanized lum- 


Right— 
view of the 
Lower left— 


inscription 
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ericas Lumber Centers 


tivity. Prices remained satisfactory. In- 
quiries indicated a large demand from line 
yards. Industrial demand was better, with 
furniture manufacturers taking the lead. 


Shingles and Lath—Shipments of red cedar 
shingles are coming from Pacitic coast points 
and demand is holding up fairly well. Lath 
are quiet, but firm. 


Memphis, Tenn. 


Southern Hardwoods—Optimism prevails 
among manufacturers, because of increased 
demand from both domestic and export mar- 
kets, and because buyers are beginning to 
pay better prices, particularly for oak. 

Domestic—Practically all manufacturers of 
automobile bodies have re-entered the mar- 
ket for sizable quantities and paying 
petter prices for oak. Many items in oak are 


are 


hard to find. All other consumers have been 
puying in fairly good quantities. Furniture 
manufacturers are trying to cover their 
needs now for the rest of the year, as are 
the manufacturers of boxes and crates, mill- 
work plants and other manufacturers of wood 


products. The flooring people continue tn the 


market for low grades of oak, and while 
these have not advanced, practically all 
upper grades have been marked up several 
dollars. The advance is more noticeable in 
oak than any other species. 
Export—English buyers are beginning to 
take notice of the price advances; their in- 
quiries have been better and some sizable 
orders have been placed. Prices have ad- 
vanced on oak about $5 ec. i. f. English ports. 
The demand for items other than oak has 


shown little improvement. 


Production continues at a fairly rapid rate. 


Logs are plentiful and most mills are oper- 
ating 60 hours a week. 
Seattle, Wash. 
Rail—While there is not a great deal 


of business yet, the new 72 cent rate is prov- 
ing beneficial. The mills, with swollen files 
of orders for mixed cars, are not anxious 
for more. Prices in general are firm. Uppers, 
and particularly dry dimension and boards, 
are expected to advance. The mills need 
special cutting orders. 


Intercoastal —Demand is fair. Eastern 
stocks are believed to be badly broken. Ship- 
ments are heavy and a rate increase effective 
Oct. 3 of 50 cents on large shipments, and 
of $1 tor parcels of 12,000 feet and under, is 
already stimulating buying. Space is getting 
lighter. Prices remain firm at levels reached 
during the strike. Vertical grain 1x4 inch 
flooring is still hard to get, and brings $44. 


California.—A lot of lumber is moving, 
most of it at the old rate of $4, but new busi- 
hess could be better. 


Export.—Very little business is anticipated 


from the Orient until threats of a water- 
front strike are withdrawn. Spot space has 
Jumped to $5.75 for large and medium 


Squares. The rate to Shanghai is $6. It is 
believed here that the Conference rate of 
47s 6d to the United Kingdom is being broken 
by chartered tonnage, with 42s 6d probable. 
Nice orders are coming from the Argentine, 
Chile and Peru. The European Continent is 
buying in fair quantities, mostly clears and 
upper grades, and exporters here are unable 
to accept all orders offered for clears. 


Shingles.—Prices dropped about 10 cents in 
the past fortnight but are firming again. De- 
mand is very good. Production has increased 
with settlement of the strike. Millis which 
formerly ran an 8-hour shift are now run- 
hing two 6-hour shifts and employing two 
men where before the strike they had one, 
80 skilled sawyers are much in demand. It 
1S understood a number of combination mills 
are still not producing, because the 6-hour 
day for weavers would be likely to cause 
discontent at a plant where sawmill labor 
iS On an 8-hour day. Another disturbing 


factor is a scarcity of shingle logs, prices 
of which have been boosted several times. 


Shippers report a shortage of green shingles 


for the California market. 
Logs.—Shingle cedar logs are very much 
in demand. Prices as high as $17 are de- 


clared to have been paid for good logs, but 
the average is about $13. Both cedar and fir 
logs are none too plentiful. Lumber cedar 
brings $19. Good fir logs bring $11, $16 and 
$20, and the market is very firm. Peelers 
bring $25. Fir logs are being imported from 
British Columbia. Hemlock is firm at $9.50 


for No. 2 and 3. Many logging camps are 
starting up, and by Sept. 1 most will be 
operating. 
Portland, Ore. 
West Coast Woods.—Lumber is meeting 


with strong demand, and quotations are firm. 
Manufacturers and wholesalers here have 
found it hard to fill promptly orders for cer- 


tain items. Spruce manufacturers have diffi- 
culty in getting out enough airplane stock, 
high grade clears and long lengths. Fir 
manufacturers are pleased with the reduc- 


tion in rail rates to the East. 
epecially for Nos. 2 


Pine demand, 
and 3 boards, continues 


active. Pine mill stocks are lower than nor- 
mal for this time of year, and many mills 
are behind on shipments. Pine quotations 
are very firm. The reduced rail rates will 


particularly help interior mills. Saw logs are 
meeting with active demand, and camps in 
the Columbia River district are now gener- 
ally in operation. Cedar shingle logs, and 
red alder logs for furniture making, are in 


very strong reyuest. 

. e . 
Minneapolis, Minn. 
Northern Pine.—With millwork manufac- 
turers placing more orders than for some 


time, mills report a slightly larger business. 


Sales, however, still consist of retail re- 
placement orders for mixtures, generally 
with speedy delivery stipulated. 3usiness 
at the mills has increased about 10 percent 


over that of last year up to this time, seven 
mills report. There has been a correspond- 
ing gain in production and shipments. Some 
stock is going to industrials, chiefly to box 
and crating interests. With stocks at mills 
approximately forty million feet lower than 


a year ago, prices are holding firm. 
Northern White Cedar.—Activity is above 
the average for the past three years. The 


small-sized posts are expected to be in par- 
ticularly strong demand in the fall. In many 
eases dealers are calling for 6-inch halves 
in place of the 4-inch rounds, which are in 
short supply. Both 5- and 3-inch rounds are 


in good demand, with the latter becoming 
scarce. Pole orders are confined mostly to 


replacements, 


Millwork.—Building projects continue to 
increase in the larger cities, but business in 
the rural districts is spotted, depending upon 
crop and farm price conditions. 


Norfolk, Va. 


North Carolina Pine—There has been suf- 
ficient demand to maintain prices in general 
and strengthen those on some items. Yards 
and other consumers have entered the mar- 
ket again for lots needed to sort up stocks, 
and a number of old orders are being shipped. 
There has been a fairly good demand for 
better grades, rough and dressed, in mixed 
ears. All grades of flooring are scarce, and 
prices are higher as demand continues brisk. 
Many southern planing mills are buying up 
rough planing mill stock from other smaller 
concerns, to be ripped up and worked into 
flooring strips. The box plants have not 
been buying very much stock recently, but 
have been asking delivery of orders placed 
a short time back specifying delayed ship- 
ment, as stocks at box plants are rather 
small. There is not a great deal of good 
bright air dried lumber available for prompt 
shipment, because air drying stock has been 
badly weather stained recently. Box bark 
strips, dressed, usually used for crating, have 
not been moving well. The demand for No. 2 


(Continued on Page 59) 
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HERE’S WHAT YOU GET 


Waren you order cypress from 
the Florida Louisiana Red Cypress 
Company you get trade and 
grade-marked "Arrow Brand" Tide- 
water Red. The weather-tested, 
time-tested lumber that gives sat- 
isfaction wherever it goes. 


Slow growth, even-textured, thor- 
oughly air-seasoned cypress that 
is suited for a wide variety of 
building uses—giving you a diver- 
sified outlet for profitable sales. 


For the best in Cypress, always 
specify "Arrow Brand." 


FLORIDA LOUISIANA 
RED CYPRESS COMPANY 
JACKSONVILLE, FLORIDA 


Arrow Brand 
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LUMBER COMPANy. 
JACKSONVILLE. FLA. 
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RED CYPRESS 


TANK- AND FACTORY GRADES 
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CYPRESS 


We annually produce 40,000,000 feet of 


Louisiana Red Cypress Lumber, 
Lath and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 
Manufacturers DONNER, LA. 
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Boston, Mass., Aug. 26.—A_record-break- 
ing period of excessive heat, and a drought 
period of 62 days extending from June 20 to 
Aug. 22, came to an end on the latter date, 
when a drenching rain brought relief from the 
heat, soaked the parched vegetation and 
quenched scores of forest fires in northern New 
England. 

Probably the most interesting development 
in recent weeks has been the exhibition of a 
colony of three pre-fabricated homes of the 
type known as Motohomes, that have been set 
up and completely landscaped on Memorial 


Drive at the northerly end of Cottage Farm 
bridge in the city of Cambridge. One of these 
smaller Motohomes was displayed in Wana- 
maker’s New York store last month, and was 
fully described in the Aug. 3 issue of the 
AMERICAN LUMBERMAN. This Boston exhibit 


merits further attention for, instead of a small 
building set up in a department store, we have 
a series of three structures planted on a large 
plot of land facing an important parkway drive 
and elaborately landscaped. This landscaping 
is ornate and expensive, but is not included in 
the sale price of the house. On this score it 
should be noted that these houses do not come 
within a price range that will have appeal to 
families of limited means, for the smaller of 
the three—having two bedrooms, living room, 


kitchen, bath and garage—is listed at $7,700 
cash. There are other types to cost up to 
$16,350. There are no cellars and all roofs 
are flat. A prominent Boston lumberman and 


the writer journeyed over to the “Colony” on 
Wednesday and after a careful survey the 
mental reaction of both was that the market 
for lumber would not be severely shaken or 
lessened by the advent of this latest competi- 
tor in the home construction field. In the 
printed folder handed each visitor, the claim is 
put forth that an “inevitable impetus will be 
a direct result in the industries of, and those 
connected with, home building.” As there is 
no wood in these buildings until the doors are 
hung, it will be hard to convince the 25,000 car- 
penters in the Boston area, ninety percent of 
whom are said to be idle, that general accept- 
ance of this type of pre-fabricated home will 
add “inevitable impetus” to their job outlook. 
The sale price of Motohomes is listed as $5,100 
to $16,350, exclusive of land and of landscap- 
ing. At the summer meeting of the New Eng- 
land Council at Manchester, Vt., as recently 


The check rails are cut out to fit over the parting stop, and are rabbetted 
to prevent drafts and dirt from penetrating 
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as of June 21, Robert L. Davison, director of 
research of the John B. Pierce Foundation of 
New York, in the course of an address on 
“Factory Fabricated Housing” declared: “Tak- 
ing all factors into consideration, the conclu- 
sion to be drawn from our studies both before 
and after the depression would be that the 
market is for a dwelling and lot selling for 
under $2,500. One might not reach this ideal 
to begin with, but this must be the objective. 
In my opinion, any new construction method 
and sales procedure which can not put a dwell- 
ing on the market for under $3,000 will not 
succeed in the factory fabricated field.” 

West Coast Fir and Hemlock.—There has 
apparently been a somewhat freer movement 
of lumber in August from the retail yards, 


and this is accounted for by the continued 
trend toward remodelling and repair work 


which in July in Massachusetts amounted to 
45 percent of the value of all building per- 
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mits issued in the State, against 35.6 per 
cent for new residential structures, and 19.4 
percent for non-residential buildings, he. 


are official figures, and do not include Gov. 
ernment contracts or engineering plans. The 
yards have simply drawn upon their ample 
stocks and have not been obliged to seek 
replacements, hence mill order business in 
the wholesale offices has been light as the 
inflow of lumber from the West Coast—fo]. 
lowing the strike—will be resumed in lat, 
September. Steamship officials at a recent 
meeting in New York announced a Confer. 
ence freight rate for intercoastal Shipments 
of $12.50 per thousand feet effective Oct. 3 
for parcels of 12,000 feet or more, and $13 
for the smaller lots. Coincident with this 
change came the announcement on Aug. 19 
that the Interstate Commerce Commission 
had authorized the reduction—effective Sat. 
urday Aug. 24—of 20 percent in the all-rajj 
rate from the West Coast to points east of 
the Indiana-Illinois line. At most New Eng. 
land rate points, the old charge was 90 cents 
per 100 pounds, which is now reduced to 
72 cents. This change was vigorously op. 
posed by the southern mill groups, as ig the 
new water rate by shippers and distributors 
on both coasts. Receipts at Boston thus far 
in August total but 2,321,240 feet, and com. 
pare with 515,000 feet for the full month jn 





“The First Big Idea 


In this period of gradual, but sure, revival of 
interest in construction, including remodeling 
and modernization, it is important, both from the 
standpoint of the individual dealer and of the in- 
dustry itself, that quality products be stressed 
as never before, to the end that the completed 
building, whether it be a home or other struc- 
ture, may represent real value and lasting sat- 
isfaction to the owner. 

Into this picture of sound, satisfactory con- 
struction exactly fit such outstanding products 
as the ready-fitted, rot-proof stock windows 
made and sold, under a twenty-five-year guar- 
antee against rot, by “Huttig of Muscatine,” 
who in 1933 originated and pioneered in the 
development of this type of window—one which 
fits any standard frame, that is ready for in- 
stallation, and that carries an iron-clad guaran- 
tee, as above. And a point not to be over- 
looked is that it costs less installed than an or- 
dinary window, saving the user 25 to 50 cents 
per window. 

All Red-E-Fit Rot-Proof Windows (trade- 
mark) are chemically treated after machining 
but before assembly. This assures penetration 
of the Rot-Proof solution into the mortise and 
tenon joints, particularly where top check rail 
meets top stile, and where bottom rail and bot- 
tom stiles are joined. Moisture entering at 





































in Stock Windows’ 


these hidden points is absorbed by untreated 
wood, causing fungus growth and decay to set 
in. Red-E-Fit windows, being chemically treated 
as described, repel this absorption and there- 
fore can be, and are, guaranteed to be rot- 
proof. 

Although of comparatively recent develop- 
ment, the Red-E-Fit window is not to be classed 
as a new or untested product, as it was origi- 
nated in 1933, and has been on the market for 
a period ample to have won the unqualified 
approval of dealers handling it, as well as of 
architects, contractors and carpenters specifying 
and installing it on their jobs. 

While because of limited space the rot-proof 
feature has been stressed in this article, this 
window has other advantages worth knowing 
about, such as the dovetailed putty lock and the 
improved rabbetted check rail. All these are 
graphically shown in some of the most vivid 
and attractive sales literature ever issued by any 
woodwork manufacturing concern for the in- 
formation of dealers or others interested in its 
products. Dealers, especially, are advised and 
urged to send for the highly informative folder, 
“The First Big Idea in Stock Windows,” and 
other bulletins describing Red-E-Fit Rot-Prooi 
Windows, addressing the Huttig Manufacturing 
Co., Box 517, Muscatine, Iowa. 


Entire bottom rail and ends of stiles are shaped for pitch of sill. This 
window can be set right into any standard frame 
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1934, both periods showing the effects of 
strikes. 
Eastern Spruce.—The call for spruce in 


August has been well ahead of July, both in 
the form of yard schedules and in orders 
from the industrials, which latter run largely 
to lower grades for crating. The larger mills 
are still booked well ahead of production, 
and the price list holds steady at the base 
of $32 for the fresh-cut scantling sizes at 
Boston rate points, $35@36 for the 6- and 
g-inch, $37 for 10-inch, and $39 for 12-inch, 
with little call for the latter size. Dressed 
and matched dry boards are firm and active, 
with the 6- and 7-inch stock widths at $32 
and $33, and the 8-inch at $35. For cover- 
ing boards, 5 inches and up, the range is 
$27@29, with most sales at $28. Bundled 
furring, 2-inch is $27; 38-inch, $28@29. 


Lath and Shingles.—Standard eastern 
spruce lath sell at 1%-inch, $3.50@3.65 de- 
at Boston rate points, and $4@4.15 
for the 15-inch. Offerings are liberal. Most 
sales of eastern white cedar shingles extras 
are at $4.25, clears at $3.50, and 2nd clears 
at $3. Demand is light. The 18-inch Per- 
fection grade of West Coast red cedars has 
peen, cleaned out at nearly, if not quite all, 
of the Atlantic coast storage points, and 
should be nominally quoted at $4.76 at the 
distribution yards. The same is true of the 
16-inch XXXXX No. 1, but there are lots of 
the Nos. 2 and 3 grades available at $3.64 
for the No. 2, and $3.30 for No. 3 kiln dried, 
with the air dried stock 15 cents less. For 
mill shipment, all-rail, Perfections delivered 
at New England points are active and firm 
at $4.94, and the XXXXX No. 1 at $4.54. 
Whether the 20 percent reduction in the all- 
rail rate on lumber effective Aug. 24 will 
later be applied to shingles is not known. 
The recent order of the Interstate Commerce 
Commission does not affect shingles. A simi- 
lar percentage drop in the shingle rate would 
move it down from the present rate of 103% 





per hundred pounds to approximately 83 
cents. 

Maple Heel Stock.—There has been some 
round-lot buying by the heel shops to cover 
their needs for the rest of the summer 
season. The active fall season will run from 
Sept. 15 to about Nov. 1. The price trend 


for the old No. 2 grade of cross-cut kiln dried 
stock has been downward, with few sales 
above the $80 mark, a concession of $5 from 


the July figure. The smaller shops have 
favored the 2-inch full length air dried 
plank to grade No. 2 common and better, 


with 15 to 20 percent FAS at the quite uni- 
form delivered price of $55. This price moves 
up or down as the percentage of FAS called 
for is lower or higher. The larger maple 
mills handling the better grades of kiln dried 
stock have sold most of the stock manufac- 
tured thus far this year, and they look for 
an active opening in September. 

Pine Boxboards.—Crop failures due to ex- 
cessive heat and lack of rain have curtailed 
fruit and vegetable packing operations, and 
this curtailment is reflected in sharply re- 
duced activity at the box shops and in the 
call for box pine. There are some sales of 
wide inch round edge at $16 f.o.b. the mill 
yard, but most sales are under that figure 
and substandard lots sell at a range of $12 
and $14. For the inch square edge there is 
a better demand, with sales as low as $22 
and as high as $26@27. 


Army Engineers to Build Town at Quoddy 


Federal Government officials decided today 
that all bids for the construction here of 120 
houses and other buildings, to house one thou- 
sand members of the administrative and tech- 
nical staffs at the famous $36,000,000 Quoddy 
water power development, were excessive, and 
ordered the Army engineers to carry out the 
project. The low bidder was the J. Slotnick Co. 
of Boston, at $700,145, and there was a stipu- 
lation that all structures be completed and ready 
lor occupancy within forty-five days from the 
award of the contract. This bid called for an 
average of $5.834 per structure, while the Gov- 
ernment estimates totaled $493,992, an average 
ot $4,116 per structure. The low bidder was 
all-set and ready to go ahead with the job, and 
had arranged to use both southern pine and 
eastern spruce in carrying it to completion. 

he engineers said today that the shift in plans 
would affect neither the number of Maine men 
to be employed nor the amount of Maine lum- 
ber to he purchased, estimated at 2,500,000 feet. 
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Government officials also rejected the low bid 
by a New York firm to supply tidal borings 
for foundation explorations at $286,830, and 
Government engineers were ordered to carry 
out this work, as the original cost estimate was 
but $124,291.86. 


NEW YORK, N. Y. 


Wholesale offices report freer buying through 
August than during July, and many express the 
hope and belief that business has turned defi- 
nitely upward. There is a better feeling also 
in retail circles, particularly in the outlying 
residential sections, where home building plans 
that had been held up for various reasons are 
now being pushed forward in order to get con- 
struction well advanced before the winter closes 
in. On Manhattan and in Brooklyn, however, 
new business is light, and the larger yards com- 
plain that competition was never keener or more 
out of balance, as the smaller so called “teapot” 
or “bathtub” yards, planted in many sections 
during the past five years, compete for the 
large or small schedules and rely upon their 
ability to buy and truck from the terminals 
direct to the job. With little or no overhead 
expense, this new type of competition furnishes 
a real problem to the larger and fully organized 
and stocked yards. 

One prominent dealer in discussing with the 
writer this phase of the local trade situation 
felt that the old rule of “the survival of the 
fittest” would correct this and other evils that 
have crept into the trade, just as soon as busi- 
ness volume got back to normal. “Until that 
change comes,” said he, “we must move with 
extreme caution until business is again permitted 
to regulate itself. For the past three months 
we have been compelled to carry excessive 
stocks of West Coast lumber as strikes out 
there threatened to close our source of supply, 
and now that that bridge has been crossed the 
longshoremen are calling for a big strike dem- 
onstration in September to again cut off lumber 
shipments. They have gained little and surren- 
dered much in lost wages, while the loss to the 
industry and to the transportation companies 
has mounted to countless millions. They prate 
about living standards, and then proceed to make 
high wage standards from earnings of the indus- 
tries impossible. The payroll at our yard is 
25 percent of normal. We know of only one 
way to increase it, and that is from earnings, 
for we have no illusions as to the promise of 
lifting oneself by one’s bootstraps.” 

A very busy association official is R. T. Titus, 
secretary of the Intercoastal Lumber Distrib- 
utors’ Association, as he remolds his group from 
a Code administering agency back to the status 
and functions of a trade organization. When 
you find him in his office he is just back from 
somewhere up or down the Atlantic seaboard 
where he has been contacting the intercoastal 
shippers. Though the field is limited, he hopes 
to attain a membership list of fifty, and already 
is close to that mark. Antedating by only 
a few days the ICC order reducing rail rates 
from the West Coast, the steamship companies 
had announced a new conference rate to govern 
intercoastal lumber shipments, to be effective 
Oct. 2—if approved by the Shipping Board. Mr. 
Titus says his organization will file strenuous 
objections to the new water rates with the Ship- 
ping Board, if there are indications that the 

Board favors the new rates. 

At headquarters of the National-American 
Wholesale Lumber Association in 42nd Street, 
an activity of the month has been the distribu- 
tion to members in large and small quantities 
of reprints from AMERICAN LUMBERMAN of 
Aug. 3 of an article in which the exhibit of the 
pre-fabricated ‘‘“Motohome” at Wanamaker’s in 
New York was fully described. This is a mass- 
production plan for turning out permanent 
homes, the erection and equipment of which re- 
quires two weeks for the smaller, and three 
weeks for the larger and more pretentious size. 
Aside from the doors, lumber is entirely out of 
the picture. They are neither cheap nor port- 
able houses, the price range being from $5,000 
to $16,000. The lumber industry appears to be 
interested but not convinced. 


LUMBERMAN 





51 





LONG TIMBERS! 


Our Main 
Lumber 
Business 


Our Real 
Lumber 
Business is 


bg oe maa memory Br 8 
oH a 





= 


OSTRANDER 
RAILWAY & TIMBER CO. 
OSTRANDER, WASH. 


The Original Long Timber Mill 
a 














MACKIE & LEWIS 
EXPORT - - DOMESTIC 


“FARWEST BRAND" 
Fir Piling and Spars 
Fir Veneer Logs 
Export Logs, all species 
American Bank Building 


SEATTLE, U.S.A. 
Cable Address -- Macbar 























HUTTIG of Muscatine 


ORIGINATORS AND SOLE MANUFACTURERS OF 


ct Proot WINDOWS 


Write for Literature --- Ask Your Jobber 


Guaranteed for 25 Years 











Richard Shipping Corp. 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 
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and attend to collection of invoices. 
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E. W. Gates, founder of the town of Cros- 
sett, Ark., is regaining his health at his sum- 
mer home in Maher, Colo., after a serious ill- 


ness. Mr. Gates has been a dominant figure 
in the lumber business of Arkansas for many 
years. 


Howard G. Chapman, president Chapman 
Lumber Co., Syracuse, N. Y., has been elected 
a director of the Lincoln National Bank and 
Trust Co. Mr. Chapman is a grandson of E., E. 
Chapman, who founded the lumber firm about 
a century ago, and has headed it for ten years. 


J. A. Buchanan of Texarkana, Tex., presi- 
dent of the old Bodcaw Lumber Co., Stamps, 
\rk., one of the enterprises of the late William 
Buchanan, has presented a club building to the 
Woman's Study Club in Stamps. The donor 
chose Mrs. Robert Buchanan, Mrs. J. R. Brown 
and Mrs. W. R. Boney as trustees of the prop- 
erty. 

Morrison, Gross & Co., manufacturers and 
wholesalers of hardwood lumber, formerly lo- 
cated in Elkins, W. Va., announce the removal 
of their offices to the plant in Erwin, W. Va., 
on the Rowlesburg & Southern railroad and 
highway route US-50. Although the post of- 
fice address will be Erwin, telegrams, telephone 
calls and express should be sent to Rowlesburg. 
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Mart Building Co. (Inc.). He succeeds the 
late William H. Wilson. Mr. Robinson has 
been connected with the Mart since 1926, and 
has served as vice president for over four years. 
Before moving to Chicago, he was associated 
with the Stanley Works, New Britain, Conn. 


EK. T. Sandborn, manager Atlas Plywood 
Corp., Goldsboro, N. C., visited old friends and 
former associates in Seattle recently. He was 
employed at the Puget Mill Co., Seattle, when 
it operated mills at Port Gamble and Port Lud- 
low. Mr. Sandborn reported that this year is 
the first time in his knowledge that mill opera- 
tors in the North Carolina district faced labor 
strikes. 


Harry L. DeMuth, DeMuth-Germain Lumber 
Co., Jacksonville, Fla., producer of longleaf pine, 
said on a recent call on Baltimore, Md., dis- 
tributors that heavy rains in Florida had im- 
peded production the past few weeks. These 
are umnseasonal, and caught the loggers un- 
awares. Mr. DeMuth told of securing a large 
order in the North, which he had visited before 
coming to Baltimore. He was optimistic about 
the business outlook. 


D. C. Gates, manager Fordyce Lumber Co. 
in Fordyce, Ark., for the past fifteen years, has 
been granted an indefinite leave of absence so 
that he may devote his full time to private in- 
terests, which include bauxite mining opera- 
tions near Benton. Mr. and Mrs. Gates have 
moved to Little Rock. Mr. Gates’ post has been 
filled by B. A. Mayhew, who has been con- 
nected with the firm for thirty-four years and 
assistant manager for the past fifteen. 


John FI. Grant, of Houston, Tex., head of 
the John F. Grant Lumber Co., which operates 
a line of yards in Texas, recently returned from 
a visit to Old Mexico. He spent much of his 
time at Mexico City and was there during the 
convention of the Lions International. He was 
accompanied by his daughter, who returned to 
Houston from Brownsville by airplane, while 
Mr. Grant visited his company’s yards in the 
Rio Grande Valley. 


The Wyoming Tie & Timber Co., of Chi- 
cago, has advised that within the next few 
weeks may be seen in Fox Movietone News, 
under the title “Lumbermen Risk Lives Break- 
ing Wyoming Jams,” a series of shots of that 
company’s tie drive. The company suggests: 
“When you are touring the West some time in 
the future, stop off at our camp near DuBois, 
\Vyo., on highway leading to south entrance of 
Yellowstone Park, and watch the operation.” 


Ralph Shaffer, prominent lumberman of Ta- 
coma, Wash., has joined the executive staff of 
the Puget Sound National Bank, of Tacoma. 
Mr. Shaffer heads a new department created 
by the bank to serve manufacturing and marine 
requirements of Tacoma and southwest Wash- 
ington, according to Forbes P. Haskell, presi- 
dent of the institution. Mr. Shaffer formerly 
was president Shaffer Pulp Co. and the Shaffer 
Box Co. of Tacoma, and is a past president 
of the Tacoma Lumbermen’s Club. His ap- 
pointment went into effect Aug. 15. 


John R. Stephenson, representative of South- 
ern Pine Sales Corp. for the Baltimore, Md., 
territory, on his last call on dealers, said edge 
grain flooring had become so scarce, as a result 
partially of the large quantities used by the 
Federal Government for CCC camps and other 
construction, that mills can not take orders 
for even as little as 5,000 feet. As a result of 
the heavy drain on the supply, the quotations 
have advanced and the top may not yet have 
been reached, Mr. Stephenson feels. Other 
southern pine stocks have also been reduced, he 
reported. 
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New Corporation Elects Officers 


BenD, Ore., Aug. 24.—Following the re-incor. 
poration of the Brooks-Scanlon Lumber Co, a; 
Brooks-Scanlon Lumber Co. (Inc.), at a meet. 
ing of stockholders and directors held a short 
time ago some changes were made in the off. 
cial personnel, and the following officers were 
elected : 

Chairman of the board—A. S. Brooks, Min. 
neapolis, Minn. 

President—H. K. Brooks, Bend, Ore, 

Vice president and general manager—aA, ] 
Glassow, Bend. 

Secretary—W. J. Williams, Bend. 

Treasurer—F. T. Fairchild, Bend. 


H. K. Brooks, who has assumed the presj- 
dency, formerly was vice president and general 
manager. A, Glassow, now vice president 
and general manager, for many years was gen- 
eral manager of the Wausau Southern Lumber 
Co., at Laurel, Miss., retaining that connection 
until that company exhausted its timber supply 
and went out of business. ; 





McCtoup, 
Cauir., Aug. 
24.—An ‘unus- 
ual and attrac- 
tive golf tro- 
phy offered by 
officials of the 
McCloud River 
Lumber Co, 


Company's Links 
Trophy Fittingly 
Is Made of Wood 


has attracted 
consider- 
able attention 


here. This tro- 
phy, a cup 16 
inches in 
height and 5% 
inches in di- 
ameter, was 
turned at Mc- 
Cloud from a 
piece of sugar 
pine pattern 
lumber 6 inches 
in thickness. 
This trophy of 
sugar pine is 
an appropriate 
one, in that it 
is to be com- 
peted for an- 
nually by the 
golfing em- 
ployees of the 
two Shevlin 
pine mills on 
the Pacific 
Coast—the 
Shevlin-Hixon 
Co., Bend, 
Ore., and the 
McCloud River 
Lumber Co. 
here. 


———— 


Joins Forest Products Division 


His many friends and acquaintances through- 
out the lumber industry will be interested to 
learn of the appointment of James D. Studley, 
of Seattle, Wash., to the forest products divi- 
sion, Department of Commerce, at Washing- 
ton, this ‘announcement having been made by 
Dr. Claudius T. Murchison, director of the 
Bureau of Foreign & Domestic Commerce. Mr. 
Studley is a lumber and forest products spe- 
cialist and as such will work on the numerous 
lumber problems in the foreign and domestic 
fields. Mr. Studley’s experience includes mem- 
bership on the technical staff of the Forest Prod- 
ucts Laboratory, Madison, Wis., in charge o 
field research and special problems projects 
in the wood fabricating industries; service and 
sales representative for the Curtis Cos., manu- 
facturers and distributors of Curtis woodwork; 
head of research department of the Arkansas 
Soft Pine Bureau. Mr. Studley is intimately 
acquainted with both the lumber and woodwork 


situation in the Southeast, as well as with dis- 
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tribution problems of the manufacturers and 
dealers in the Pacific Northwest, and through 
his various connections has gained a wide 


knowledge of the problems of the lumber in- 


dustry generally, 


Opportunity Opened by FHA— 
Let's Push Sales Vigorously! 


MinnEAPOLIS, MINN., Aug. 26.—The Insulite 
Co, announces the promotion of E. A. Anderson 
to the position of assistant sales manager in 
charge of the firm's sales operations in fourteen 
southern States. He formerly was assistant dis- 
trict manager, located in New York, and was in 
close contact with FHA 
oficials in Washington, 
D. C., participating ac- 
tively in much of their 
work in that part of the 
country. Upon the prog- 
ress made by the build- 
ing industry during the 





E. A. ANDERSON, 
St. Louis, Mo.; 
Sales Man- 
Insulite Co. 


\ssistant 
iger The 





past twelve months, Mr. 
Anderson makes _ this 
earnest comment: 

The Federal Hous- 
ing Administration has 
done the greatest job 
of mass selling we 
have ever witnessed 
in the building indus- 
try. Only a little over a year ago millions of 
home owners whose property was rapidly de- 
clining in value were afraid to invest money 
in improvement and repair. Today confidence 
has been restored. Improvement is evident 
everywhere, and in some parts of the East 
there are building programs in progress 
which are increasing building material sales 
to a degree beyond the most optimistic hopes 
of a year and a half ago. With the suc- 
cessful launching of Title II, the FHA has 
finished the biggest part of its task so far as 
material sales are concerned, and it is now 
up to us who are actively engaged in selling 
materials to follow through vigorously with 
sales and advertising campaigns to stimulate 
more construction. 

By vigorous activity I mean the kind de- 
scribed in the stirring article by O. N. Cloud 
which appeared on the cover of the AMERICAN 
LUMBERMAN last Jan. 5. The opportunities he 
suggests are open to every one of us in the 
building industry. Millions of families need 
our service and help. By intelligent, hard 
work we must do our part to service Amer- 
ica’s home owners. The opportunity is abun- 
dant, and our company’s increased sales the 
past few months offer ample proof of the 
rewards for those who adapt their sales and 
advertising programs to the new tempo of 
selling through service. 








Sees Home Building Continuing 
lts Upward Climb 


_Lionel J. Phillips, vice president Wheeler 
Osgood Sales Corp., Chicago, feels confident 
that home building is vigorously on the up- 
grade, and believes improvement is going to 
continue. There may be temporary pauses dur- 
ing the Gimb, but the long pull appears to be 
definitely toward further betterment. He based 
his views upon recent figures showing a con- 
siderable increase in home building. 

The F. W. Dodge Corp. figures were used 
by Mr. Phillips as one of his bases for optimism. 
These revealed that contracts awarded for resi- 
dential construction in July 1935 total over 
$48,000,000. which is more than double the 
total for the same month last year. May and 
June contracts of the current year were like- 
Wise twice the amounts of the same periods 1n 
1934. Residential building on farms and in 
small towns shows a substantial increase. 

It is pointed out by Mr. Phillips that the 
Present is the time for jobbers and lumber deal- 
‘ts to prepare for the demand for building 
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products which is expected. Stocks of lumber 
should be increased and efforts made by both 
dealers and jobbers to accelerate the demand by 
pursuing an aggressive sales policy, in his opin- 
ion. The products of the Wheeler Osgood 
Sales Corp. are moving quickly, it is stated 
by the vice president, and officials of the or- 
ganization expect that there will be a large 
volume of sales for Laminex and Woco doors, 
and Laminex plywood and wallboard are both 
expected to be fast sellers due to their useful- 


ness in home building. 





Will Sell on Atlantic Coast Under 


Company Name 


New York, Aug. 26.—L. B. Anderson, At- 
lantic Coast manager for Charles R. McCor- 
mick Lumber Co., has sent an announcement to 
the trade, advising that effective Aug. 1, 1935, 
the Charles R. McCormick Lumber Co. “will 
market under its own name on the Atlantic 
Coast the products of its three mills at Port 
Gamble and Port Ludlow, Wash., and St. 
Helens, Ore.; also of its thoroughly modern 
creosoting plant at St. Helens, Ore.” 

The eastern executive office will be maintained 
as previously at 247 Park Avenue, New York 
City, under the same management and with 
most of the personnel, office staff and sales 
representatives of the previous sales company. 
Branch offices will be maintained at Philadel- 
phia and Boston. 





Manages Menominee Indian 
Operations 


Lt GERVILLE, W1s., Aug. 26.—Through the ap- 
pointment of H. W. Johannes as general man- 
ager and disbursing agent of the Menominee 
Indian Mills, Neopit, Wis., Lugerville is to 
lose one of its most prominent citizens. Mr. 
Johannes is resigning as manager of the West 
Lumber Co. here to take over his new duties 
at Neopit on Sept. 1. This appointment re- 
cently was announced by the United States 
Department of the Interior at Washington, 
which has supervision over all Indian lands. 
_The Menominee Indian Reservation at Neo- 
pit includes more than 700,000,000 feet of tim- 
ber of a high quality, and a modern sawmill. 
The timber is being logged under a sustained- 
yield program on a 40-year cycle. By doing 
selective cutting, and maintaining nurseries for 
replanting where necessary, a perpetual timber 
supply and a permanent operation are assured. 

Mr. Johannes, one of 
the best known lumber- 
men in the North, 
started work as an of- 
fice boy in 1905 in the 
employ of the’ Jacob 
Mortenson Lumber Co., 
Wausau, Wis. In 1907 
he returned to his for- 





H. W. JOHANNES, 
Neopit, Wis.; 
General Manager Me- 
nominee Indian Mills 





mer home in Merrill, 
Wis., and entered the 
employ of the Collar- 
Stange Lumber Co. as 
a bookkeeper and sten- 
ographer. In 1911 he 
took charge of the ship- 
ping office of the Backus 
& Brooks Co., at Inter- 
national Falls, Minn 

He became office manager of the Kneeland- 
West Lumber Co. in 1915, and in 1922 was 
made general manager for the West Lumber 
Co., since which time he has been in complete 
charge of all its operations, including woods, 
sawmill, yards and lumber sales. 

Mr. Johannes advises that the operation of 
the Menominee Indian Mills at Neopit will be 
continued on a high standard, and that the trade 
will be supplied with products in accordance 
with the accepted merchandising plans of the 
industry. 

The timber on the Menominee Indian Reser- 
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vation consists of mixed hardwoods, white pine 
and hemlock, and, operated on a sustained-yield 
basis, only the best of the timber goes to the 
mill, thus assuring the trade unusually high 
quality products. 

Mr. Johannes has received many congratula- 
tions from friends on his appointment to this 
important post, and all of them feel that no 
better selection could have been made. 





Named Director of Sales 


James R. Fitzpatrick has recently been ap- 
pointed director of sales in the technical division 
\lgoma Plywood & Veneer Co., Chicago. The 
headquarters for sales, research and engineering 
service is at 228 North LaSalle St., Chicago, 
where Mr. Fitzpatrick is well known through 
his work for twelve years with the Haskelite 
Manufacturing Corp. as vice president in charge 
of sales. The main plant and factory of the 
Algoma organization are in Algoma, Wis., 
where the company has been in business over 
sixty years,, and has gained international notice 
for the manufacture of plywood panels for use 
in furniture, doors and other articles. Antici- 
pating the company’s entrance in a_ broader 
field of plywood application, installation was 
recently completed of the world’s largest hot- 
plate press which is capable of producing water- 
proof, resin-glued panels twelve feet wide in any 
length and thickness. 

The technical division, which Mr. Fitzpatrick 
will head, is separate from the general organi- 
zation and will function as an individual unit, 
although remaining closely affliated with the 
parent company. The purpose of the division 
is to open up new fields for using plywood in 
large sections, and to promote uses for plywood 
combined with other materials such as stainless 
steel and copper sheets and composition insula- 
tion boards. 





Company's Educational Program 
Discussed at Meet 


LittLe Rock, Ark., Aug. 26.—J. L. Arnold, 
general manager Crossett Lumber Co., Cros- 
sett, Ark., discussed the varied activities of 
the company he is associated with at a recent 
meeting of the Ark-La Club of the Rock Is- 
land lines. Mr. Arnold outlined briefly the 
educational program the company is carrying 
out to perpetuate its timber supply as well as 
the community. He said that farmers near 
Crossett were aided in getting better livestock, 
and were learning to guard against fires in the 
woods. 

Mr. Arnold continued his talk by warning 
club members to watch the tendency of the 
Federal Government to acquire forest lands. 
He said that if the timber was left in the 
hands of private owners, there would be a per- 
petual income from them, while only future 
generations would benefit if the Government 
takes over the forests. L. R. Wilcoxon, direc- 
tor of lands and logging for the company, dis- 
cussed the reforestation program at Crossett, 
and revealed that the timber is cut in ten and 
twenty year cycles while a part of the land is 
set aside for a 70-year cycle. 

B. A. Mayhew, manager Fordyce Lumber 
Co., and W. H. Burroughs, sales manager for 
both the Crossett and Fordyce companies, and 
G. H. Norman, Crossett banker, also made 
brief talks. 





Sales Manager Makes Regular 
Use of Airplane 


SAn Francisco, Cauir., Aug. 24.—Probably 
the first lumber sales manager on the Pacific 
Coast to make regular use of a private plane 
for business trips is George W. Gorman, sales 
manager of the Hammond Lumber Co., who 
finds this modern method of transportation con- 
venient when it is necessary to make long trips 
over his large sales territory. 

The plane used by Mr. Gorman is a Fair- 
child cabin three-place monoplane—in aviators’ 
language “a three-place cabin job.” It has a 
top speed of 130 miles an hour and a cruising 
speed of 110 miles an hour. 

Mr. Gorman is a veteran pilot, with more 
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than 1,000 hours in the air to his credit. Re- 
siding in Canada when the World War broke 
out, he joined the Royal Flying Corps and as a 
lieutenant in that famous organization had many 
exciting experiences as a scout pilot in France. 
At the second battle of Amiens, he was shot 
down in combat inside the German lines and was 
a prisoner of war in Germany during the three 
months preceding the Armistice. For more than 
two years after his return from overseas, he 





George W. Gorman, sales manager, Hammond 
Lumber Co., in his Fairchild three-place cabin 
monoplane 
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was engaged in exhibition and commercial fly. 
ing. He then gave up aviation and entered the 
lumber business, doing no flying for fifteen 
years. This year he decided to take it up 
again, completing the strict tests of the De. 
partment of Commerce, and again is a licensed 
aviator. 

Mr. Gorman covers the stretch between the 
head office in San Francisco and the redwood 
operations at Samoa, 300 miles by road, in ay, 
hours. While there recently he took Leonard 
Hammond, vice president of the company, and 
Guy Post, superintendent of production, on ap 
air survey of its timber and logging opera. 
tions. 

Mr. Gorman believes that there will be much 
more use made of the airplane as a time saver 
in business in the near future, and predicts that 
many business concerns will own and use planes 
within the next few years. 


Establishes New Sales District 


Kansas Ciry, Mo., Aug. 26.—The United 
States Gypsum Co. has established a new dis- 
trict for this territory, with Kansas City as 
headquarters. It comprises the western half 
of Missouri, Nebraska, Kansas, Colorado, Utah. 
Idaho and parts of Wyoming, Oregon, Okla- 
homa and Arkansas. 5S. J. Palmer, manager 
of the headquarters office, formerly was in 
Denver with the company. 
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MRS. GEORGE S. GARDINER of Laurel, 
Miss., died Aug. 15 at the Danbury (Conn.) 
Sanitarium, where from her summer home 
at Ridgefield she had been taken for an 
operation. Apparently making a satisfactory 
recovery, her condition became worse and 
death occurred quietly while she_ slept. 
Widow of the late George S. Gardiner, of 
Eastman, Gardiner & Co., she enjoyed the 
respect and esteem of lumbermen, for she 
had a comprehensive knowledge and thorough 
appreciation of the many problems incident 
to the lumber industry. From Clinton, Iowa, 
she went to Laurel with her husband in 
1892, when Eastman, Gardiner & Co. began 
cutting yellow pine there and her influence 
was a powerful factor in building up one 
of the most ideal small cities in the South. 
While since the death of Mr. Gardiner in 
1921 she had spent much time in travel, she 
had kept closely in touch with the lumber 
business and with affairs in her home town. 
She was a close reader of the AMERICAN 
LUMBERMAN and its editors highly prize nu- 
merous letters from her commenting on cur- 
rent affairs. She was deeply interested in 
young people and in the things that make 
for a higher standard of living. As so aptly 
expressed by the editor of the Laurel Leader, 
those things “made Mrs. Gardiner a great 
lady in the most concise meaning of the 
term.” No higher tribute can be expressed 
than was paid by this editor, who said: “She 
was a home-maker, with the requisites that 
go therewith—a practical knowledge of food, 
clothing, house furnishing, gardening. She 
found time for all sorts of small neighbor- 
liness. She was an ardent church worker 
and a generous supporter of her church. She 
was a loyal friend and never neglected old 
ties for new ones. She felt a keen obliga- 
tion for the men who worked in the mill, 
and their wives and babies. She read and 
studied. She loved fine pictures and inter- 
esting books and good company. She liked 
travel, but she loved her home.” Interment 
was in Laurel at the side of her late hus- 
band. Surviving are two daughters, Mrs. 
Henry M. Young. Altadena, Calif., and Mrs. 
Charles Green, Laurel; four grandchildren, 
four great-grandchildren and one brother, 
Schuyler Marshall, of Texas. 





WILLIAM P. SCHMUHL, 71, president Ful- 
lerton-Powell Hardwood Lumber Co., and vice 
president Hollister-French Lumber Co., South 
3end, Ind., died Aug. 10 in his home at Michi- 
gan City, Ind. Mr. Schmuhl’s first position 
was with the Alaska Refrigerator Co., Mus- 
kegon, Mich., where he bought lumber and 
inspected it for the firm. Later he occupied 
the same post with the Ford & Johnson 
Chair Co., Michigan City, and at one time 
maintained an independent inspection serv- 
ice in northern hardwoods. In about 1910 


he became associated with the Fullertoen- 
Powell company, and, although he retired 
from active business a few years ago, he 


still filled the two offices listed above. While 
Mr. Schmuhl’s work took him to all sections 
of the country, his home was in Michigan 








City, where he was prominent in the Ma- 
sonic Lodge, civic activities and the S&t. 
Johns Evangelical church. His widow, a 


daughter-in-law, and a grandson survive. 


W. W. WHEELER, 79, president Wheeler 
Lumber, Bridge & Supply Co., Des Moines, 
Iowa, died Aug. 12 after being confined to 


his home for over a year. Mr. Wheeler went 
to Des Moines in 1892 and established his 
company. He was one of the first to market 
bridge plank in carload lots direct to county 
commissioners in the Midwest. The control- 
ling interest in the Wheeler Lumber, Bridge 
& Supply Co. was sold by the deceased to 
W.M. Wells of Council Bluffs and P. E. Hoak 
in 1928, and about the same time he sold 
the controlling interest in the Wheeler-Ar- 
nold Co., Wittenberg, Wis., to W. L. Arnold 
of Wittenberg. Mr. Wheeler’s first lumber 
experience was with the J. H. Queal Lum- 
ber Co. at ‘Hawarden, Iowa, following his 
graduation from Iowa State College in 1882. 
Surviving Mr. Wheeler are a daughter and 
two granddaughters. Mrs. Wheeler died in 
1930. 


GEORGE W. ANDREWS, 71, who for many 
years was associated with the Stewart & 
Alexander Lumber Co., Baraboo, Wis., died 
August 26 at the Andrews cottage at Merri- 
mac where the family had spent the summer. 
He had been in poor health for several 
months, and death followed a long, critical 
illness. Mr. Andrews was born in Ironton. 
When 16 he became a rural school teacher, 
and later was connected with the Iron Moun- 
tain Furnace Co. He was first employed in 
Baraboo by the old H. M. Johnston lumber 
vard, which later became the Stewart & 
Alexander firm. The deceased had served as 
town clerk in Ironton for three years, and 
also once was alderman of his ward in 
Baraboo. He was also supervisor from Bara- 
boo for several terms, and chairman of the 


county board. Mr. Andrews is survived by 


his widow, a son, one daughter three 
brothers and a sister. 

JOSEPH J. JANSEN, 55, president Kau- 
kauna Lumber & Manufacturing Co., Kau- 


kauna, Wis., died Aug. 16 at his home, where 
he had been confined since last March 1. He 
was a resident of Kaukauna all his life. 
At the time of his death Mr. Jansen, was 
treasurer Moloch Foundry & Machine Co. in 


addition to heading the Kaukauna Lumber 
& Manufacturing Co. He served eight years 
on the city council, was a past president 








Rotary club, past grand knight of Knights 
of Columbus, president Kaukauna Gun Club, 
member of Elks, Eagles, Loyal Order of 
Moose, Royal Arcanum and United Commer- 
cial Travelers, and several game organiza- 
tions. Surviving him are three sisters. 


CARLETON CHASE, 54, vice president Bur- 
rows & Kenyon (Inc.), retail dealers at 
Providence, R. I. died in his summer camp 
at Narrow River, R. I., earlier this month. 
His brother, Edwin O. Chase, is executive 
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,ead of the firm. The deceased had failed 
new ealth for five or six years. He was 
sociated with the company in which he 
held office for thirty-six years. Mr. Chase 
was a 32nd degree Mason, and a past com- 
mander of Calvary_ Commandery, No. 13, 
Knights Templar. He leaves his widow, a 
con, his mother and a brother. 


AUGUSTUS F. BEIDLER, 92, member of 
a pioneer Chicago lumber family, died in the 
presbyterian hospital Aug. 15 after a _ four 
months’ illness. He was the son of Jacob 
Beidler, and in 1865 became associated with 
nis father’s firm, the Jacob Beidler & Brother 
Lumber Co. In 1878 he was elected presi- 
dent Beidler Manufacturing Co. in Muske- 
gon, and retired when the mill was disman- 
tled ten years later. The Jacob Beidler School 
at 3151 Walnut Street was named for the 
father of the deceased. Surviving Mr. 
jer are three sons. 


3eid- 


EARL BUCHANAN, 41, of Texarkana, Tex., 
yice president Good Pine Lumber Co., Good 
Pine, La., died Aug. 15 as the result of an 
automobile accident Aug. 10 near West Mem- 
nhis, Ark. He was the son of J. A. Bu- 
chanan, who with a brother, the late William 
Buchanan, formed the Buchanan lumber or- 
ganization. The deceased was interested in 
other fields of work besides the lumber busi- 
ness, although he maintained a place in the 
industry. Mr. Buchanan is survived by a 
daughter, his parents, one brother and a 
sister. 


ANDREW MARTIN ANDERSEN, 67, 
coma, Wash., lumberman, died at his home 
in that city Aug. 21. He was president East 
Tacoma Manufacturing Co., sash and door 
manufacturer, for thirty-two years until his 
retirement two years ago. He had lived in 
Tacoma for 46 years, going to that city from 
Milwaukee. He was born in Norway. He 
had been a deacon in the Pentecostal taber- 
; fifteen years. He is survived by 
his widow, five sons, one daughter, a sister 
and two brothers. 


CHESTER R. PAULSON, 47, son of the 
late P. A. Paulson, widely known Tacoma 
lumberman, died in Tacoma, Wash., Aug. 15. 
following a long illness. He had been asso- 
ciated with his father, who owned the Ta- 
coma Lumber & Manufacturing Co. After 
his father’s death, he conducted his affairs 
n British Columbia for some time. He was 
1 graduate of the University of Washington. 
He is survived by his wife, one daughter, 
one son and one sister. 


Ta- 


F. P. DOOLITTLE, 78. pioneer in the lum- 
ber business in Cozad, Neb., died in his 
Aug. 10 after a short sickness. Mr. 
Doolittle was associated with George A. 
Hoagland & Co. at Cozad for many years as 
manager of the yard, and later was trans- 


home 


ferred to Omaha, where he held an execu- 
tive position with the same concern. He 
retired from active business in 1930, and 
oa to his country home northwest of 
Cozad. 


MISS EVA DUELL, 24. daughter of Mr. and 
Mrs. Flovd Duell, of Chehalis, Wash.. died 
ina Portland, Ore., sanatorium, Aug. 10, fol- 
lowing a long illness. Her father, widely 
known Southwest Washington lumberman, is 
the onerator of the Chehalis Mill Co. plant 
at Salkum. Miss Duell was a student at the 
Universitv of Washington until she was 
Besides her parents, she 





stricken bv illness. 
s survived by three sisters and a brother. 
HENRY M. POOLE, 64. formerlv in the 
Wholesale lumber business in Buffalo, died 
at his home in Des Moines Towa, Aug. 25. 
He made a specialty of hemlock, and headed 
H. M. Poole & Co. He was associated with 
Gilbert L. Hume, later of the Montgomery 
Lumber Co., Suffolk. Va., and now assistant 
secretary Southern Pine Association. 


ee A DUKE. 61, president W. F. Duke & 
Co, (Inc.) at Gainsville, Fla., died recently 
of a heart attack. He had lived in Aleahua 
‘ounty, Florida, for fourteen years. Mr. Duke 
‘ormerly lived in Cheraw, N. C. He was a 
member of the Presbyterian church, was an 
Elk.a Mason, and a veteran of the Spanish- 
American war. Surviving him are his widow, 
our sons, four daughters and two sisters. 





, MRS. O. M. KELLOGG, 75. mother of 
‘forge G. Kellogg, Hoquiam, Wash... mana- 
pa E. K. Wood Lumber Co.. died Aug. 12 in 
Os Angeles. She had lived on Grays Har- 
ba for forty-three vears. She had been a 
palifornia resident for manv years, making 
~ r home with another son, Chester Kellogg. 
She had heen ill but a short time before her 


death. She is survived by her two sons. 
,_A A. LAWRENCE associated with the 
sage. 


- Fifield Lumber Co., Delavan, Wis.. died 
lddenlv at his home in that city Aug. 23. 
© settled in Delavan about fifteen vears ago 


Cane living his early life in the South and in 
vive nia. His widow and two children sur- 





oJ OHN P. BRIANT, 58. vice president and 
x neral manager A. Stef Lumber Co. (Inc.), 
‘ew Orleans, died Aug. 22 after a brief ill- 
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ness. He engaged in the retail lumber busi- 
ness in New Orleans for the last twenty-one 
years. Mr. Briant served in the Spanish- 
American war. He leaves a widow, two 
daughters, a son, two brothers, and three 
sisters. 

EDWARD A. HENDERSON, 67, associated 
with the Paine Lumber Co., Oshkosh, Wis., 
for many years, died from pneumonia Aug. 
14 in Sumner, Wash. He was born in Otis- 
ville, Mich., going to Oshkosh to join the 


55 


lumber firm. 
to Puyallup 
Wash. 


JAMES C. STEELE, 48, identified with the 
hardwood industry in the South for many 
years, died Aug. 15 at his home in Memphis 
of a heart attack. Before entering business 
for himself, Mr. Steele was employed by 
James E. Stark Lumber Co., George T. Hous- 
ton & Co. and F. T. Dooley Lumber Co. A 
brother and a sister survive. 


Later he and his wife moved 
and afterwards to Sumner, 








THE BUSINESS RECORD 








Business Changes 


CALIFORNIA, Anaheim—Smith Lumber Co. has 
been succeeded by the Patten-Blinn Lumber Co. 

El Monte—El Monte Building Material Co. 
changed name to Building Materials Co. 

F'resno—T. G. Hart & Co. succeeded by T. G. 
Hart Box Co. 

INDIANA. Indianapolis—McKee Manufacturing 
Co. succeeded by McKee-Sears Manufacturing Co., 
1130 East 28th St. 

IOWA. Lamoille—Hyatt & Jackson succeeded by 
J. E. Kelly & Sons. 

KANSAS. Dorrance—Weber Lumber Co. changed 
name to Turgeon Lumber Co. 

Uniontown—H, M., Griffita & Son now known as 
Uniontown Grain & Lumber Co. 

MAINE. Denmark—A. S. Wentworth succeeded 
by A. S. Wentworth & Son. 

NEW JERSEY. Red Bank—Lewis & Hagerman 
Lumber Co. succeeded by Hagerman Lumber Co.; 
Henry Hagerman, proprietor. 

_ NEW YORK. Waverly—Humphrey Manufactur- 
ing Co, succeeded by Humphrey Lumber Yards. 

White Plains—Conklin-Pfister (Inc.) succeeded 
by Conklin Yards (Inc.). 


OHIO. Harveysburg—Feed and lumber business 
of J. W. Snell purchased by Charles Doster and 


Carl Snell, who will erect a new building. 

Payne—B. A. Smith & Son Lumber Co. succeeded 
by Brady Bros. 

PENNSYLVANIA. Dushore and Towanda—Hum- 
phrey Manufacturing Co. succeeded by Humphrey 
Lumber Yards. 

TEXAS. Archer City, Newcastle and Olney— 
sowman Lumber Co. sold its yards at these places 
to Jagers & Larimore Lumber Co., of Newcastle. 

Brazoria, Somerville and Wallis—Wallis Lumber 
Co. succeeded by Wallis Lumber & Building Co. 

Slaton—Hood & Strasser succeeded by J. W. Hood 
Lumber Co. 

WASHINGTON. Bellingham—Scott & Heagany 
Shingle Co. succeeded by Heagany-Friese Shingle 
Co. 

Seattle—Seattle Suitcase, Trunk & Bag Manufac- 
turing Co., 160 Jackson St., name changed to Seat- 
tle Luggage Corporation. 

Stanwood—Stanwood Lumber Co. reorganized as 


Stanwood Mills (Inc.) and operations have been 
resumed. 
WISCONSIN. Wisconsin Rapids—Kellogg Bros. 


Lumber Co. have effected an arrangement whereby 
the ©. & N. Lumber Co., of Menomonie, Wis., is 
taking over the administrative affairs of the Kel- 
logg company, which operates yards and main- 
tains offices in many central Wisconsin towns. 


7. 
Incorporations 
ILLINOIS. Chicago—Lincoln Lumber Co., 
Belmont Ave. 


MICHIGAN. Detroit—Eastern Michigan Lumber 
& Supply Co., 130 Florence Ave.; $5,000. Raymond 
P. Ruggles an incorporator. 

MINNESOTA. Minneapolis — Girrbach 
$2,000: building equipment. George F. 
5207 Humboldt Ave., S., an incorporator. 

MISSOURI. Kansas City—Midwest Lumber & 
Material Co.; $10,000. Edward S. Doyle, 5325 Rock- 
hill Road, an incorporator. 

NEW JERSEY. Newark—Lockeye 
Supply Co.; Fred Weiser, 60 
corporator. 

NEW YORK. Brooklyn 
725 Rockaway Ave. 

Buffalo—Two-Fifty-Seven Summer  §&t. (Inc.): 
lumber and building materials. Care of S. B. Nye, 
Erie County Savings Bank Building. 

New York City—System Lumber Co., 
Ave.; $20,000. 

New York City—John Nou (Inc.); building ma- 
terials. Care of Platzman & Platzman, 240 Madi- 
son Ave.. New York City. 

Rochester—Herrick Lumber Co.; $25,000. 

OKLAHOMA, Stillwater—E. W. Shelton Lumber 
Co.: $5,000. Incorvorators: M. W. Jacobs, E. W. 
Shelton and S. Wildman. 

OREGON. Eugene—Fegles 
E. A. Fegle an incorporator. 

Portland—Pacifie Cross-Arm Corporation; $1,000. 
Cross arms and lumber specialties. Incorporators: 
Walter R. Johnson, George B. Blackwell and F. A. 
Volistead. 

TENNESSEE. Memphis—Wood 
zation Co.: $1,000. Incorporators: Benjamin Good- 
man, Jr., Cameron Mann and Katherine Watson. 

WASHINGTON. Bremerton—Bruce Lumber Co.; 
$50,000. Incorporators: Bruce L. Dower, Clarence 
J. French and Oscar N. Lundberg. 

Seattle—Log Sales Co.; $50,000. Mark F. Mathew- 
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(Inc.); 
Girrbach, 


Materials 
Park Place, an in- 


-Progressive Lumber Co., 


119 Seventh 


Lumber Co.; $5.000. 


Products Reali- 


son and F. H. Meikeljohn incorporators. 
Tacoma—Blue Mountain Logging Co.; 
John F. Turnquist, Julian and Emma K. 
incorporators. 
WISCONSIN. Granville—Granville Lumber & 
t'uel Co. incorporated by Anton Woboril, Joseph 
and Hattie Morris. 


New Ventures 


CALIFORNIA. Los Angeles—Aladdin Furniture 
Manufacturing Co., 313 W. 60th St. 

Los Angeles—H, Levine Cooperage, 156 S. Ander- 
son St.; Hyman Levine, manager. 

Los Angeles—Materials Supply Co., 407 Van Nuys 
Building. 

GEORGIA. Tifton—Tifton Lumber Co. opened 
here by A. S. Johnson and his son, A. S., Jr., and 
W. H. Hawkins, of Albany. Mr. Johnson was in 
the lumber and building material business for 13 
years in Orlando, Fla. 

ILLINOIS. Waukegan—V. M. Milarr, of Chicago, 
is opening a new lumber yard at Twentieth St. 
and Sheridan Road. 

KANSAS. Chanute—A,. L. R. Anderson, formerly 
of Buffalo, is opening a lumber yard here, to be 
known as the West Main Lumber Yard. 

NEW YORK. Brooklyn—Crescent Woodworking 
& Store Fixture Co., 920 Jamaica Ave. 

OHIO. Cleveland—Excel Woodcraft Corporation, 
Leonard St. and Columbus Road N. W. Carl Soros 
is president and A. A. Kest, secretary-treasurer. 

Clyde—Billings Coal & Builders Supply Co. 

OREGON. Portland—S. Einstoss has engaged in 
cooperage business at 2805 S. E. 14th Ave. 

Portland—Willamette Crate Co.; Union and East 
Alder Streets. Under management of Marion H 
Flanagan. 

Tillamook—tThree Rivers Alder Lumber Co. 

PENNSYLVANIA. Lansdowne—Drexel Hill Lum- 
ber & Supply Co. 

Philadelphia—Jefferson 
1501 North 2nd St. 
proprietors. 

VIRGINIA. Damascus—Damascus Lumber Cor- 
poration; will manufacture semi-finished lumber to 
be used largely in the manufacture of furniture. 


Casualties 


IDAHO. Coeur d’Alene—Madson Box & Toy Co. 
factory damaged by fire about $2,000. 

KENTUCKY. Campbellsville — Campbellsville 
Cooperage Co. building, equipment and a large sup- 
ply of timber destroyed by fire, with loss esti- 
mated at $25,000; partly covered by insurance. 
Loss consists largely of machinery, timber staves 
and headings. 

NEBRASKA. Omaha—Rivett Lumber & Coal 
Co., 4115 Lake St., destroyed by fire. with loss 
estimated at between $175,000 and $250,000. In- 
sured. 

NEW YORK. Buffalo—c. F. Sullivan Co. suffered 
loss of $100,000 by fire to shed and 1,000,000 feet 
of finished lumber. The loss is covered by insur- 
ance. 

PENNSYLVANIA. Landisville—J. C. Snavely & 
Sons lumber yard suffered fire damage estimated 
at $9,000. 

TENNESSEE. Knoxville—Service Lumber Co., 
North Broadway, destroyed by fire, with loss esti- 
mated at $6,000. 

Sparta—Sparta Spoke Factory destroyed by fire. 
Will be rebuilt. 

VIRGINIA. 
Lumber Co. 
partially 


$20,000 
Johnson 





Building Supply Co., 
Edward and Maurice Levin, 


Shook & 
$75,000 loss 


Petersburg Petersburg 
destroyed by fire, with 
covered by insurance. 





New Mills and Equipment 


ILLINOIS. 
begin reconstruction 
burned plant. 

OHIO. Sandusky—Peerless Lumber Co. plans 
lumber and woodworking mill in West Sandusky 
to cost $35,000, to replace plant recently burned. 

TENNESSEE. Chattanooga—Doddridge-Booth & 
Co., Nashville, a branch of the Doddridge-Beck 
Co., Milton, Ind., is installing a $50,000 plant here 
for the manufacture of caskets. 

VIRGINIA. Petersburg—Petersburg Excelsior 
Mills (Inc.) plan erection of $30,000 plant. - 

Petersburg—Petersburg Shook & Lumber Co. is 
considering rebuilding plant recently burned, with 
loss of $75,000. 

CANADA. BRITISH COLUMBIA. 


Jerseyville—Pollock Lumber Co. will 
immediately of its recently 


South West- 


minster—White Rock Sash & Door Co. (Ltd.) plans 
erection of $35,000 plant. 

QUEBEC. Quebec City—Gasport L. Gosford Lum- 
ber Co. 
$100,000. 


(Ltd.) plans new plant to cost about 
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LUMBER MARKET REVIEW 


Southern Pine Mills Report Stock Shortages, With 
Active Fall Demand in Prospect 


Southern pine bookings in the two weeks ended Aug. 17 
were 41 percent above those for the corresponding period 
of last year, but more recently the effects of western com- 
petition, based on the lowering of rail rates, have begun 
to show in some slackening in demand from parts of the 
sales territory, though from non-competitive southern ter- 
ritory the call continues quite active and promises to be 
heavy during fall. Every effort is being made to maintain 
former rate relationships by securing southern rate reduc- 
tions, of which there seems to be every prospect ; but mean- 
while there is some tendency to meet the situation by an 
easing in mill prices. Upper grades, however, continue 
scarce, and some items may be even more difficult to sup- 
ply during fall, so these are very firm. 

North Carolina pine upper grades are in excellent de- 
mand for mixed-car shipment and their prices continue 
steady; while there has been some strenghening in the 
board, but not the dimension, products of small air-drying 
mills. Box plants are somewhat more active and have 
been ordering shipment on old orders and entering the 
market for moderate amounts in addition. 


Arkansas Soft Pine demand continues to take up the out- 
put, so that many items of shed stock continue scarce. As 
small mills have been able to dispose of the desirable items 
in commons, they are not offering keen competition, and the 
larger plants are reporing shortages in Nos. 1 and 2 dimen- 
sion. Moldings and trim move in large volume. 


Western Pine Sales Are Active and Big Fall Demand 
From East Ils Counted On 


Western pine bookings in the two weeks ended Aug. 17 
were 69 percent larger than those of the corresponding two 
weeks last year and, as mill stocks were 6% percent lower 
than last year’s, production had been increased to almost 
double last year’s—in view of the fact that a heavy fall 
movement on the lower rail rate is expected, especially to 
territory in the East that, for the first time since fir began 
to move in large volume by water, the mills are able to 
enter on a competitive basis. Commons have been selling 
in good volume, and much more interest is now being shown 
in shop grades for millwork manufacture. Some items of 
shed stock have been in low supply. Quotations on the list 
as a whole are firmly maintained. 


Intercoastal Business in Fir ls Heavy; Large Gain in 
Rail Volume Expected 


High activity at West Coast mills is evidenced by re- 
ports for the two weeks ended Aug. 24. At identical plants, 
the production was nearly fifty percent larger than the 
weekly average for either this year or last to date; and 
total orders and shipments for all mills exceeded the pro- 
duction by 15.5 percent. Of the bookings, more than half 
were for domestic cargo shipment. 


As the reduction in rates to east of the Illinois-Indiana 
State line did not become effective until the end of the 
period covered by the latest report, this did not show its 
effect on volume, but later advices indicate that orders are 
much heavier. Order files are being filled up, and stocks, 
especially of uppers, are becoming depleted, so that prices 
continue firm. The mills are counting on an active fall 
demand from present fir territory, and on an extension of 
their sales field. 


Atlantic coast business has been stimulated by announce- 


ment of an advance in the intercoastal rate effective Oct. 3 
from $12 to $12.50@13—in the face of a reduction in the 
competitive rail rate, but the water rate advance will he 
resisted at a hearing before the Shipping Board. Weathe; 
in the East has been extremely unfavorable to building. 
and for the small volume there has been keen competition, 
but there are indications of activity during fall. The moye. 
ment to California is active on the $4 rate; sales can not 
be called good but are fair. 


Export volume is still rather small, for, despite the fae 
that the ending of the mill strike permits loading, there 
is a threat of a longshoremen’s strike. In July, during the 
strike, British Columbia took nearly 70 percent of the ex. 
port business; as usual, the bulk of Northwest mill book- 
ings were for China and Janan.and neither market, because 
of political and financial difficulties, is active. 


Hardwoods Moving to a Wider Range of Consumers 
Export Outlook Has Improved 


Though total hardwood demand during the two weeks 
ended Aug. 17 was 71 percent above that for the same 
period of 1934, it failed to take up the production, though 
it has been sufficient to cause shortages in some woods 
and items. Total stocks of northern and southern mills 
on Aug. 17 were about eight percent less than on the cor- 
responding date last year, and many items in oak and some 
in gum are becoming a little more difficult to find; oak 
has been moving well to domestic flooring plants and to 
overseas markets. Furniture factories have been buying 
according to current needs, and these are expected to be 
much larger as they go into their active fall season; while 
automobile plants have begun to buy in preparation tor 
production of new models. There has been a pick-up in 
the movement to miscellaneous industrial consumers, espe- 
cially millwork plants. Because of the vacation season 
there, the movement to the United Kingdom has been 
rather small, but depletion of overseas stocks has brought 
about improvement in prices and increased inquiry. 


Northern Pine, Hemlock, Eastern Spruce in Good Cal; 
Severer Western Competition Expected 


Northern pine has continued to move in slightly larger 
volume than in the corresponding period of last year, and 
though production has seasonably been exceeding sales 
and shipments to date this year have exceeded production, 
mill stocks Aug. 17 were about twenty-five percent less 
than last year’s. Retail yard business in the Northwest 
has been largely confined to mixed lots for immediate needs, 
but there has been an improvement in the call from box ant 
millwork manufacturers. Trade in the Niagara area has 
been somewhat slow, and nothern pine will probably meet 
more severe competition in this area from western pine, 
now moving on recently reduced rail rates. 


Northern hemlock sales to date this year have exceeded 
last year’s by 60 percent; and in the two weeks ended Aug. 
17 were 17 percent above last year’s. Though production 
so far this year has exceeded orders and shipments, mill 
stocks Aug. 17 were 10 percent below those of 1934. 


Eastern spruce demand has been showing improvement 
with the passing of the hot spell in its sales territory, but 
more severe competition will now be felt from West —_— 
stock, beginning to move in large volume intercoastal an 
at lower rail rates to what has been more exclusively east- 
ern spruce territory. Spruce mills have good order files 
and are holding quotations steady. 


Statistics, Page 38 — Market Reports, Pages 48-51— Prices, Pages 58-59 


jugust 31, J 


ene 


RON 


Lea 
wh 
refi 
sho 
Cel 


anc 


me 
us¢ 
zat 


co- 


In: 
ob 
fo 
In 
Ce 
th 


BUILD: 





Oct. 3 
in the 
‘ill be 
2ather 
Iding, 
tition, 
nove- 
Nn not 


2 fact 
there 
ig the 
le €x- 
book- 
Cause 


mers: 


weeks 
same 
ough 
voods 
mills 
e cor- 
some 
; oak 
nd te 
uying 
to be 
while 
n for 
up in 
espe- 
eason 
been 
ought 


Call; 


arger 
, and 
sales 
ction, 
t less 
1west 
eeds, 
x and 
1 has 
meet 
pine, 


-eded 
Aug. 
ction 

mill 


ment 
, but 
Soast 
| and 
east- 


files 





jugust 31, 1935 AMERICAN 
OM A a 


A TIP 


FROM AMERICA’S INDUSTRIES 


GET ON THE 
CELOTEX ROAD TO SALES 


Leading manufacturers in every field specify Celotex 
when efficient insulation is required. Domestic 
refrigerators, automobiles, coolers, refrigerated 
showcases, refrigerator railway cars and trucks use 
Celotex to economically retard the passage of heat 


and to control temperatures. 


Take a tip from these industrial leaders — recom- 
mend and sell Celotex. Widely advertised, widely 
used, backed by an experienced, fair dealing organi- 
zation, Celotex is logically the product to merit your 


co-operation. 


Insulation, decoration and modernization are the 
objectives today. An active, profitable market exists 
for lumber dealers who handle Celotex. Celotex 
Interior Finish, Celotex Sheathing, Celotex Lath, 
Celotex Finish Plank and Celotex Tile Board cover 
the entire range of uses in homes, new and old 


—also, shops, taverns, stores, schools and churches. 


There’s money to be made and there’s money being 
made with Celotex. That’s why more lumber deal- 


ers are taking advantage of their opportunities. 


See your Celotex representative — or write: 


THE CELOTEX COMPANY 
919 No. Michigan Avenue Chicago, III. 


CELOTEX 


BRAND 
INSULATING CANE BOARD 


Reg. U. S. Pat. Off. 


BUILDS @ INSULATES © DECORATES © SUBDUES NOISE 
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FORDYCE-CROSSETT 


WOLMANIZED 
ARKANSAS SOFT PINE 


CERTIFIED PROTECTION AGAINST 

DECAY AND TERMITES WITH A 

MARKED DEGREE OF FIRE 
RETARDATION 


Wolmanized Arkansas Soft Pine Is Clean, Dry and Odorless. Can Ship 
in mixed cars with Royal Oak Flooring and Southern Hardwoods 


FORDYCE-CROSSETT SALES COMPANY 


80 East Jackson Blvd., Chicago, Ill. @ Southern Office: Fordyce, Ark. 
Mills and Treating Plants at Fordyce and Crossett, Arkansas 


A CROSSETTYT WATZEK GATES t*nNOuUSTRY 








SIGN OF THE FINEST FOR MORE 
THAN 30 YEARS 


MANUFACTURED IN END-MATCHED 
AND PLAIN END 


ALABAMA 
Yellow Pine, Soda Dipped, Air Dried Stock 


LUMBER 


JACKSON company LOCKHART, ALA. 


A CROsSsSE€EtTT WATZEXK GATES An 2 ese 




















RU-BER-OID’S 
FINANCE PLAN 
AT GOVERNMENT RATES 


STEPS UP MODERNIZING 
SALES AND PROFITS 


NO RISK TO YOU 


Send for this non-recourse plan 
also samples of the following 
RU-BER-OID 
Products: 





THE RUBEROID CoO., A.L.-8-31-35 
500 Fifth Ave., New York, N. Y. 

Please supply me with a copy of the Ruberoid Non-Recourse 
ae Plan. I am interested in the products checked be- 
ow: 


Asbestos-Cement [—] “Newtile”forbath(— Roof Coatings CT] 


Shingles LJ and kitchen walis'_‘ and Plastie 
Asbestos-Cement >| Asphalt Shingles ~ Safe-n-Dry 
Sidings LJ and Roofings Lad en 
I se ancien eile lacie ecard ie eee 

I, os wag aeswin ls ales ave atmcatenaaen 
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No. 2 27 33.00 | 4” 5&G/ 8.00 60.00 x12 #92 9 0.00) 16’ oe SRB4 368 13 @ 14’ ow” mati: 
Pe " 27500 27.00\a" “"°°"** snes eee 4 thick— -*28.30 28.00 rad sence 18.73 atte 16’ -. 25.83 924.59 IS? osc e 
rift— > +90 2. te 56.5 ” errs Serres 28.5 64.50 
B&better gv 711111 4333 42°03 oes" 56.50 52.18] No. 4 12 & 14’ 2x10” 8.50... 
Shortleaf 1x10 .-+ 42.33 42.03 ie 77. 57.50 , Shortleaft 16” 14’.. 17.61 ‘18.85 . Ss er WES 
9 aaa 58.99 *58.60|1X5” - 48.12 49.42) Casing m 77.00 68.50 Dimension 2x12" 17.65 18-40|16" ** 999-09 28.00 
—_ ) iets 16.38 44.25 . Base & x12” ’ sre 25.00 28.00 [Speci 
S} ees ae: 20 - ee -00 Special | 
Shortleaf..°48.00 45.50 bps 64.10 62.19] 5 — _ 12 & 14”.. 19.96 2x12” 0.00 33.09 Bsa 
No. 2 ee 35.0014 thick— i &better, 16’ & 14°.. 25.06 20.37 oo is3¢ 18.00 12, & 14°.. 34.95 prices for | 
1x4” fl my 32.33 Sache’. . 56.39 55.86 ~~ PES 51.03 -49.11 7 eoueres 25.92 30:80 96 19.50|/1® ------- *39.90 Finish— 
at 12” 66.80 63.17 1x5& ase 52.59 49. 2x6” bats ity 1x12” 
eer — $2.00 7 88 N Z 56.10 51.16 12 & 14 wee wuden ae erage ~ 1 
at petal TE - o. 1 Fencing, mie © e-. ae ° _— mension x5—11” 
ae TES 34:87 i. thick— ee - iggy yr seecere 5436 soos] Lonsleat— veal Bevel Sidin 
18.75 19.31/6" |...17: 37.00 1x6” 0111 3471 3843| 90 4 3x4 & 4x4” 2 a *.- 2 oe ay 
ee « _ re . 5.43 > x¢ 25.45 . _ eee oo 21.40 
ite, Standard a ate re rte ts 31.50 No. 1 Shiplap a : +4 & 14’.. 23.84 19.5 ae * 3432 24.23 2x6" 1 7 4x6"— 
“% x4" engths + ela an Boards, 10-20" BP neces * 3369 20:73 Se ente igo oat lie & 14’ Asses: 
cea wenn 5818 -_.- eee 2x10” ove **) 6x12 tt! e09 o39:83]16" t'. «119.00 B ..s- 
s&better.. 28.50 eee ....|1X5&10” me oo. 35.70 x10 <33-29e32" .... 40. ° “ a see eee *90.00 ————— 
) 36 00 
Batett ee Plaster Lath Ixl2”.... 48:84 $0.45 14" 26.41 24.56|S - 
;& bette cacalibe “45| 14. — 24.5 2 & 14’ 
Newn’ see 36-56 %#X1%", 4’ No. 2 Fe vente oa 26.46 23 ef pte a 2 21.00 NORT 
v1 css. 25:94 28:32|No.2 1... 298 34 liandaed tonne 27.09 24.65| 3x4&4x4”,. 22 2x10” *23.00 i 
ee ore 6 3.78| 1x4” Lengths =| 2x12” 4x6—8x8”". 22.44 22.00\19 g ws 
2.89) 1x6” . 17.85 16.27 2&4x10"... 21:95 15.8212, © 14-- 2 ausau, W 
wees 173k ataelaeee tf B& 4X10"... 26.17 24.50,1°. 20.00 21.50 
OAK FL 95 18.06] 16’ ones aaeslaninne” Seen 24.50) 0519" veee 32.50 Br 
—— | cake men 335 36.28/8hexte. . . 25.00 |... |2x12 ' own ASH 
Following ees iesittta he 1/4 
flooring in are current W x12"31.43 - of 16" 22.00 eae rete 
origin—Memphis a fob. a ee on vak ESTERN PINES pts 24.00 ee 
exandria, eae Johnson Ci points of Followi paella 
. of t __~ COWEN 
Cl +8 y, Tenn. | Teoo: “were pI. b. mill prices | WEST COAST L — 
Se: 1G was... 39550 a HE %x2” %x1% ~ eo eae, oe - ly Seattle, Aug. 27 OGS eae 
Ser’ Pes Se 6.00 $63 ” | boti % to 31, incl bers during the ine are as follows: 27— Average ES + tate 
. qtd. w .00 6 .00 $50 th dire clusive : e per = ows: prices ¢ aia 6/4 
Ss wht... 67 8.00 -00 é act an : . Averages i riod Fir: N f logs g 
Ste Se cae BS Be ig |e" ead tite Aveise™ tai | PRG "EE tga, ft tuber to hen Eee 
Clr. . wht... 68.( 8.0 i . : sms only. ¢ . are edar: Shi : No. 3, $11; &f 12/4 ..... 
Sel: = red.... 68:00 Se: Sane abe . ee “Hemlock: No.” logs, $13; lumbe _ pee 
Sel. 4 = ... 58.00 rie 50.00 oe ee Ponderosa Pine No. 3, $9.50. . 2, $9.50; for oly $13. Ata pits “i 
No. 1 com. ea’? Seen thee Shee 39.00 SELECTs, S2 or 4S —_ sis » $12.50; ott Gr 
No. 1 com. red... tues ates see | (S38 C Select RL Ix8”  & wdr r=. ee ee ee uments 
. 3 com..... - 48.00 41.00 37. 35.00 Em oe: peg 73 a i oo w Lowscenan} 
‘ie Qe oe ei Peron ees 33.25 Sei, «—«9.5 ay ellow Fi » Aus. 10-—Log market quo BIRCH— 
Clr. qtd %x2” ‘ 2.00 san 2S— hin ca $8 ir: No. 1 7eN ; : 4 
C . wht...$7 %x1%” o 5/4 . .50@ 9.00. . 1, $17; No. 2, a 4/4 «0... 
Sel. ata Ped. +. 67.00 +1800 es atnolatcs $26.91 No. 2 Res Fir: $11@12 a a4 apa 
. 5 st . : pT, FORRES Rao  « ote Le ar: H —Z eae 
a atd pl cece S600 wes Commons, S2 or 4S . 28.02 oei-28 ae bg ng logs, $11@12 eo... 
Clr. pin wht... hye 56.00 : a ix 8” RL o— No. 2 sie Spruce: No. . 00S 3, $7.50@8 12 : tacit 
Sel. cin red.... 58.00 57.00 $65.00 8S slab ha aeteic nicole No. 3 , - No. 2, $15; No. 3 re 
i os +e Fo + 60.0 1x12” RU eee eee ee ences $22.11 = $20.71 hctediadices 5/8 
No. 1 hg PTE 54.00 3200 56.00 psi Solpageda: - 26.48 efile WES _—. 
No. 1 com. red.. 48.00 ; 9.00 Id See ee i WESTERN RED CEDAR | 7 
No. 2 com.. bees ary 43:00 ret SELECTs, S2 a . , TERN RED CEDAR Sort ELM 
ee York Papen 27.00 =e C Select — 1x8” 5&6/4x8” ot" ah Wash., Aug. 27 : peed 
adding to th red prices ma : tee D. Select RL. . & war. | to 18 siding in mixed < 27.—Prices for red ee 
{icinch figured ee the followh obtained | Co ie Sees + OER $71.26 foot, f. o. b. mill — bundling, § ee 
-inc oO n ii hh ie ok! 3 c--e~ : ’ e: . 4 ’ 
and *&- stock, $8.50; i City orig Lon — S2 or 4S— N ‘ wa 54.60 Beveled Sidi eee 
Hh seme $5. or %-Inch, $4; for i: | ix12” 1 fo.1 No.2 No.3 | S7inch ae 12/4... 
cago d , ; “ a oe oe 35.34 a oO. -ine ; “lear posesipad 12 ea 
by addi elivered pri | No. 4, 474 RWRL: 62.05 $27.21 BS PUAN e+ sccnsceses $29.0 A «“B” 4/4 (N 
entials , A,! above the follow! obtained | , 474 RWRL... 37.45 et belated 39.00 a $19.00 . 
c r n be obtained | = Sugar Pine SR) (ee Ae co ee ee 3 ty .00 ARD } . 
inch stock, $6; aotemphis enor ing ites. Sugar Pin $18.34 ieee aia 0.00 25.00 Hat lap Mar 
» $3.50. ch, $3; for — atta SELEcTs, S2 1&8” e grinch pee galow Siding %-inch . Baas 
B&btr “RL 4S— & wdr 5/4x8” 6/4x8” | Rxheabaayenteeeanege: 6/4 
3 y wdr. a 1 tS $43.90 1/ 
C Select RI... |. $66.85 & wdr. & wd EG ee ere re 5 i/4 
D Se L. 62. - $63.84 yr | TBeineh oe e econ 50.00 8/4 
RED CEDAR SHIN . a ose Tas eras Finish, B&better, S2 or 48, S19 60.00 9/4 
Seattle, W GLES Suop, S2S— ages 49.26 sees » S2 or 48, 8-19 ee ns 
average TP meng Aug. 24.—Bel | 5/4 ......, No. 1 No. 2 wall 7 Mee S2S or S48 we sabes 
sold direct received fo ow are list Ni alae snaatche seg: $39.02 No. 3 ee ne ete ters tern shone or Rough 4 
obtained rAd to the trade fy cedar See +) ae 39.08 $24.29 $20.25 Ed) Sarre $42.00 WH ..... 
mills, but the strike ike auaaeuen te ngies | = Larch 49.58 27.61 19:30 | ixte" Sereeeeeeeeeseeeeseeeseceeeeraay 47.00 
sencee See : aan cuatmemer te wea ine Larch—Dou — 22°53 | 1x18” nak i kent ck eee Seba: eF00 Rock ELM 
—— anced them as much as 65 Dimension No. 1 2x4 contains 1x20” bees steeertaeeteeeeeueeseeesy 78.00 sa 
oyals: as 65 imension No. omni Pie | BM geo 
1-24” vs: xxxx > | Boards, ey 1  Sptaptlctehc doped $21.72 1X20" ieee ccc eeteeecc a eececee anes $3.08 eA 
2-24" 4/2005 °°" $3.30 x: Floorin se arr sabe °° oo" te ows 21 4 C is Shiki Ck ae kimaseeew sole 4 
: (otis g& vert. gr sc 64 sti: ho Giessen tkenies, 048 93.00 10/4 
| apenas 2.45 1-16” , C&btr. 4" RL..... 72° 205 1x3” coring, B& j 
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ce Ga: cae =. Dhmenaton MAPLE FLO pe Reamer , Odd Lengths ee 
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WISCONSIN HEMLOCK 


Following are prices f. 
in Wisconsin: 
No. 1 Hemlock Boards, S1S or S1IS1E: 
“7 10, 12&14’ 16’ 


o. b. delivery points 


tg GY ccc ec ree ceceese $31.50 $32.50 $34.50 
ol rr ye 33.00 34.00 35.50 
oe OF ovcccncrrcsesens 34.00 35.00 36.50 
oT oor 37.50 38.50 40.00 
DY. cssexateudenaans 39.50 40.50 42.00 

For D&M, plain shiplap or S4S add 25 


cents; for drop siding, ceiling, fancy shiplap 
grooved roofing or partition, add $2.75. 
No. 1 Hemlock Dimension, S1S1E or S48: 
s° «10, Epes 16’ 
3.5 $33.50 $34.50 





32°80 33.50 
33.50 34.50 
36.50 37.50 
37.50 38.50 





WESTERN SITKA SPRUCE 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Aug. 24.—The following are 
prices for mixed carlots prevailing today: 


Fiaise $61.00 Factory stock— 
an” were xe ‘ 
OO cecintsnech or 41.00 Oe ctta waren $24.00 
1x5—11” 50.00 ae eoccccece snes 
Bevel Siding— > Gomera 32°00 
Ux4"—Band «BAB creeeees q 
2 BES piu nave 35.00 
ae o1.08 ee 35.00 
ee ate “BO 4.00 
it cated Dielala 22.00 Green box....$13@14 





NORTHERN HARDWOOD 


Following are prevailing quotations f. o. b. 
Wausau, Wis., On northern hardwoods: 





No.1 No.2 No.3 
BroowN ASH— FAS SEL Com Com Com 
4/4 ......-.. 45.00 36.00 30.00 24.00 18.00 
BIE ncccscces GOS 43.56 33.00 26.00 19.00 
Aa 55.00 48.00 40.00 30.00 19.00 
. 60.00 53.00 43.00 32.00 20.00 
Basswoop— 
ma everee a 60.00 50.00 40.00 26.00 18.00 
aa 65.00 55.00 45.00 28.00 20.00 
6/4 68.00 58.00 45.00 28.00 20.00 
UT ekg cw wind 75.00 65.00 55.00 30.00 20.00 
RMR? 90.00 80.00 65.00 43.00 ..... 
, aa 95.00 85.00 70.00 48.00 Peres 
eee 53.00 45.00 32.00 22.00 share 
Key stock, 4/4, No. 1 and better, a or on 
grade, FAS, $75; No. 1, $55; 5/4, = : and 
better, $70; or on grades, FAS, $80; 1, $60. 
No. 1 be * No. 3 
BIrRcH— FAS Sel Com Com Com 
ee 60.00 45.00 39.00 29.00 18.00 
Se - 65.00 50.00 42.00 32.00 18.00 
6/4 ........ 70.00 55.00 47.00 37.00 18.00 
38 MP pce wine ie 75.00 65.00 57.00 40.00 19. eee 
10 4 ........ 90.00 75.00 70.00 40.00 
12/ Sh euaha es 95.00 80.00 75.00 45.00 ..... 
16/4 ceescee + 140.00 130.00 115.00 ..... aekenia 
Se Sie sade 52.00 42.00 29.00 .. neve’ 
RRR 54.00 44.00 32.00 .. ios 
No.1Com No. 2 No. 3 
Sorr ELmMm— FAS & Sel Com Com 
_: See 40.00 29.00 24.00 18.00 
| See 42.00 30.00 24.00 20.00 
. ees 43.00 31.00 24.00 20.00 
8 aie om Se aaa 45.00 34.00 26.00 20.00 
 tdcw nies 55.00 39.00 28.00 rae 
_., eee 65.00 49.00 33.00 
4/4 (Narrow) No. 2&Btr.—$28. 
No.1 No.2 No.3 
—_ MarpLte— FAS Sel Com Com Com 
. ES 62.00 47.00 40.00 28.00 14.00 
oH ate arenes 67.00 52.00 42.00 32.00 17.00 
6/4 iat aarti 72.00 57.00 47.00 34.00 17.00 
(/4 cei: artes 77.00 62.00 52.00 34.00 18.00 
aes 77.00 62.00 52.00 34.00 18.00 
«ae 90.00 75.00 60.00 35.00 .... 
a 90.00 75.00 60.00 35.00 — 
(SaaS 110.00 95.00 75.00 40.00 .... 
_ . See 110.00 95.00 75.00 40.00 .... 
LES 150.00 135.00 105.00 ..... .... 
R No.1 No.2 No.3 
CK Etrmm— FAS Com Com Com 
ve ee 65.00 40.00 21.00 16.00 
oe Bh aca iad artical 70.00 45.00 22.00 18.00 
Hh, ce alee 75.00 50.00 23.00 18.00 
Bh aera die 80.00 65.00 28.00 21.00 
+ ratio tata 90.00 75.00 40.00. ..... 
Oe 100.00 85.00 45.00 30.00 
No.1 No.2 No.3 
a MapLE— FAS Sel Com Com Com 
RL ae 50.00 45.00 37.00 25.00 16.50 
vt adae ur elinte 55.00 45.00 40.00 26.00 18.00 
- ie aaecasiea 65.00 50.00 45.00 31.00 18.00 
Pe 70.00 55.00 50.00 31.00 19.00 
eee 
An attic guest room can be created from 


Waste space with little expense. The walls may 
’e made from fibre board in a panel and 
Wainscot design. The ceiling, which can be a 
in shades darker, may be blocked with a scal- 
‘0p of the darker shade bordering the wall. 
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News From Lumber Centers 


(Continued from Page 49) 
box, and also for dunnage, has been very 
light. There has been no change in prices 
of better grades. Demand is not sufficient 
to establish an advance. Small mills getting 
out good air dried and kiln dried boards, and 
selling to yards close by, are quoting higher 
prices. On air or: kiln dried rough box 
boards, millmen hope for an advance, as air 
dried roofers are stronger—but small fram- 


ing has not improved. 
. 7 J ° 
Cincinnati, Ohio 

Hardwoods—Business in the last half of 
August was somewhat duller than in the 
first half, or in July. <A pick-up is looked 
for in September and October. Prices were 
highly competitive in late August, and com- 
mission salesmen were complaining of mills 
going direct to consumers. 3roader enquiry 
for Appalachian hardwood was reported by 
leading wholesalers. This was for the gen- 
eral list, but embraced several significant 
items. Eastern and Middle West interior 
trim plants were taking more rough lumber, 
principally in Appalachian oak. Furniture fac- 
tories are busy and in the market for sap 
gum, maple, tupelo, sound wormy chestnut 
and poplar; their heaviest sales at recent 


shows were of cheap bedroom and living 
room sets. More buying by auto factories 
and body builders is reported. 


Softwood sales to city retailers and coun- 
try yards show marked improvement, and 
prices on the scarcer items were stiffer. Gov- 
ernment buying for CCC camps, being started 
at nearby points, gave a stimulus to the 
movement. One of the larger yards here 
booked orders for six FHA house jobs last 
week, the biggest week’s business. since 
1928. Southern pine mills are slowing up 
on deliveries. Box factories and shipping 
case plants are busier, so sales of low grade 
lumber are active. 


Buffalo, N. Y. 


The lumber trade is held back by hot 
weather and the vacation season, but orders 
have been more numerous than they were a 
year ago. A large amount of home modern- 
ization work is in prospect, and retail stocks 
are not large, so improvement in mill sales 
is expected. Prices of most woods are firm, 
with southern pine a little stronger than it 
was a short time ago. Demand for shingles 
holds up well, and dealers are now able to 
get stocks from the mills. 


Hardwoods—Trade is slow. Furniture fac- 
tories, which have been out of the market 
recently, are expected to replenish their sup- 
plies in the near future. Prices are unsettled, 
but leading items show a firmer tendency. 


Western Pines—Demand is spotty, but re- 
tailers show more disposition to buy than 
they did a year ago. Prices at the mills are 
holding steady. Increased business is ex- 
pected to result from the lower rail rate 
which has taken effect during the past week. 


Northern Pine buying is on rather a small 
seale, but retail stocks are low. Prices are 


steady. 
Warren, Ark. 


Arkansas Soft Pine—Business is showing 
some improvement. Shipments continue to 
equal production, so mills can not accumu- 
late items they have been very short of. 
Further shortage is reported on 1x4- and 8- 
inch, 14- and 16-foot B&better; 1x12-inch 
B&better in all lengths; 5/4 by 10- and 12- 
inch B&better; 1x6-inch, 16- to 20-foot No. 1 
common; 1x10-inch, 10-, 12-, 18- and 20-foot 
No. 1 common; 1x12-inch, 10-, 12- and 20- 
foot No. 1. Both 3- and 4-inch B&better 
edge grain flooring continue in limited sup- 
ply at practically all mills; also, the same 
items in short length end-matched: 3-inch 
Bé&hbetter flat grain is also scarce, and while 
4-inch B&better flat grain flooring is now 
more plentiful than it was 60 days ago it 
is not in large enough supply to take care 
of much increase in demand. Several mills 
report poor assortments of Nos. 1 and 2 di- 
mension, with 2x4-, 2x6- and 2x12-inch No.1 
in limited supply.asare someitems of No. 2. 
Lath are rather scarce, with No. 2 available 
in only limited quantities for mixed-car load- 


ing. Practically all large operators report 
having all the moulding and trim orders they 
can ship for the next fifteen to twenty days. 
The small mills have piled up some lumber 
but their stocks are poorly assorted, and in 
most instances they are holding for better 
prices. 

Southern Hardwoods—Demand has 
fair. A few items remain scarce, such as 
4/4 and 5/4 red oak. Some mills furnishing 
trim report a shortage of items in both sap 
and red gum. A few flooring plants have 
made purchases of rough stock the past 
thirty days. Some flooring plants are closed 
down. Any further increase in demand for 
flooring stock will stiffen prices, and pos- 
sibly bring about a shortage of certain 
items. Hand-to-mouth orders from the fur- 
niture trade are coming along at a fair rate. 
Small mills are taking advantage of dry 
weather to get logs out of creek and river 


bottoms. . 
Baltimore, Md. 


North Carolina Pine—Somewhat more ac- 
tivity has developed. Building operations 
proceed on a rather modest scale, and box 
factories are by no means as busy. But 
mills have no large stocks and are inclined 
to mark up their figures. Stocks on wharves 
here are decreasing. 


been 


Long Leaf Pine—Inquiry is 
and the movement is larger. 
prices very firm. 


more active, 
Sellers hold 


Cypress—Demand is on the increase. Stocks 
here are small. 


Douglas Fir—Shipments are delayed. Or- 
ders are generally for small lots. 


Hardwoods—Some hardwood men say that 
they are getting a very satisfactory volume 
of business, with prices acceptable. Stocks 
at producing points are not at all large, and 
it is not always easy to fill orders. Exports 
are still the weak spot. 


Sash and Doors—Business volume affords 
encouragement, in spite of keen competition. 
The national capital is still absorbing ex- 
tensive quantities of millwork. 


Detroit, Mich. 


New residential construction has probably 
led the field in this area this year, followed 
by repair and remodeling. Lastly has come 
industrial construction. Now a new factor 
has come into the picture; namely, commer- 
cial store erection and remodeling. Retail 
purchasing power has_ so increased _ that 
whereas a short time ago the town was con- 
sidered to be badly overstored, there are now 
probably hundreds of new stores being built 
and old ones being made to look like new. 
It is ‘hard to realize that total volume is so 
large, because there are so many yards to 
divide it among, so many salesmen in turn 
to divide up the yard business, and, lastly, 
so many mills to divide the salesmen’s or- 
ders. It can be truly said that Detroit’s 
comeback is almost miraculous. Of course 
the principal factor in this is the motor 
industry, which in itself is no mean con- 
sumer of lumber. 


Hymeneal 


STEEN - FLETCHER — William Hinton 
Steen, who is associated with the Long-Bell 
Lumber Sales Corp. in Shreveport, La., was 
married in Little Rock, Ark., on Aug. 18 to 
Miss Elizabeth Fletcher. Both the young 
bride and groom graduated from the Uni- 
versity of Arkansas in the class of 1935. 


CARDIFF - HUNTINGTON — Miss Ethel 
Huntington, daughter of Douglas Hunting- 
ton, who has been in charge of the statisti- 
cal department of the West Coast Lumber- 
men’s Association for many years, will be 
married to Edward Sherman Cardiff, son of 
Mr. and Mrs. Ira D. Cardiff of Yakima, on 
Sept. 14 at the Church of the Epiphany in 
Seattle. Miss Huntington attended the Uni- 
versity of Washington, where she was a 
member of the Delta Delta Delta sorority. 
Mr. Cardiff graduated from the same uni- 
versity, and was affiliated with Chi Phi 
fraternity. 














f How to Figure Costs for Advertising 
In Classified Department 








CCR eee eee eee , 
‘ 
Two consecutive issues.......... 55 cents a line } 
Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 
Seven words of ordinary length make 
one line. 
Count in the signature. Heading 
counts as two lines. 
No display except the heading is 
permitted. 
Extra white space figured at line 
rate. 
One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 
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WANTED 
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Employment 








FOREMAN OR WORKING FOREMAN 


Good all around on mill and cabinet work. 
Address “L, 79,’’ care American Lumberman. 





WANTED—POSITION AS FIREMAN 
On logging railway of standard gauge size. 
wide experience with steam machinery. Good ref- 
erences. Traveling expenses to position desired. 
Address ‘““M. 76"" care American Lumberman. 


LACK OF BUSINESS 
May compel us to close our yard. The manager 
with twenty-five years’ experience will be open for 
employment. 
Address ‘‘M. 68,’’ 


Have 





care American Lumberman. 





POSITION WANTED 


Salesman, sales manager, or assistant general man- 








ager with lumber or plywood manufacturer, 26 
years’ experie * Various capacities. Successful 
record. 

Address ‘“‘M. 80,"" care American Lumberman. 





GENERAL MANAGER OR SALES MANAGER 


Hardwood lumberman 


; of wide experience and ac- 
quaintance, now 


employed, desires change. Wish 





to negotiate with high class manufacturer or 
wholesaler. Capable of managing entire operation 
and assuming heavy responsibility. Capable sales 
manager and office man. Good correspondent and 
have excellent sales record both at home and 
abroad. Know what it takes and have the health 





ver. 
care 


and ability to de 


Address “M. American Lumberman. 


+ 
id, 





Too Late To Classify 





PLP LD LD LOLOL LILI III IIS —* 
TO COMMISSION MEN! 
NEW 72c COAST TERRITORY OPEN 

We now have open a number of territories and 
would like to make connections with reliable com- 
mission salesmen 

Address: MORRILL-STURGEON LUMBER CO., 
Yeon Bldg., Portland, Ore. 





LBR. CONSULTANT WHO KNOWS ALL PHASES 
Of retailing can 
make your yard profitabl: 


Address “L 


lumber solve your problems and 
Charges reasonable. 
American Lumberman 


care 





FOR EXTENDING PRICES 











Use factors and save time. Chart shows 100 lum- 

ber prices analyzed. You want this at 50c—the 

new low price 

cS @ SEELEY, Madison St., Chicago, Ill 
—— 





WANTED > 


a 





Salesmen 


WANTED—SALESMEN 
ing for industrious young men with some 
in retail business. Apply by letter only, 
details. 
HILl. BEHAN LUMBER CO. 
5601 Elston Ave., Chicago, Ill. 





Good open 
experience 
giving full 





Employees 


EXPERIENCED MILLWORK ESTIMATOR 


Can also use accurate 

west. State expe 

handwriting 
Address M. 71,°° care American 


detailer 
rience 


in South- 
in own 


Location 
with references, 


Lumberman. 





_ Employment 


OFFICE MAN 


LP LD SS LPP LPL LPL LD DS 


WANTS POSITION 


Past middle age cood habits and a worker. Keep 
payroll or other lumber office work. References. 
Address M care American Lumberman. 





RETAIL LUMBERMAN—35 YEARS OF AGE 
practical experience, rsant all 
office capacity. Financially in position to 
make substantial investment partner or will 
purchase small yard location if worth money. 
Go anywhere 

Address ‘'M. 


12 


seeks 


yrs. conve 


phases, 
as 
good 
$3.” American Lumberman. 


care 





WANTED POSITION AS YARD MANAGER 





LUMBERMAN 


August 31, 1935 




















FOR SALE : 


Business Opportunities 


yee Yeon. 
AN OPPORTUNITY TO SECURE GOOD RETURNs 


On investment of few thousand dollars. Live going 
wholesate busines needs add. capital. Covers Conn 
N. Y.. including L. I. Address “M. 34” American 
Lumberman. 





WANT YELLOW PINE STUMPAGE SUITABLE 

FOR PILING OR POLES AND POSTS 
Offer high class apartment income property in 
Northern City in exchange for tract of piling or 
poles and posts stumpage. About $75.000.00 propo- 
sition. Will deal quick if you have something 
worthwhile. Submit details as to location, etc, to 
“M. 62” care American Lumberman. 





WILL TRADE 
Splendid eight-unit two-story brick apartment 
building South Bend, Ind.; value thirty thousand 
dollars, less sixteen thousand dollar bond issue, 


four percent interest yearly, no principal payments 


for five years. Present income thirty-five hundred 
yearly. Will accept like value in hardwood lum- 
ber, timber and sawmill. 


Address ‘'M. 83," care American Lumberman. 





Lumber and Dimension 


WANTED: DIRECT CONNECTION 





With wholesaters to handle No. 2 Dimension and 
Georgia Roofers. Nw commission men. Dry, well- 
graded stock from dependable mill. Draft terms, 


SPALDING LUMBER COMPANY, Griffin, Georgia, 


FOR SALE 
Good Stock Oak Flooring, Silos and Storage Tanks. 
TIMBERVILLE HARDWOOD COMPANY, Tim- 
berville, Virginia. 








WE SOLICIT YOUR INQUIRIES 




















Engines and Boilers 





2-300 H. P. HRT STEEL BOILERS, COMPLETE 


For use as Coal burners. 1st class condition. Hart- 


ford Insurance. Size app. 78”x20’. Steam pres- 
sure 175 lbs. Modern fronts and grates. 
I. K. DYE, Smith Bldg., Elkins, W. Va. 





Used Machinery 





CASH FOR OLD LOG BAND SAWS 
13 and 14 gauge, not rust-pitted, $50 per net ton, 
less freight. 
MINER HOE & TOOL WORKS, Meridian, Miss. 





SASH AND DOOR FOREMAN 
First class 1 s.0 detail work, 
twenty vear 


an or or special 


vants job 





LUMBER CARRIER—42” OR 48”, BOLSTER SIZE 


Write full details as 





Address a. « American Lumberman. 


complete to make, age, con- 
dition, tires, ete., and rock bottom cash prices. 
Address “M, 88,"" care American Lumberman. 











- : : 4/4, 5/4, 6/4, 8/4, 10/4 & 12/4 No. 1 & Bet. Birch, 
2 yrs. experience in lumber and building mate- 4/4, 5/4, 6/4, 10/4 No. 1 & Bet. Maple. 
rial. Figure own estimates. Familiar with Hard 4/4, 6/4, 8/4, 10/4 & 12/4 No. 1 & Bet. Elm. 
ene Soft woods Reasonable salary. Good ref JACKSON & TINDLE, Inc., Grand Rapids, Mich. 
"ill go anywhere 
Address “M. 90,"" care American Lumberman. : 
FOR SALE 100M’ 4/4 No. 3 MIXED OAK 
60M’ 4/4 No. 3 mixed hardwoods, 100M’ 4/4 No. 1 
CLASSIFIED ADS PRODUCE RESULTS Com. & Btr. W. Oak WHND 
That’s why people who want something MARQUETTE LUMBER CO., INC., 
or have anything to sell use the clear- South Bend, Ind. 
ing house section. Advertise in the 
CLASSIFIED ADVERTISING depart- 
ment to get it or sell it. Read the WANTED ORDERS FOR WHITE ASH 
Classified advertisements. Advertise Hard maple and basswood sawn to specifications. 
in @ paper that reaches the people H. H. YOUNG LUMBER Cuvw., 
who would be interested in what you Box 1016, Binghamton, N. Y. 
want to sell. When you want to sell 
anything used in the lumber world FOR SALE—BARGAIN—3,000 FT. DRY 1 INCH 
ind allied industries, advertise in the 
’. re alec é zs to build log houses. 
AMERICAN LUMBERMAN. bees conor: also Oak logs to build log h 
131 8S. Dearborn St., Chicago, II. 5859 Ogden Ave., Cicero, Ill 
F WANTED—SOMEONE TO BUY 
Ti b d | P 40,000 2x2-19’ and 13,000 2x2-30’ Oak turning 
im er an im er an Ss Squares. Make offer on entire lot or on what yo 
can use. 
—PAPAAAPYL VIFF G. 4 WAGNER, Tipton, lowa 
LARGE TRACT VIRGIN TIMBER, a 
Pine preferred, with or without mill. FOR SALE 
Address ““M. 52,” care American Lumberman. Walnut Logs, and Curley Maple, etc 


Stumps 
ee” 


Address “M. 89," care American Lumberman 
a 





Trucks and Tractors 


TRACTORS 


Just purchased from U. S. Government, another lot 


fine crawler type caterpillar tractors, five ton ~ 
size. Machines in perfect condition, only slight 
useage, cost government over $7,000 each, Are 


very adaptable to lumber, contracting, oil, coal one 
other businesses. Will give thorough demonstration 


at Tobyhanna, Pa., Fort Bragg, N. C., or Mt. Ster- 
ling, Ky. Price $350.00 each. Also have ten ton 
size. For further particulars address O. C EVANS. 
Mt. Sterling, Ky. 





WHY WAIT WHEN YOU WANT SOMETHING? 


When you want a new stock of lumber or shin: 
gles, new or second-hand machinery; engines. 
boilers, electrical machinery, locomotives, or 
rails, business opportunity, timber and timber lands, 
or anything used in the lumber industry, you pod 
get it at a small cost by advertising 1” th 


“Wanted Columns” of the AMERICAN LUMBER- 


MAN, Manhattan Building, Chicago, Il. 
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